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To you who measure life 
insurance companies by 
the amount of life insur- 
ance in force alone, The 
Peoples Life is yet num- 
bered among the smaller 
organizations. 


To you who judge companies by the opportunities they 
offer, ‘The Peoples Life assumes major proportions. 
The rates of increase shown in the life insurance in 
force of this company during the last four years are 
such as to commend the company to the serious con- 
sideration of men who are desirous of improving 
a by affiliation with a company definitely on 
the 

The graph tells the story — doubled insurance 
in force in four years— 
over 20% increase last year 
—a 25 million goal for 1929 
—and indicates, too, that the 
sSround floor opportunity ~ 
will not wait long for you. ~ 


THE PEOPLES LIFE INSURANCE 
COMPANYS ILLINOIS. 


CHICAGO, ILLINOIS. 


our Stedman-:President 
G.L.Lutterloh: - -Secrefary 


This is one of @ series of statements 
about The Peoples Life, Illinois. This 
company founded in 1908 is now en- 
tering a@ new phase in its develop- 
ment. The goal for 1929 is 25 mil- 


MY 


lions life insurance in force. Men 
interested inrepresenting the compan 
are invited to communicate wit E. 
J. Cotter, Agency Director. 
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Now Ready 


. 


The New 1929 


LITTLE GEM LIFE CHART 


(The Little “Red Book”) 


<eBiw 


MORE INFORMATION ABOUT MORE 
COMPANIES 


The LITTLE GEM shows 116 companies, twice the number given 
in another publication selling for the same price. It shows as many as 
30 companies operating in some states that are not included in similar 
books. Wherever you are located, it gives more companies operating 
in your territory. 


INFORMATION ON EVERY COMPANY 


The LITTLE GEM has another valuable and exclusive feature, 
namely a five-year financial and insurance report on 275 companies. It 
enables you to get a “line” on any established legal reserve company. 
This additional service gives a 5-year exhibit of insurance in force, 
income, disbursement, etc., analyzed into some twenty items. 


CONVENIENT ARRANGEMENT 


All the information as to policy analyses, rates, costs, summaries, 
etc., of a company is presented together. This individual treatment is 
much more satisfactory than pages exhibiting the rates of all companies 
on the policy in question. The individual method of the LITTLE GEM 
is designed for the best methods of selling. 


THOROUGH ANALYSIS OF POLICY 
PROVISIONS 


Disability, double indemnity, insurance on women, excess interest 
rates and many unusual policy provisions overlooked by other pub- 
lishers are brought out in the thorough analysis of the LITTLE GEM. 















Sales of the LITTLE GEM this year to date, 
are greater than ever before, again proving that 
the book giving the most information ts the 
most popular. It is only a few more days until 
thousands of copies will be in the mails on the 
way to life offices all over the country. Have 
you placed your order? If not, do so now. 


CONSIDER THESE ADVANTAGES 


“Net Premiums,” not just dividends, but results already figured. 


One exclusive feature of the LITTLE GEM is the exhibit of “20 
year net costs,” year by year, showing the actual net premiums with 
dividends deducted. 


ORDINARY LIFE 20 YEAR NET PREMIUMS 
AT EVERY AGE 


About two-thirds of the insurance written is on the ordinary life 
plan—this extended exhibit of ordinary life net premiums at ages 20 to 
53 inclusive and at 55 and 60, means that you may quote exact figures 
to your prospect. This exhibit is beyond comparison with the mere 
showing of dividends at only four ages as is usually done, 


20 YEAR ACTUAL HISTORIES (NET FIGURES) 


LITTLE GEM actual histories are “net,” with dividends already 
deducted. Furthermore, they are given at nine ages (instead of four as 
in other books). The exhibits cover a 20 year period with summaries 
at 10 and 20 years. 


In addition to the points mentioned above, the LITTLE GEM 
shows—rates with and without disability and double indemnity, term 
rates, industrial rates, intermediate rates, dividends on term and -up 
policies, cash values, and other useful data. The LITTLE GEM has 
720 pages of bible paper, is but 14 inch thick and is bound in real leather. 


Some idea of the extra value and service of the LITTLE GEM may be obtained by considering that with all 
of these extra features, it costs no more than other small reference books. PLACE YOUR ORDER NOW! 


SPECIAL 
COMPANY CLUB RATES 
TO ALL AGENTS 


ORDER NOW! 


RUSH FOR INSPECTION! 


copies 1929 Little Gem Life Chart. 
Bill me at my company club rate. If the Little Gem does not sell itself 
to me, I may return my order for full credit. 
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THE NATIONAL UNDERWRITER COMPAN Y 
420 E. Fourth Stree!, Cincinnati, Ohio 






THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by the National Underwriter Company. 


Office of publication, 175 W. Jackson Blvd. Ill. Thirty-third year. No. 14. 
tered a 


$3.00 per year, 15 cents per copy. En 
act of) March 1, 1879. 


Friday, April 5, 1929. 
8 a matter June 9, 1900, at postoffice at Chicago, Ill., under 
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STABILITY 











A ROCKING boat inspires 
no confidence. Leaning towers sometimes fall. 
Foundations must be firm and strong if the edifice 
is to stand secure. The stability of an institution 
is a real test of its worth. 


G In its thirty-six years’ of growth the Illinois 

Life has demonstrated the strength of its 
foundation. There has been no creaking and strain- 
ing of its beams and timbers as this company has, 


year by year, added to its structure and fortified 
its strength. 


Illinois Life men have pride and faith in the 
institution which they are helping to build. 
The men in the field are conscious of the strength 
and stability of the company which they represent. 


The Illinois Life — built on a firm foundation 


now active, to be chartered by the State of Illinois. 


The Illinois Life Insurance Company enjoys the distinction 
of being the first legal reserve life insurance company, 


Illinois Life Insuranee Co. 


Illinois Life Building Chicago 1212 Lake Shore Drive 
Raymond W. Stevens, President 
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SECTION 97 CHANGES 
OF GREAT IMPORTANCE 


New Acquisition Cost Law in 
New York Affects All 
in Business 


NEW UNDERWRITING BASIS 


American Men Table and Other New 
Provisions Affect Many Items 
in Operation 


NEW YORK, April 4.—With the 
now famous section 97 revision in New 
York about to become a law, the gov- 
emnor’s signature about to be appended 
to this important document, companies 
and agents throughout the country are 
taking stock as to possible underwriting 
and operation changes under its pro- 
visions. The new measure, another law 
bearing the title of Senator Wales, is 
seen to be of far reaching importance 
and many possible changes are in pros- 
pect, both as to agents and companies. 
As the revisions were directed chiefly 
towards first year acquisition cost, they 
ate of direct interest to the agent. 

Permits New Basis 


_ The revision for which the new law 
is best known, of course, and that over 
which actuaries and company officials 
were at first in controversy, is the in- 
clusion of the American Men table as 
an optional mortality table, in addition 
to the American Experience table. This 
is important of itself, for it permits the 
scompanies to adopt a mortality measur- 
ing stick which more truly reflects 
actual conditions than the old, out- 
grown formula. The wide variance has 











































































long been recognized and the only 
sitance in making such a change was 
based on the permanency of the new 
mortality schedule. Practically all of 
the actuaries are now in accord on this 
itm and even those who were out- 
Spoken in opposition ten years ago are 
now proponents of the new American 
Men table. 


Releases Large Reserves 


Men a the adoption of the American 
en tables is of great importance to the 
business beyond the item of mortality 
measure. Mortality savings and _ re- 
si a are directly affected by the new 
able ani 1 these in turn are basic fac- 
: entire program of rate and 
schedules. Non-participat- 
mpanies are bound to a certain 
minimum rate, based on these tables, and 
° reduce premiums below this mini- 
lum, it is necessary to establish large 
Xtra reserves, under the old American 
gage table. With the new Amer- 
dl en table, these reserves are not 
liberated. and thus these funds are 
oe ed for other uses. It is even 
fur gp under the new table, to still 
. 4 reduce premiums, though that 
ike} - important item, for it is not 
re at any of the companies will 
ct further reductions in rates on the 
(CONTINUED ON PAGE 29) 


















CAMPAIGN IS PLANNED 
_ FOR WOODS FOUNDATION 


DRIVE FOR FUNDS ON IN MAY 





President Ernest J. Clark Explains 
Plans and Purposes of American 
College of Life Underwriters 





Plans for an aggressive campaign ia 
May to complete the $100,000 fund 
known as the Edward A. Woods Foun- 
dation, which is to be used as an en- 
dowment for the American College of 
Life Underwriters, were decided upon 
at a meeting of the board of trustees 
of the college ia Chicago Friday night 
and were announced by Ernest J. Clark 
of Baltimore, president of the college, 
at the meeting of the executive com- 
mittee of the National Association of 


Life Underwriters in Chicago Satur- 
day. 

Started at Detroit Convention 
The preliminary steps toward the 


establishment of the Woods foundation 
were takea at the convention of the Na- 
tional association in Detroit last fall 
and from the enthusiastic response re- 
ceived at that time it was believed that 
the entire amount would be raised in a 
few months, but various factors have 
interfered with the finishing of the 
campaign prior to this time. Now it is 
planaed to make a concerted effort to 
put over the job before June 1. While 
$100,000 is set as the goal, there will 
be no slackening of activity if the funds 
being collected fall below that figure, 
as Mr. Clark said that in the course of 
a few years an endowment of at least 
$250,000 will be needed to enable the 
college to function as it should. 


Duff Is General Chairman 


William M. Duff of Pittsburgh, who 
was closely associated with Mr. Woods 
in building up his agency and is now 
the head of the Edward A. Woods 
Company, is general chairman of the 
campaign, with Charles L. Scott of 
Kansas City as vice-chairman. John 
L. Shuff of Cincinnati is chairman of 
a sub-committee in charge of the solici- 
tation of individual life underwriters, 
his associates being John C. McNamara 
of New York, Charles C. Gilman of 
Boston, Leon A. Triggs of Minne- 
apolis, Edward J. McCormack of Mem- 
phis, C. C. Day of Oklahoma City, Miss 
Sara Frances Joaes of Chicago, F. G. 
Pierce of Philadelphia and Clarence W. 
Peterson of San Francisco. This list 
gives a wide geographical distribution 
and assures a capable head for the cam- 
paign in every section of the country. 

A committee of life company execu- 
tives will also be named to solicit con- 
tributions from the companies. The 
tentative personnel of that committee 
includes William Alexander, Equitable 
Life of New York; James Lee Loomis, 
Connecticut Mutual Life; O. J. Arnold, 
Northwestern National Life; O. A. 
Swink, Atlaatic Life, and George I. 
Cochran, Pacific Mutual Life. 


Small Margin from Fees 


In emphasizing the meed for a per- 
manent fund for the American College, 
Mr. Clark pointed out the small margin 
allowed by the examination fees, which 

(CONTINUED ON PAGE 29) 





W. W. DARROW GOES 
INTO NEWSPAPER WORK 


HAS HAD SUCCESSFUL CAREER 





Advertising Manager of the Home of 
New York Joins The National 
Underwriter Staff 


William W. Darrow has resigned his 
position as advertising manager of the 
Home Fire of New York group to go 
with THe NATIONAL UNDERWRITER as 
eastern manager. He will take up his 
new work about April 15 and will be 
located in the New York City offices of 
the publication. 

Mr. Darrow is well known in fire 
insurance circles through his advertising 
and publicity work. He has edited the 
Home’s house organ to agents, 





DARROW 


Who Becomes Eastern Manager of The 
National Underwriter 


WILLIAM W. 


” 


as well as other company 
publications. “News from Home” recently 
received the prize award from “Postage 
& The Mailbag” in the annual gold con- 
test, as the best house organ issued by 
users of direct mail. 


Insurance Journal Advertising 


from Home, 


tising has been of an original and out- 
standing character. Last year, his his- 
torical series was awarded second place 
in the “Rough Notes” trophy contest. 
He initiated the first full color, 
page insert to appear in any insurance 


“News 


four | 


| of 


journal. This reproduction of an alle- | 
gorical painting, “Insurance” created 
nation-wide comment. It was produced 
in connection with the Home’s 75th 
anniversary. 
Prominent in Conference 

Mr. Darrow has been active in the 

Insurance Advertising Conference. He 


is a past secretary and at present is 
vice-president of the conference. Under 
conference rules, he will resign this 
office, and as a publisher’s representative, 
become an associate member. He has 
done important work on the public re- 
(CONTINUED ON PAGE 29) 


ADOPT BUDGET BASIS, 4 
PLAN WIDER SERVICE 


Important Forward ndities Taken at 
Meeting of National Asso- 
ciation Trustees 


Finances to Be Put on Better Basis— 
Establishment of Research De- 


Ty 

(0. K. HULL’S PROPOSALS 
| 

| partment Approved 
| 


Several important steps toward in- 
| creasing the service which the National 
Association of Life Underwriters rend- 
ers to the local associations, and putting 
its finances on a more stable and 
scientific basis were taken by the trus- 
tees of the National association at their 
meeting in Chicago Friday, in accord- 
ance with recommendations made by 
Managing Director Roger B. Hull. 

The financial stabilization plan has 
as its most important feature the 
authorization given to the president to 
appoint a budget and finance committee, 
which is to be named in the near future 
and prepare before the end of the fiscal 
year a comprehensive budget for the 
next year’s work, so that the work can 
be carried forward under a definite pro- 
gram, instead of on a more or less hit- 
or-miss basis, as in the past. The as- 
sociation has only recently succeeded in 
getting out of the “red” and it the 
desire of the present management to 
keep it that way. 


1s 


Plans for Research Department 





| especially 
His work in insurance journal adver- | 


The approval of the plan for the 


| establishment of a research department 
| authorizes 


the 
of work which 
of especial importance. 
is already 
in charge 


carrying on of a class 
Mr. Hull believes to be 
The department 
functioning to ‘some extent, 
of Wilfrid Jones, recently 
appointed associate editor of the “As- 
sociation News.” Mr. Jones has been 
connected with the National Industrial 
Conference Board, where he has been 
doing research work, and is therefore 
well qualified to handle the 
work of the new department. Mr. Hull 
announced that there would be no addi- 
tional expense incurred in connection 
with that department until after the end 
of the present fiscal year. 
Activities Will Be Extended 


One_of 
an effort 
additional 


matters on which 
will be made to. secure 
information is the question 
what other trade associations such 
as the International Advertising Asso- 
ciation and its hundreds of affiliated 
“ad” clubs are doing in the way of 
charges for annual dues and just what 
service they render to members. An- 
other will be to make the national head- 
quarters a clearing house of the best 
material that is being given at local 
association meetings all over the coun- 
try. If the 40 or 50 addresses given 
each year, for example, on “Business 
(CONTINUED ON PAGE 29) 
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PREPARE SALES CONGRESS 
FOR GENERAL AGENTS 


TO HAVE OMAHA CONFERENCE 





Darby A. Day of Chicago Will Be the 
Chief Speaker at the Forthcom- 
ing Meeting 





General agents amd agency managers 
coming from Ilinois, Missouri, Kansas, 
Iowa, Minnesota, North and South 
Dakota and Nebraska will hold a sales 
congress at the Elks’ Club, Omaha, 
April 11. Darby A. Day of Chicago, 
manager of the Union Central Life, will 
be one of the chief speakers. This con- 
gress will be unique in that only gen- 
eral agency problems and questions will 
be discussed. The Omaha Association 
of Life Underwriters will hold a sales 
congress the following day in the same 


place. 

The Nebraska general agents and man- 
agers have a state association. They 
have found it very successful. H. O. 


Wilhelm of Omaha, state manager of 
the Northwestern National Life, is presi- 
dent. Mr. Wilhelm has had many in- 
quiries as to what is taken up by the 
organization, what have been the re- 
sults, and so on. It was felt desirable, 
therefore, to have a general conference 
under the auspices of the Nebraska as- 
sociation, getting in some of the man- 
agers from adajacent states. Frank A. 
McDevitt, who has been manager of 
the Phoenix Mutual at Omaha but has 
gone with the Guardian Life as man- 
ager, is secretary. Ray V. Edmiston, 
manager of the Union Central at Lin- 
coln, Neb., is vice-president. F. N. 
Croxson of Omaha, manager of the 
Equitable Life of New York, is on the 
executive committee, as is G. M. Noble 
of the New England Mutual. Mr. Wil- 
helm and E. W. DeNio of Cedar Rapids, 
general agent of the Northwestern Na- 
tional Life were in Chicago in confer- 
ence with Darby A. Day, manager of 
the Union Central Life, who will be one 
of the main speakers at the Omaha 
meeting. 





Union Central Adopts Seal 


The Union Central Life has adopted 
a seal which hereafter will be the official 
symbol of the company. On the rim 
of the seal appear the words, “The 
Union Central Life Insurance Company, 
Cincinnati, O., Established 1867.” Ern- 
est Bruce Haswell, noted Cincinnati 
sculptor, executed the commission that 
was given by the late President John 
D. Sage. Facing the Union Central’s 
tower, which is used to represent 
strength and integrity, is the slight, 
erect and unafraid mother holding a 
child facing the light from the tower. 
These two figures symbolize mother- 
hood protected by insurance. The in- 
scription in connection with the mother 
and child read, “Shadows fall behind 
you when you walk toward the light.” 
The emblem will appear on all litera- 
ture and printed statements gotten out 
by the company. 


Gustavus Buchler Dies 


Gustavus J. Buchler, superintendent 
for the Prudential at Philadelphia for 25 
vears, died last week after a long illness. 
He was 78 years old. 


Completes 50 Years’ Service 


Dr. Marcus F. Squier, an examiner 
for the Prudential, has rounded out ex- 
actly 50 years service with the Pru- 
dential and will be presented with 
Certificate No. 1 in a new series of the 
“Old Guard,” he standing as the oldest 
employe. When he rounded out his 25th 
year, he was the ninth oldest employe, 
but now he is the veteran in the ranks 
and will be given a special certificate 
signed by President Duffield in honor 
of his having reached the half century 
mark in the company’s service. 


IVES & MYRICK ARE 
NEW YORK LEADERS 


LIVELY PACE FOR POSITION 





Metropolitan Offices Seem to Have 
Had Very Good Record So Far 
This Year 





NEW YORK, April 4.—Jockeying for 
first place is becoming the dominant 
note of life insurance production among 
the leading New York City offices. Four 
agencies are now about on a par, with 
two more not far behind. March pro- 
duction again showed a notable increase 
in the leading offices, bringing paid busi- 
ness for the first quarter to a figure 
about 30 percent above that of the first 
three months of last year. The quart- 
erly reports shows Ives & Myrick of 
the Mutual Life in the lead, both for 
the quarter and the month, with C. B. 
Knight of the Union Central a very close 
second for the quarter and J. Elliott 
Hall of the Penn Mutual second for 
March and a close third for the quart- 
er. The progress of the Hall agency is 
particularly striking, as it has almost 
reached the $50,000,000 annual rate. 

Showings by Agencies 

The agency showings are as follows: 
Ives & Myrick, Mutual Life, paid for 
$5,165,250 in March, compared with $5,- 
466,562 last March, bringing the quart- 
erly total to $13,995,855, compared with 
$12,635,262 last year. C. B. Knight, 
Union Central Life, paid for + $3,552,500 
in March, compared with $3,225,000 last 
March, bringing the quarterly total to 
$12,569,408, compared with $8,913,490 
last year. J. Elliott Hall, Penn Mutual 
Life, paid for $4,574,970 in March, com- 
pared with $3,328,470 last March, bring- 
ing the quarterly total to $11,561,391, 
compared with $9,304,291 last year. 

Other Offices Do Well 


R. H. Keffer, Aetna Life, paid for 
$3,757,093 in March, compared with $2,- 
75,510 last March, bringing the quarterly 
total to $11,003,708, compared with $8,- 
041,500 last year. 
PP. M. Fraser, Connecticut Mutual 
Life, paid for $3,370,750 in March, com- 
pared with $3,031,110 last March, bring- 
ing the quarterly total to $9,370,350, 
compared with $7,937,210 last year. 
Beers & DeLong, Mutual Benefit Life, 
paid for $2,785,000 in March, compared 
with $2,712,268 last March, bringing the 
quarterly total up to $8,533,800, com- 
‘ pared with $7,761,068 last year. 
| j. McNamara, Guardian Life, paid 
for $2,295,515 in March, compared with 
$1,193,916 last March, bringing the 
quarterly total to $4,703,515, compared 
with $3,227,436 last year. 


~ 
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| INSURANCE DEFRAUDERS 
SENTENCED TO PRISON 





Advices from Tulsa, Okla., to the offi- 
) cers of the Security Mutual Life of Lin- 
jcoln, Neb., give details of the final 
| chapter in a series of insurance com- 
{pany frauds that are believed to have 
covered a period of at least 10 years 
and which have involved losses to a num- 
ber of companies. In federal court there 
the three principals in the conspiracy 
pleaded guilty to a charge of misuse of 
the mails. 

L. C. Doke, the “master mind,” re- 
ceived a sentence of six years in prison, 
; his assistant and brother, Ben Doke, 
five years, while the latter’s wife Flora 
was given a suspended sentence of five 
years. Their specialty, as determined 
by the report of detectives employed by 
the Security Mutual and the Aetna Life, 
was to get hold of men broken in health, 
insure them and when they died a year 
or so later collect a big profit. L. C. 
Doke supplied the money to pay pre- 
miums while they lived, and Ben Doke 
substituted for the insured when he was 
summoned before an examining physi- 
cian, with his wife impersonating the 
“widow” who was made beneficiary. 








CHAPMAN UNDERWRITES 
FIRE OF CHICAGO STOCK 


—_—_- 


GETS 48,000 UNSOLD SHARES 





These Will Be Marketed Soon and 
Money Will Be Paid in by 
Middle of May 





Following purchase of the stock of 
the National Life, U. S. A., P. W. Chap- 
man & Co., Chicago investment bank- 
ing house, has underwritten the remain- 
ing unsold shares of the Fire Insurance 
Company of Chicago, which will be of- 
fered for public subscription about May 
1. The Fire of Chicago has about 48,- 
000 shares unsold. The authorized capi- 
talization is 80,000 shares of $25 par 
value, which will be offered at $62.50 a 
share. By May 24 the investment house 
is to pay to the Fire Insurance Company 
of Chicago $2,700,000, which is the value 
of the stock at $62.50 minus 10 percent 
for selling expense. The fire company 
will have capital of $2,000,000 and sur- 
plus of about $2,500,000. 

Reduction of the par value of the 
National Life stock to $5 a share has 
been voted. Stockholders and policy- 
holders will be offered first opportunity 
to buy this stock, at a figure not yet 
announced, and after a week or 10 days 
the remaining shares will be offered for 
public subscription. Frank H. Ellis, in- 
surance manager of the Chapman house, 
states that the stock will be offered to 
yield “50 percent more than any other 
life insurance stock on the market.” 

Recently the Chapman house bought 
50 percent of the stock of the Iowa Na- 
tional Fire. Control of the company 
will go into one of the other companies 
in the fleet the house is organizing. 

Some 60,000 shares of Chicago Fire 
& Marine stock, and 40,000 shares of 
Presidential stock, also have been un- 
derwritten by the Chapman house. It 
is expected that all of this stock will be 
distributed this spring. 

Mr. Ellis says that the name of the 
Fire Insurance Company of Chicago 
probably will be changed because of its 
aad to the Chicago Fire & Marine 
title. 

P. W. Chapman is interested in mak- 
ing Chicago more important as an in- 
surance center than it has been, and to 
this end is developing a fleet of com- 
panies that looks imposing. When the 
program is completed the house also 
will control the Federal Surety. An in- 
surance man of prominence, whose 
name has not yet been announced, will 
be retained to take underwriting con- 
trol of all the companies in which P. W. 
Chapman is interested. The directorate 
of the new fire company will be chosen 
in Chicago, and operating control will 
be retained in that city. 


Mutual Life Promotions 


At a meeting of the board of trustees 
of the Mutual Life of New York, the 
following promotions were made: 

Dr. P. Maxwell Foshay, second vice- 
president and manager of selection; A. 
D. Reiley, supervisor of risks; G. Moora, 
associate supervisor of risks; F. 7 
Huxtbale, E. G. Walker and F. H. Nied- 
enstein, assistant supervisors of risks; 
Dr. E. McP. Armstrong, associated med- 
ical director; D. W. L. Willis and Dr. 
H. A. Bancel, assistant medical directors, 
and Oliver M. Whipple, assistant finan- 
cial manager. 


Guardian Features McLain 


The Guardian Life during April is 
featuring Superintendent of Agents 
James A. McLain. Mr. McLain entered 
the Guardian ranks in January, 1920, as 
agency assistant, and in turn was ap- 
pointed assistant superintendent of 
agents, inspector of agencies, and in 
January, 1928, was made superintendent 
of agencies. The agents, therefore, are 
taking special pains to honor him. 





TRAVELERS REVIEWS 
THE MONTHLY PLAN 


oo 


LARGE AMOUNTS WRITTEN 





Declares Average Size of Policy Has 
Been Increased by this Form of 
Payment 





The Travelers calls attention to th: 
fact that a study of the records of 1929 
leads to the conclusion that much can be 
said in favor of the monthly premium 
plan provided the right type of prospect 
is selected. It finds that the average size 
of policies written on this plan was 
50 percent higher than those written on 
other plans. The Travelers feels that 
the monthly premium plan by making 
it easier for one to carry larger amounts 
of insurance makes it also easier i 
the agent to lead the assured up to the 
point where he recognizes the amount 
of life insurance he should carry. 


Prospect Should Be Right Type 


The Travelers states that about 1 
percent of the regular life insurance 
excluding group, wholesale and salary 
allotment written by the company last 
year was on the monthly premium plan 
The Travelers says in this connection 
that selection of the right type of pros 
pect is essential to the success of this 
plan. In speaking further it says: “He 
should be a man with a checking a 
count and preferably one who has charge 
accounts and is in the habit of paying 
his bills regularly each month. Fe 
such a man life insurance premiums 01 
the monthly plan become just as muci 
a matter of routine as his gas or electric 
light bill. The installment payment pla 
has brought such things as automobiles, 
radio sets, etc., within the reach 0 
millions. The monthly premium pla 
if vigorously pushed will help to make 
the ownershp of adequate amount © 
life insurance as common as the owner 
ship of a car.” 


Edward W. Boers Dies 


Edward W. Boers of the Cincinnat 
agency of the Union Central Life died 
at the Jewish Hospital there following @ 
operation for intestinal trouble. He ha 
been ill for more than a year beior 
his death. He had been with the Uni 
Central 18 years, first as an employe " 
the home office and later as an agetl 
in the home office agency. He is sur 
vived by his wife. 

Mr. Boers will be remembered * 
hero of the disastrous boiler explosi 
which wrecked the U. S. S. “Benning 
ton” as it lay just outside the harbor # 
San Diego, July 21, 1905, killing ' 
seamen. He was a seaman when i 
disaster occurred. An exploding boil 
set the ship on fire and at once t& 
vessel became a scene of chaos. -. 
Boers, cool in all the excitement a 
panic, flooded the powder magazine 1 
fear the entire ship would be blown ™ 
and closed the port holes through wit 
the sea was pouring and unbalancilé 
the boat. 

Thanks to his quickness and 
action, nearly 200 sailors escaped deat 
that without his work would have De’ 
sure. However, this was not enoug 
He fought ‘this way through the smo 
of the boiler room and found the bo 
of one of his shipmates and carried 
to the air. Again and again h« brave’ 
the smoke and danger until he had &% 
ried out seven of his buddies. *™ 
already were dead and the other ™ 
died within a few hours. a 

For his heroism, Boers was awart® 
the Congressional Medal of Honor, th 
highest tribute the United States 8°" 
ernment could pay to one of ® 
citizens. 


Elisha Waterman Bucklin, ° Ray * 
nent Rhode Islander and one time’. 
surance commissioner of Rhode Isla™ 
is dead at his home at East Gree 
wich, I. 
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LIFTLE GEM CHART IS 
NOW BEING SENT OUT 


New Edition Has 720 Pages of 
Valuable Information and 
Data 


SHOWS ALL NET COSTS 


Special Exhibits on Leading Policies— 
Gives Dividends on 27 Ages 
Instead of Four 


The 27th edition of the Little Gem 
Life Chart appeared from the press last 
week 
the rate of 2,500 copies per day. 
liveries are 
possible and it is estimated that it will 
take the greater part of April to fill 
orders. The rapid rate at which ‘the 
sales on the Little Gem Life Chart have 
grown since the publication was taken 
from the Samson-Dawe Publish- 
ing Company in 1919 has been remark- 
The sales now are nine times 
than the 1919 edition experi- 
enced. Each year has shown a substan- 
tial increase. No greater testimony of 
the book’s value could be given. 

An explanation of the popularity of 
this small reference book is because the 
Little Gem Life Chart contains more 
information by far than any other sim- 
ilar reference book. The usual book 
contains approximately one-half the in- 
formation that is found in the Little 
Gem and yet costs the same. The Little 
Gem Life Chart contains 720 pages and 
every one is filled compactly. There 
is nO waste space and the information 
is so arranged that data is easily obtain- 
able from the book. 

Gem Has 27 Ages 


being distributed at 
De- 
being made as rapidly as 


and is now 


over 


all 
abvie, 


greater 


Ordinary life net costs are shown year 
by year for every age, a feature which 
is not usually found in small reference 
books and in fact the only successful 
similar book published shows these divi- 


dends at a limited number of ages, 
usually only four, whereas the Little 
Gem Life Chart has 27 ages. The 
adoption of this feature in the Little 


Gem Life Chart was made after a care- 
tul study, revealing that the greater por- 
tion of the present life insurance is be- 
ing sold on the ordinary life plan and 
that such a plan fits readily into the 
present-day conception of selling pro- 
gram insurance. The Little Gem Life 
Chart contains the net costs for eight 
ages on the 20-payment life and 20- 
year endowment plans, as well. 

In the handling of the dividends 
again there is evidence of much compila- 
tion work and expense which other pub- 
lishers have not undertaken and which 
contributes greatly to the success of the 
Little Gem Life Chart. The dividends 
are deducted from the premium, giving 
the net figures. Accurate life insurance 
men know that the dividends in them- 
selves are useless and in fact, they are 
misleading unless the premium is taken 


om consideration and that it is the net 
Rures that are desired. They reveal 
Costs and costs enter largely into the 


Present day selling of life insurance. 
Provisions Thoroughly Analyzed 


The Little Gem Life Chart gives a 
thorough analysis of the policy provi- 
sions and a great many of the rates com- 
Plete, cash values on the three forms 
at five-vear ages, term rates, dividends 
on paid-up life and term policies and 


all Standard information that can be 
found in other books combined. 

_Of especial note, however, are the 
faluable exhibits found in the Little 
7eM on 


certain policy leaders in which 


PRUDENTIAL BACK OF 
HUGE HOUSING PLAN 


MANY SUPPORTING PROJECT 


President Duffield Has Been Giving the 
Enacting Legislation His Per- 
sonal Attention 


NEWARK, April 4.—President Ed- 
ward D. Duffield of the Prudential has 
taken a personal and active interest in 
the passage of a bill by the New Jersey 
legislature, under which a_ gigantic 
housing program could be undertaken in 
Newark by the Prudential. City offi- 
cials, civic workers and many others are 
backing the legislation, hoping to pro- 
vide some excellent living quarters, 
which the Prudential has agreed to 
build, if the law is changed to permit 
the work. The clause fixing the time 
property can be held and the condem- 
nation clause, which does not permit 
state condemnation for such structures, 
were the stumbling blocks and revision 
of these is sought. Special objection 
has been raised to the proposal to per- 
mit condemnation for such a building 
or series of buildings, but President 
Duffield has explained that the project 
depends on securing the property at fair 
market values, which would be impos- 
sible without that. If this is enacted 
the company will contribute to the city 
a huge building program of quarters for 
workers at a minimum cost. 








clear and concise showing on each of 
these particular policies. 

The most talked of policy in America 
is the Metropolitan Life $5,000, which 
is covered completely at every age in 
a two-page exhibit. Special showings 
are made on such policies as the insur- 
ance with life income of the Aetna, the 
Prudential’s modified, Home Life’s pre- 
ferred whole life, Berkshire’s preferred 
risk life, Central Life of Iowa’s whole 
life $5,000, Unioa Central’s business pro- 
tection, Northwestern National’s whole 
life $5,000, Fidelity Mutual’s income for 
life, Phoenix Mutual’s seventy special. 
Travelers’ premium reductioa, Jefferson 
Standard’s preferred risk and others. 
These special exhibits with the un- 
usually complete ordinary life net costs 
showings are oa the policies which are 
for the most part sold by the agents 
in the field today. 


Not for Competitive Purposes 


The Little Gem Life Chart, however, 
is not issued for competitive purposes, 
but rather to give information that the 
life agent may be equipped to be of 
greater service to his clients. Letters 
constantly come in to the offices of the 
publishers, asking that certain showings 
be made which are purely competitive, 
such as the actual history oa non-par- 
ticipating policies and which really have 
no bearing on the issuance or costs of 
the present contracts. These showings 
are made mainly for those who are in- 
viting competition into their work and 
are lookiag for some data which they 
may use to take a crack at their fellow 
agent’s proposition. When such seems 
to be the purpose of these requests, the 
publishers have declined to make such 
showings. The present-day thought in 
life insurance selling is “more knowledge 
and less competition.” This has been 
the idea behind the publicatioa of the 
Little Gem Life Chart. 


Financial Exhibit Given 


Possibly one of the greatest features 
of the Little Gem Life Chart is the com- 
parative five-year financial exhibit made 
for 280 companies, practically all of the 
regular life insurance companies in the 
country. This is an exclusive feature 
of the Little Gem Life Chart and is un- 
usually valuable to the agent. It gives 
him a handv life chart for all compaaies, 
which has been sold separately by an- 
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REBATING DECISION 
HAS BEEN AFFIRMED 


IMPORTANT NEW YORK CASE 


Appellate Division Upholds the State 
Insurance Department in the 
Issue Over Siebel 


NEW YORK, April 4.—One of the 
most important decisions on underwrit- 
ing practices in New York was handed 
down by the appellate division of the 
New York supreme court, when it dis- 
missed the order of certiorari against 
the superintendent of insurance and con- 
firmed the former findings of Superin- 
tendent Beha in the Siegel rebating 
case. This practically ends the issu 
and, should it finally stand, will leave 
on record the ruling of Mr. Beha that 
Harry Siegel of the New York Life 
was guilty of rebating. Appeal is to 
be made to the court of appeals, but 
it is understood that the chances are 
negligible for that court to take it under 
consideration. But a small minority of 
petitions for such consideration are 
granted and it requires approval of the 
entire bench to secure this hearing. 

Case of Outstanding Importance 

The case is one of the outstanding 
ones in life insurance history, it being 
the most notable example of a rebating 
charge ever to be carried into the courts 
The superintendent of insurance, with 
the support of the New York Associa- 
tion of Life Underwriters and others in 
terested in good underwriting practices, 
carried the case through as a permanent 
test of the rebating statute. Mr. Beha 
found Harry Siegel guilty of improper 
practices and rebating, upon charges 
filed with the department by the asso- 
ciation. 

Appealed to the Courts 

Mr. Siegel at once apealed to the 
courts to prevent action by the superin- 
tendent and the matter has been held in 
abeyance since that time. The New 
York Life announced that it would take 
action in the matter, as soon as court 
action was finished, which now will 
probably not be for 30 days or more, 
as that time is allowed in which to file 
this appeal. 

This case is particularly important, 
as it involved one of the outstanding 
life underwriters of the east and the 
country. Mr. Siegel was the leading 
agent of the New York Life throughout 
the country, writing as high as $4,000,- 
600 in a year and one year heading the 
highest agency. It was not an ordinary 
case, when rebating charges were pre- 
ferred against him. This also stands as 
an accomplishment of the New York 
Life Underwriters Association, giving it 
precedent now for anti-rebating en- 
deavors directed against the agent, both 
directly and on evidence of the applicant 
for a policy, another recent case putting 
the court on record in such connection. 
The better practices committee of the 
association has been active and has 
accomplished much in cleaning up field 
conditions in greater New York. 








are 17 items given for each company 
besides a complete analysis of surplus 
and insurance in force in the notes on 
this section. It is a remarkable com- 
pilation in that it must be compiled 
quickly and accurately early in the year. 
There are other valuable features in 
the Little Gem Life Chart, making it 
the most complete book, such as the 
ratios of actual to expected mortality, 
the tables of excess interest rates, indus- 
trial and intermediate rates, reserve 
tables, etc. 

The 1929 edition, which the publish- 
ers believe is better than ever, is now 
being sent to those whose orders are oa 
file. For information concerning orders 
that have been placed or that are now 
being made up address any of THe 





other publisher for nearly as much as 





at least a full page is given over to a 


the Little Gem Life Chart costs. There 
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CANADA ALMOST SURE 
TO GET 1930 MEETING 


Members of National Association 
Executive Committee Practi- 
cally Agreed on It 


PLAN WASHINGTON MEET 





Advisory Nominating Committee Named 
and Confirmed—Membership Drive 
Success Assured 





Discussion of plans for the annual 
meeting of the National Association of 
Life Underwriters, to be held in Wash- 
ington next September, took a prominent 
the meeting of the 
executive comittee that association, 
held in Chicago Saturday. Looking still 
farther ahead, the meeting place in 1930 
informal dis- 


It seemed 


place at mid-year 


of 


came in for considerable 
cussion among the members. 
to be virtually agreed that next years 
convention will to Canada, as 1930 
will be “international” year, according 
to the program that has been followed 
in the past. The selection of the city 
for the meeting may depend somewhat 
on the plans of the Canadian association. 
An invitation from Toronto was pre- 
sented at the Detroit meeting last fall. 
But the sentiment among the committee 
members attending this meeting seemed 
to be for Montreal or Quebec rather 
than Toronto, if that is satistactory to 
the Canadian contingent. 
Minneapolis Out for 1951 


oO 


While the selection will not be made 
until just before the Washington meet- 
ing, it is the executive committee that 


makes the choice and the sentiment 
expressed by its members may there- 
fore be regarded as a fairly accurate 
forecast of what will be done at that 
time. Minneapolis has withdrawn from 
the 1930 race out of courtesy to the 
Canadians, but Leon A. Triggs, who 


i presented the Minneapolis invitation at 


Detroit and who was present at this 
meeting, says that it has merely post- 
poned the time for a year and is al- 
ready making an active campaign for 
1931. 

The definite step taken by the 
committee in preparation for the an- 
nual meeting was the confirmation of 
the new advisory nominating commit- 
tee named by President Paul F. Clark 
in accordance with the plan adopted at 
Detroit last fall. The committee is 
composed of Lloyd K. Allen, Boston; 
Graham C. Wells, New York City; 
George E. Lackey, Oklahoma City; John 


one 


H. Russell, Los Angeles, and Leon 
Triggs, Minneapolis. an 
Under this plan, local associations 


are invited to suggest candidates 60 days 
in advance of the annual meeting to 
the chairman of the advisory nominat- 
ing commttee The committee will 
onsider all of these as to the fitness 
and availability of the candidates sug- 
gested and report its recommendations 
to the nominating committee appointed 
at the convention. 
Program Plans Outlined 

Tames 


’ Elton Bragg of Philadelphia, 
chairman of the program committee for 
the Washington meeting, who rendered 
such distinguished service in the same 
capacity for the Detroit convention last 
vear, gave a brief outline of the plans 
his committee has under consideration. 
While nothing definite was made pub- 
lic in regard to it, it was indicated in 
Mr. Brage’s talk that the central theme 
of this year’s convention will be one 
that has great possibilities as a basis for 
program building. 

John F. Cremen, chairman of the 





NATIONAL UNDERWRITER offices or the 
publication office, 420 East Fourth 
: street, Cincinnati. 
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CLUB WOMEN ARE GIVEN 
LIFE INSURANCE VISION 


MRS. PRITCHARD’S WORK TOLD 





Iowa Woman, Pioneer in That Field, 
Speaks to National Association 
Executive Committee 





Mrs. W. S. Pritchard of Garner, Ia., 
insurance chairman df the Iowa Fed- 
eration of Women’s Clubs, who was 
the only outside speaker at the mid- 
year meeting of the executive :com- 
mittee of the National Associaton of 
Life Underwriters in Chicago Satur- 
day, made the biggest hit of that meet- 
ing with her account of the work she 
has done to popularize the institution of 
life insurance among club women in 
Iowa. 

One of the biggest obstacles to the 
sales of life insurance, she said, has 
been the fact that women are not willing 
to forego the luxuries that they would 
have to give up in order to allow the 
inclusion of insurance in_ the family 
budget. This, she declared, is due to 
the fact that they do not understand 
what life insurance is and does, and 


no definite plan had ever been used to 
teach women the value of life insur- 
ance until it was taken up as one of the 
activities of the American home de- 
partment of the National Federation of 
Women’s Clubs, with Miss Alice Lakey 
of New York, co-editor of “Insurance,” 
as the first national chairman. 


Secured Underwriters’ Cooperation 


When Mrs. Pritchard was appointed 
the first insurance chairman of the lowa 
federation, she had little knowledge of 
life insurance but her study of the 
subject quickly convinced her of its 
importance. She also was without funds 
to carry on the work. She took the 
matter up with the life underwriters of 
Des Moines, feeling that it was neces- 
sary to get their cooperation, as they 
had the information, while she had the 
organization for distributing it to the 
club women of the state. That coopera- 
tion was very readily obtained and she 
was able to announce to the local clubs 
over the state that speakers would be 
sent and material on life insurance pro- 
vided without expense to them. 


Questionnaire Sent to Clubs 


An insurance questionnaire was then 
sent out to all of the 970 clubs in the 
state, financed by the Iowa Association 
of Life Underwriters. The local clubs 





were asked whether they had had any 





insurance speakers or meetings at which 
insurance was discussed, and whether 
they would devote one roll call to 
insurance topics. They were assured 
that the replies would not be used as a 
basis for advertising or solicitation by 
any life insurance company. It was 
emphasized at all times that it was 
strictly a club activity and not promoted 
by insurance men. Great interest was 
manifested from the start and all 
through the year 1926 Mrs. Pritchard 
‘was swamped with requests for ad- 
dresses and information. 


Exhibit at Homes Congress 


What she regards as her big oppor- 
tunity came when the National Amer- 
ican Homes Congress was held in Des 
Moines in March, 1927. As her insur- 
ance activity was at all times definitely 
linked up with the American homes de- 
partment of the federation, she felt that 
this was a place where life insurance 
should have adequate representation. 
The Iowa life underwriters took the 
position that as this was a national 
affair, the matter should be handled by 
the National association, but that or- 
ganization failed to take any action, 
and for that failure Mrs. Pritchard in 
her talk gave the association a very 
neat “dressing down.” Finally, when she 
had agreed to pay all of her own ex- 
penses in connection with it, the local 
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O you see only a picture of a man climbing a ladder—or a 
picture of a man who sees an opportunity to step out of the 
We want sure-footed and ambitious 


The Franklin opportunity is based on $212,000,000 of insurance 
in force, forty-five years of steady Company growth, and organized 
Home Office help in agency development. 


Write to Jos. W. Jones, Vice President in Charge of Agencies. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 


What do 
a YOU 
“\. ~~ gee? 


association in Des Moines agreed to 
provide a booth, which was most at- 
tractive in its arrangements, and was 
visited by 4,000 people daily for the 
three days of the congress. Mrs. 
Pritchard was on duty from 9:30 a. m. 
to 11 or 12 o'clock each night and many 
thousands of pieces of literature were 
distributed. A round table conference 
on insurance was also held as one of 
the features of the congress. 


High School Essay Contest 


The big activity of 1927-8 was the 
high school essay contest. Its purpose 
was first to teach the advantage of a 
college education, and then to show how 
it might be financed through life insur- 
ance. The state superintendent of 
public instruction, the president of the 
Iowa State Life Underwriters Associa- 
tion and Mrs. Pritchard, representing 
the club women, were the judges. The 
county superintendents and high school 
principals were appealed to as educators 
to assist in the contest. Letters were 
also sent to all the county chairmen 
of the federation and other leading club 
women. The rules for the contest and 
information that might be of assistance 
to the contestants were published in at 
least one leading paper in practically 
every county. In some schools the mat- 
ter ‘was placed in the hands of the 
English teachers and the writing of 
these essays made part of the required 
English work, only the best ones being 
selected to be sent to the judges. 

Broadeast Results of Contest 


At first the essays seemed to be 
coming in rather slowly and Mrs. 
Pritchard said she got neuritis through 
writing letters to stimulate interest in 
the contest, but when they did begin 
to come they came in a flood and gave 
evidence that life insurance had been 
made a subject of serious discussion in 
hundreds of homes where it possibly 
had never been discussed before. The 
results were broadcast on National 
Thrift Day, talks being made by Gover- 
nor Hammil, Clifford De Puy, pub- 
lisher of the “Underwriters Review” 
and at that time president of the Des 
Moines chamber of commerce, and Mrs. 
Pritchard. In that connection she re- 
ferred to the fact that the governor 
shortly afterward in his annual message 
to the legislature paid high tribute to 
life insurance. 

Mrs. Pritchard also told of her part in 
the National Federation meeting at San 
Antonio, and of helping to launch the 
insurance work among club women in 
Texas as a result of that visit. 


Cornelius Opens Office 


Howard W. Cornelius, who has been 
in special charge of the insurance de- 
partment of Lewis-Dewes & Co., of 
Chicago, opened his own office in the 
Borland block, 105 South LaSalle street, 
Chicago, this week. Associated with 
him are James A. Bryan and Harry 
Carlson. Previous to going with Lewis- 
Dewes & Co., Mr. Cornelius held a sim- 
ilar position with Charles Sincere & Co. 
He started his career in finance with A. 
D. Butler & Co. He is said to have 
been the first man in Chicago financial 
brokerage circles to specialize in insur- 
ance stocks. 

Richard Aldworth succeeds Mr. Cor- 
nelius in charge of the insurance depart- 
ment of Lewis-Dewes & Co. Mr. Ald- 
worth was formerly connected with the 
Union Trust Company of Chicago. 


“LET TOMORROW COME” 


BY A. J. BARR, 





of The National Underwriter. Mr. 
Barr will autograph his book Satur- 
day, April 6, after 1 P. M. 


Price $2.50 
Autograph copies by mail $2.60 
Nelson Baude Book Shop 


1218 Bankers Bldg. 
Franklin 2386 
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A New Training ystem! 


‘By 


She DIAMOND LIFE BULLETINS 


mmo J 


of the largest and best Life Insurance companies 
in the United States found that, in 1927, only 


PER CENT of their field force paid for as much as 
Me a ] $150,000. That means that 87 men out of every 100 made 
3 LESS than $200 a month in first-year commissions. Other 

companies admit similar figures. 











Essentials of Life Underwriting 
A Study-and- Practice Course 


Some Underwriters are trying to sell without proper 
training in either theory or practice. 

Some, on the other hand, are stuffed with un- 
related, disorganized, unessential facts, most of which 
had better be forgotten. 

For these reasons, the tendency is to jump from one 
plan to another, with no attempt to simplify or 
standardize the underwriting process. 


The Answer 


A Plan of education that simplifies and standard- 
izes the essentials and discards the rest. 

A Plan which enables the Underwriter to standard- 
ize the needs of various types of prospects, so as to 
avoid the elaborate, time-wasting features of “pro- 
graming” as it is now generally practiced. 

A Plan that shows how to locate and classify pros- 
pects and to use the endless chain system for building 
a clientele. 

A Plan that fully and completely teaches the great 
modern conception of “Life Insurance as an In- 
vestment”—a conception which leads to easier and 
more profitable selling methods. 

A Plan which gets rid of all the accumulated 
“bunk” about “The Sale” and applies to Life Un- 
derwriting the simple, practical, profitable selling 
methods now used in other lines. 

A Plan which makes it possible for an Underwriter 
to organize his work and to keep records by the ex- 
penditure of not more than one-half hour each day. 

A Plan which deals rationally with Settlement 
Options, showing just how far they should be used— 
what they can and cannot be expected to do. 


For the General Agent 
A Plan which will assist him in conducting agency 
meetings. 
A Plan which will give him letters and educational 


material which can be easily and profitably sent to his 
outside men. 


Diamond Life Bulletins subscribers will 
receive all of this material free. 




















These FACTS challenge the whole 
Life Underwriting Fraternity 


Such a situation could not exist if our present methods of selection, 
education and supervision were adequate. Of course, only the General 
Agent or Manager can improve selection and supervision, but outside 
organizations can assist both the General Agent and the individual 
solicitor in the educational program. 


What, then, of our present educational systems? 


Many of the study courses now available are involved relics of the past. 
Many of the sales methods taught do not accord with the best of modern 
practice. 

Rarely are definite, “brass tacks” plans offered which will actually pro- 
duce in the field. 


Some courses leave the General Agent and Manager out of the picture 
altogether, thus depriving the agent of essential counsel and supervision; 
others burden the Agency head with additional administrative duties. 


Now, after ten years of intensive field research, The 
Diamond Life Bulletins offer an entirely new Study- 
and-Practice Course in Life Underwriting to meet 
the changed conditions. 


MAIL THE COUPON 





THE DIAMOND LIFE BULLETINS, 
420 E. Fourth Street, Cincinnati, Ohio. 


Pendulum”, explaining your new training system. 


Name 


ITN ccdace cada adele abate daeiadeadascaddialiaant 
City and State 


IE issn inisitertoceniiiaciii seinsiiitinninaneiaaiueasuinioii Title 








Please send me Mr. Thorp’s new booklet, “The Swing of the 
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Writes A pplication 
Every Day for 10] 


Consecutive Days 


HARLES H. MURRAY, associated 

with the Roy H. Kerr agency of the 
State Life of Indiana in Detroit, is said 
to have broken the world’s record for 
consecutive days of production formerly 
held by George C. Dolf of Eureka, Cal. 
Mr. Murray has written at least one 
application every day for 101 consecu- 
tive working days and has advised his 
home office that he expects to continue 
his production for an indefinite period. 
In addition to the 101 consecutive days, 
Mr. Murray has produced at least one 
application every week for the past 28 
weeks. 

It so happens that Mr. Dolf is con- 
nected with the State Life at Eureka, 
Cal. Both men are very hard workers. 

“Am I going to take a _ vacation? 
No, indeed,” said Mr. Murray, when 
questioned about his achievement. “I 
might go stale. I’ve noticed that’s what 
frequently happens to salesmen who go 
away on a trip after coming through 
the strain of a sales contest.” 

More than 60 percent of Mr. Mur- 
ray’s applications were from entirely 
new clients, while the rest consisted 
of applications for increases in insur- 





ance carried by persons he had sold 
formerly. 

In addition to his daily record, Mr. 
Murray also has turned in one new 
extra application every week for the 
past 28 weeks, according to Roy H. 
Kerr, general agent of the State Life 
in Detroit. 

On several occasions Mr. Murray 
had close calls to breaking his chain of 
daily applications. “I remember one 
night,” he said, “when I went to see a 
man who was in the market for a policy. 
I found him at 8:30 p. m. That day I 
had written no new business, and I 
knew that if I did not get him to sign 
that night my record was gone. 

“So 1 wouldn’t give up. I stayed and 
stayed, until finally after several hours 
he filled out an application, although it 
took all the powers of persuasion I 
had. Luckily, he gave in before mid- 
night.” 


HUGE FIGURES FOR 
HARTFORD COMPANIES 


Figures of 45 insurance companies 
operated from Hartford, Conn., are 
given in the March issue of the maga- 
zine published by the Hartford cham- 
ber of commerce. Of these 26 are stock 
companies with home offices in Hart- 





ford, three are United States branches 
of foreign companies, two are mutual 
legal reserve life companies, 12 are 
stock companies of other states owned 
or operated by Hartford companies, and 
one is a mutual hail and one a mutual 
fire company of Hartford. 

Total premiums of the 45 companies 
in 1928 amounted to $612,630,712. Total 
admitted assets of all companies 
reached $1,893,767,095 on Dec. 31. Paid 
up capital on that date was $96,750,000 
and surplus to policyholders $364,662,- 
050. Dividends paid to stockholders in 
1928 were $14,676,250. In addition, the 
Aetna Life distributed a stock dividend 
of 4,000 shares with a book value of 
$1,200,000 and the Hartford Steam 
3oiler distributed 5,000 shares with a 
market value of $4,000,000. 





Asks Receiver for Fraternal 


Forfeiture of the charter of the South- 
west Mutual Benevolent Association of 
Greenville, Tex., a fraternal, is sought 
in a suit filed at Austin by the Texas 
attorney-general’s department. The ap- 
pointment of a receiver and an injunc- 
tion to stop the association from writ- 
ing business are also asked. 

The petition alleges that the company 
is insolvent, that it writes members 
without medical examination and that 
rates are inadequate. Several other sim- 
ilar suits have been filed recently. 





[LITTLE STORIES FROM THE FILES OF A GREAT 


INSURANCE 
INSTITUTION 


8:15 P. M. The jangle of 
a telephone shattered the si- 
A 


figure hurried to answer the 


lence of a deserted office. 


call. 


“Western Union,” said a 
“Telegram requiring 
immediate answer—will you 


voice. 


take it?” 
“To 


the voice, reading: 


SWER IMMEDIATELY 


LEAVING AT MIDNIGHT. ” 

“Answer imme- 
diately — prospect 
leaving at mid- 
night” — and it 
* was 8:15! Could 
we get an answer 

. there in time? 

A telephone call to the executive to 
whom the message was addressed caught 
him at home. The message was read over 
the phone. Within twenty minutes a reply 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 







am 


-_% 
as 





,” continued 
“CAN 
YOU GRANT PERMIS- 
SION TRAVEL OLD MEX- 
ICO NON-CAN POLICY FIVE HUN- 
DRED MONTHLY TWENTY FIVE 
THOUSAND PRINCIPAL STOP AN- 





PROSPECT 


Here in the 


CHICAGO - - ILLINOIS 





was speeding back to the agent. He wrote 
the policy. 

This perhaps is an unusual instance of 
service. It is typical, however, of the spirit 
that animates the Continental organization. 


thousand loyal, 
their all daily, with whole hearted en- 








Home Offices nearly’ one 
intelligent workers give 


thusiasm and_ willing- 
ness measured neither 
by the dollar nor the 

clock, that Continen- 
tal fieldmen may be 
served. It is the 
type of service 
that builds their 


business. 








Rate of Interest on 
Proceeds of Policies 
Left with Companies 


HE Little Gem Chart, published by 
THe NaTIONAL UNDERWRITER, gives 
the rate of interest payable in 1929 on pro- 
ceeds of policies for various companies. 
The table is as follows: 
which 


this list 


(No companies included in 

pay only guaranteed rates.) 
Company Percent Minnesota Mut... 5 
Abraham Lincoln. 5.0 Company Percent 
Acacia Mutual... 4.7 Modern .......-. 4.8 
Aetna ........... 4.8 Missouri State... 5./ 
Am. Cent., Ind. 4.75 Montana ........ 5 
Am. Life, Tex. 5.0 Mut. Benefit..... 4 
American, Mich.. 5.0 Mut. Life, N. Y.. 4 
Amicable .....+- 5.0 Mut. Old Line... 5./ 
Atlantic, Va..... a5.25 Mut. Trust....... 5 
Bankers, Ia...... 5.0 Nat'l Equity..... 5. 
B’nk’rs Nat., Fla. 5.5 Nat'l Guardian... 5 
Bank Savings.... 4.8 Nat'l Life, Vt.... 4.8 
Berkshire ....... 4.5 Nat'l Reserve....g4 
Bus. Men's, Mo 5.0 Nat'l Savings.... 5 
California State.. 5.0 Nat'l Security.... 5 
Canada Life..... 5.0 New Engl. Mut.. 4.75 
Capitol, Colo..... 5.0 New York Life... 4. 
Cedar Rapids.... 4.0 N. A. Life Assur. 5 
Cent. Life, Ia....b5.0 Nor, Life, Wash. 
Cent. Life, Ill.... 4.75 Northw’n Mut.... 4.8 
Cent. States, Mo. 5.0 Northw’n Nat’l.. 5 
Colonial, N. C.... 4.0 Occidental, Cal.. 
Columbia, Ohio.. 4.5 Ohio Nat'l....... 5.0 
Columbian Nat'l. 5.0 Ohio State....... 4.7 
Columbus Mut. 5.0 Old Line, Wis 9 
Confederation ... 5.0 Oregon Life...... 4.75 
Conn. General.... 5.0 Pacific Mutual... 4.9 
Conn, Mutual.... 4.8 Pan-American 5 
Cont. Amer., Del. 4.6 Penn Mutual.....a4.85 
Cont. Assur., Ill. 4.5 Peoples, Ind..... 4.5 
Continental, Mo.. 5.0 Peoria Life....--. 5.0 


Cosmopol. Thrift. 5.0 Philadelphia — 0 
Des M’ines L& A. 4.5 Phoenix Mut..... i 


Detroit Life..... 4.6 Pilot Life.......- 
Equitable, N. Y.. 4.75 Presbyt’'n Min. a4 
Equitable, Ia.... 4.8 Protective, Ala. 0 
Farm. & Bankers 4.5 Provident Mut i 
Farmers U. Mut. 4.5 Prudential .. i 
Federal Life, Ill. 4.75 Register, Iowa...f 
Federal Union... 5.0 Reliance Life... 7 
Fidelity Mutual..d4.8 Royal Un. Life.. 4.25 
Franklin ........ 5.0 Security, Tll...... 5.0 
G.-W. Life, Can.. 5.5 Secur. Life & Tr 0 
Guaranty, Ia..... 4.75 Secur. Mut., Neb 
Guardian, N. Y.. 5.0 Secur. Mut., N. Y. 4.5 
Hawkeye Life... 4.0 Service Life...... 1.0 
Home Life, N. Y.c4.6 Southern States 45 
Indianapolis Life 5.0 Southwest'n, Tex. 5.0 
Inter-Southern 5.0 Springfield ...... 4.5 
Jefferson Stand.. 5.0 State Life, Ind 75 
J. Hancock Mut. 4.8 State Mutual,... 4.5 
lafayette, Ind... 5.0 Sun Life, Can...h'.5 
Lamar Life...... 5.0 Sun Life, Md.... 4.78 
L. & C., Tenn.... 5.0 T’ch’s Ins. & An. 4.5 
Lincoln Liberty.. 5.0 Toledo Travelers. 5.0 
Line’n Natl., Ind. 5.0 Union Central.... ».! 
Lincoln Reserve.. 5.0 Union Mutual... 0 
Manhattan Life.. 4.1 United Life & Ac. 4.5 
Mfrs., Can....... 5.0 Unit. Life, Kans. 4.5 
Maryland ....... 45 U. S. Life... . 4.7 
Mass. Mut....... e5.0 Volunteer State 0 
Metropolitan ....c4.75 West Coast.... 0 
Michigan Life... 5.0 Western States. 5.0 
Midland Mut.....b5.0 Wisconsin Life... 4.5 
Ministers Mutual. 4.5 

(a) 5 percent on dividends left at int st 
(b) 4.75 percent on dividends left at int st 
(c) 4.5 percent on dividends left at interé 
(d) 4.6 percent on dividends left at interest 
(e) 4.8 percent on dividends left at interest 
(f) 3.5 percent on dividends left at interest. 
(gz) 3 percent on dividends left at int« st 
(h) Increasing with duration. 


Conn Has Supervision 


Lewis-Dewes & Co., well known Chi- 
cago investment house, will operate its 
insurance and bank stock department 
under the supervision of Vice-President 
Warner S. Conn, assisted by Richard J. 
Aldworth. Mr. Conn’s close contact with 
insurance officials and the firm’s ac- 
tivity as dealers in insurance stocks fot 
the past six years have produced 4 
large following of buyers of these im- 
vestments, especially among the insuf- 
ance men of Chicago and the west. 
is one of the substantial brokerage 
houses. 


Many Insurance Tenants 


In the new 40-story Union Trust 
building, Detroit, which was opened t0 
the public on April 2, a great deal of 


space has been leased by insurance 
firms. 
The following insurance companies 


have taken space in the building: Lin- 
coln National Life, National Surety, 
Northern States Life of Hammond, Ind, 
Royal, State Mutual Life, and the Trav 
elers. 

Several life underwriters have als? 
taken offices in the building. They i= 
clude: Alfred Dickinson, George Kolb 
Jr. Edmund F. Lingemann, Robert 
Simpson, T. G. Thompson, and J. 
Thompson & Son. 
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CHOOSE AVIATION RISKS “ 
TO STUDY EXPERIENCE 


Life Companies Feeling Their 
Way on Hazard of Growing 


Importance 
ACCEPT BUT SMALL CLASS 


Underwriter of Aetna Life Gives In- 
teresting Explanation of Reasons 
for Selections 





Aviation hazards are going to be of 
jacreasing importance to life com- 
panies as well as accident companies. 
Agents are going to meet the aviation 
question more and more frequently. An 
article by James B. Slimmon, secretary 
of the Aetna Life in charge of the 
underwritiag of life risks, a member of 
the Hartford aviation commission and a 
pilot during the World War, was writ- 
ten for the magazine of the Hartford 


chamber of commerce and throws an 
interesting light on the problem of ac- 
ceptance or restriction of aviatioa haz- 
ards. The article in part is as follows: 
“On an exceptionally beautiful Sun- 
day afternooa last June, over 700 pas- 
sengers were given short flights at the 
Hartford municipal airport. A large 
majority of these people were taking 
their first flight and, although no such 
question was asked, it is safe to assume 
that a large number of these passengers 
carried life or accident insurance. On 
that same day there were wadoubtedly 
thousands and thousands of people in 
the air at the various airports through- 
out the country, and much the same 
conditions exist on many summer after- 
sa, especially on Saturdays and Sun- 
ays. 

Contribution of Companies 


“Consequently, it is evident that life 
and accident insurance companies are 
making a contributioa to aviation, be- 
cause many of their present policy hold- 
ers who had no thought of taking rides 
or trips in aircraft at the time they ap- 
plied for the insurance, are given pro- 
tection at standard rates. Since the life 
isuraace policy is a noncancellable con- 
tract and is in force at the will of the 
premium paying policyholder, the aero- 
nautic hazard is a problem which is 
particularly important to the life insur- 
ance company. 

“Even the most ardent believer in the 
present and future possibilities of air- 
craft developmeat must admit that the 
hazard in this means of transportation 
8 greater than in any other common 
conveyor. No one will dispute the fact, 
be he ever so prejudiced, that six flights 
m an aircraft constitute a greater hazard 
than six ordiaary rides in an automo- 

bile, despite the fact that when we are 
(riving our automobiles in the crowded 
Sunday traffic, we sometimes wish that 
we were using the air lanes where travel 
'§ possible in three dimensions, 


Cannot Gauge Hazard 


“At the present time it does not ap- 
Pear possible for a life insurance com- 
Peay to accurately gauge the extra haz- 
‘td of aeronautical flights. This is 
demonstrated by the variety of classifi- 
‘ations calling for extra premiums which 
have been computed by the various 
‘ompanies attempting these calculations. 
‘omputation of the risk is made the 
more difficult because many persons 
Who tod lay have no idea of flying may 
within a year be using aircraft fre- 
quently. Therefore, it would seem bet- 
‘er for life insurance companies to select 
@ small class of these persons using 
airplanes where the aeronautical haz- 
td is present in a very limited degree 





NORTHWESTERN MUTUAL — 
REGIONAL CONFERENCE 


GENERAL AGENTS WILL MEET 
Sessions to Be held at Briarcliff Manor, 


N. Y., French Lick, Ind., and 
Colorado Springs 


The sectional conferences of general 
agents for the Northwestern Mutual 
Life of Milwaukee the latter part of 


April and in May will continue the pro- 
gram presented at the preceding zone 
conferences. ~* 

General agents in the eastern zone will 
meet April 24-26 at Briarcliff Manor, 
N. Y., and the conference for general 
agents in the middle west zone will be 
held at French Lick, Ind., May 8-10. 
General agents in the western zone will 
meet at Colorado Springs May 16-17. 


Discuss Five-Year Program 


On the first day of each of the ses- 
sions, the five-year expansion program of 
the General Agents Association will be 
discussed under the leadership of Ralph 
M. Hamburger, Minneapolis, president 
of the association. Plans for developing 
the district agency system will be dis- 
cussed on the second day, with Vice- 
President M. J. Cleary as leader. He 
will be assisted by George Paul Roberts 
of Pittsburgh, Zone 1; D. N. Cameron, 
Oshkosh, Wis., Zone 2, and Franklin 
Mann, Omaha, Zone 3. 

The report of the committee on super- 
visors, or production men, will be dis- 
cussed the third day. W. F. Atkinson, 
Brooklyn general agent, chairman of 
this committee, will present the report 
of Zone 1. Clifford L. McMillen, home 
office general agent at Milwaukee, also 
a member of the committee, will pre- 
sent the report in Zone 2, and Clarence 
H. Poindexter of Kansas City, Kan., 
will give the report in Zone 3. 








and to insure them at standard rates. 
As aeronautical development continues 
and this hazard reduces, the class can 
be enlarged gradually and a well de- 
fined experience obtained. 


Selecting Safest Class 


“At the present time practically all 
life insurance companies will accept at 
standard rates, for limited amounts of 
insurance, business men of mature years 
who intend to fly a limited number of 
times in the transport planes of a na- 
tionally or internationally known trans- 
port company, where such flights are to 
be takea over recognized airways be- 
tween two airdromes. Here, then, is 
the selection of the first small class of 
risk in which the aeronautical hazard 
is presented, and here are some of the 
reasons for this discrimination. 

“The business man of mature years 
who will fly a limited number of times 
has been selected as a type presenting 
a minimum amount of risk for the fol- 
lowing reasons: His success in business 
which permits him to apply for life in- 
surance has been accomplished by the 
use* of his brains and the exercise of 
good judgment. It must be assumed, 
therefore, that he will make careful in- 
quiry concerning the airplane he pro- 
poses to use, and that he will only use 
it where it is advantageous to him from 
a busiaess standpoint. If he clearly 
states to the insuring company that 
such business demands will oblige him 
to fly only a limited number of times, 
this will tend to confine his flights to 
planes of a transport company because 
it would not be ecoaomy for him to pur- 
chase a plane and hire a pilot or fly 
himself. 

Why Class Is Safe 


“The class of persons selected is lim- 
ited to the use of planes owned and op- 
erated by a large transport company 
for the following reasons: First. many 
of such planes are multi-motored crafts 
and the purchase of these planes by air- 

(CONTINUED ON PAGE 19) 





STATE LIFE OF CHICAGO 
NOW HAS A NEW LINEUP 


STEFFENS IS THE PRESIDENT 


Telfer MacArthur Becomes Chairman 
of the Board and Will Look After 
the Finances 


The State Life of Chicago has been 
reorganized and pvevensans following 
the retirement of E. Rullman, organ- 
izer and former S74, He has sold 
his holdings to Telfer MacArthur, presi- 
dent and general manager of the Pioneer 
Publishing Company of Oak Park, IIL, 
and a brother of Alfred MacArthur, who 


is the executive vice-president of the 
Central Life of Chicago. Mr. Mac- 
Arthur has brought with him to the 


State Life a number of men of means. 
Among them are O. C. Braese of Braese 
Realtors of Oak Park, president of the 


Oak Park chamber of commerce; At- 
torney F. B. Hovey and others. Mr. 
MacArthur becomes chairman of the 


board. E. C, Steffens, who has been sec- 


retary, is elected president; O. C. Braese, 
vice-president; F. B. Hovey, secretary; 
J. O. Karstrom, treasurer, and Dr. 
Charles P. Schell, medical director. 
The board of directors has been in- 
creased from nine to 15. 

How Work Is Apportioned 


Mr. Steffens has been connected with 
the company since its early beginning. 
He will be in direct charge of the agents. 


Mr. Karstrom is the office manager. 
Both have had a number of years of suc- 
cessful experience in home office and 


field work. Mr. MacArthur is a director 
of the Central Life of Chicago and a 
director in one of the Chicago banks. 
He will devote considerable time to the 
finances of the State Life. Mr. Hovey 
will be in charge of the legal depart- 
ment. Norman A. Nelson, owner of a 
chain of restaurants in Chicago and one 
of the original stockholders, has sub- 
stantially increased his investment and 
has been elected a member of the board. 


Home Office Returns te Loop 


The building owned by the State Life 
at 3221 West Washington boulevard and 
used by it during the last two years as 
its home office is under contract for sale 
at a substantial profit. The home office 
has been moved to the City State Bank 
building at 128 North Wells street. 

The capital has been increased from 
$100,000 to $125,000 and $15,000 has been 
added to surplus. A special meeting of 
stockholders has been called to author- 
ize an additional increase of the capital 
which will be sold at an advance of $10 
per share over the last issued. It is the 
intention of the directors to build up the 
capital and surplus to $300,000 by the 
end of the year. 


Goes te General Agency Pian 


The company has been operating on 
the so-called “Golden Chain” agent’s 
contract but will now go on the gen- 
eral agency basis. It has already estab- 
lished some general agents in Illinois. 
Officers feel that its agency contracts 
are usually attractive. The State Life 
issues the “perfected endowment” con- 
tract. All its endowment and limited pay 
life policies are issued on the “perfected 
endowment” plan which separates the 
investment and jnsurance elements in 
the policy and pays the investment ele- 
ment in addition to the fact of the pol- 
icy in the event of death or maturity. 
More than 50 percent of its business is 
written on this plan. Therefore, the 
agents find that the ordinary life is not 
the most popular policy but that a 
higher priced policy can be pushed, in- 
asmuch as the assured can get back his 
investment element. 

The company has a complete line of 
juvenile policies and has a_ so-called 
“newspaper policy” which has been used 

(CONTINUED ON PAGE 30) 








ENGELSMAN TELLS HOW 
TO WRITE $1,000,000 


New York City General Agent 
Speaks at Philadelphia Sales 
Congress 


MUST STUDY PRINCIPLES 





Advises Agents to Call on Men Who 
Are Making $5,000 or More 


in Yearly Income 





4.—"“How 
was the sub- 


PHILADELPHIA, April 
to Write a Million a Year” 
ject of. the talk by Ralph G. 
one of the general 
New York City and first speaker on the 
afternoon program, which one of 
the features of the all-star Tri-State Life 


Engelsman, 
leading agents in 
was 
Insurance Congress. 


“If you don’t believe in life insurance 





RALPH G. ENGELSMAN 
sufficently to call on people you know,” 
he said, “it’s going to be hard to write 
a million a year—it’'ll be tough to write 
any amount. You must believe you're 
in the greatest and biggest business in 
the world.” 

He went on to-tell of having been at 
the home of a man worth $50,000,000. 
All the men there were talking of mil- 
lions, of buying and selling thousands 
of shares of stock, etc. He was an out- 
sider. The Equitable had that day 
opened its new home office building and 
he asked if they could guess how much 
business had been written that day. The 
highest amount guessed was $250,000. 
“When I told them $7,000,000, I became 
one of the boys. I later wrote the 
$50,000,000-man for a $26,000 premium 
and the business was given me because 
he felt he needed it. No matter who he 
is, you represent a greater business than 
his. 


Must Pay the Price 


“You're going out tryng to help other 
people solve their problems. What have 
you done for yourself? If you don’t be- 
lieve in life insurance to do for your- 
self, you'll never write a million. Figure 
out for yourself how much life insur- 
ance you need. How will you pay for 
it? Ah, that’s what the prospect asks 
you. Here’s how to pay for it. Take 
the policy out, carry it with you if you. 
want, although it’s not essential, tell 
people why you took it out and in 60 
days it'll pay for itself from your com- 
missions. You'd be surprised how much 
you'll learn about life insurance by tak- 
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NYLIC INCENTIVES and AIDS TO SUCCESS 








Nylic Public Service 


¢ Life Insurance is “public service.” 


q It helps individuals to save and insures 
their life values against loss by death or by 


total and permanent disability. 
| 


In order to earn interest on the policy- 
holders’ savings, it loans money to home- 
owners, to railroads, to owners of city 
buildings, to public utility companies, to 
the United States government, and to 
states, counties and municipalities. 


q 


Probably no other institution serves our 
people singly and collectively, both as 
private individuals and as citizens, in so 
many vital ways. 


A company’s usefulness to the community 
is, therefore, largely measured by the num- 
ber of people protected, the amount of in- 
surance in force and the amount of its 
invested assets. 


As of January 1, 1929, the New York 
Life had about 2 Million policy- 
holders Insured for over 
63/, Billions. 





Its Assets amounted to over Bae TED Sea 


11/ Billion Dollars ga 





New Home Office Build- 
ing on the site of the 
famous old Madison 
Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
51 MADISON AVENUE, MADISON SQUARE 
NEW YORK, N, Y. 
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| millionaire? 





ing it out yourself. It’s the best menta! 
attitude. 

“To write a million a year you must 
pay the price—you must study, know 
the business, structure of the policy, etc. 
Only one in a thousand can get by with- 
out studying the fundamentals. If you 
know it, the prospect will know you 
know it; if you don’t he'll sense it. 

“If you want to write a million a 
year, you’ve got to see people who can 
pay. Prospecting is the most important 
part outside of the mental attitude. 
Here’s a formula for writing a million 
a year. Call only on people who are 
earning $5,000 a year or more. A man 
earning that should afford $25,000 life 
insurance. Your average case should be 
around $10,000 or $12,000. 


Enough Prospects in Class 


“Where are you going to find enough 
prospects? There are not so many in 
that class but enough for you. Once 
every day call on a man who can afford 
$50,000, or is in the $7,500 to $12,000 a 
year group. Once every day call on a 
business prospect case. One very big 
man each week and one millionaire a 
month. How are you going to see the 
That’s your job. Use the 
telephone, you'll get there. 

“Many agents are too darn lazy to 
think. Agents would rather have you 
give them names from the telephone 
book than spend 10 minutes thinking 
what they’re going to say to their pros- 
pects. 

He said that his formula called for 
664 calls a year on people who can buy 
more than $50,000 of life insurance. “I 
don’t care how dumb you are, if you 
call on 664 big men, you’re bound to sell 
some big policies. 

“We insult men by making pikers of 
them,” he said in conclusion. “Why? 
Because we're pikers ourselves. We 
don’t think in big enough terms.” 


Home Life’s March Record 


NEW YORK, April 4—March was 
an excellent month in the Home Life 
of New York, paid business for the 
month bringing the quarter’s total to 
well over 25 percent above the figure of 
the first quarter of last year. During the 
first three months of this year the com- 
pany has paid for $15,517,000. The spe- 
cial preferred whole life policy is rap- 
idly predominating in the business, now 
constituting 60 percent of the new busi- 
ness. Some agencies report as high as 
85 percent of its business under this 
contract. 





Two Agencies Hold Meetings 


Two important agency meetings were 
held in Topeka last week and well known 
home office men made long trips to 
participate. J. E. Spaulding, general 


| agent for the Penn Mutual, brought all 





of his Kansas agents into the general 
office for a conference with Vice-presi- 
dent Hugh D. Hart. In addition to 
the meeting with the agents of his own 
company the Topeka Life Underwriters 
Association gave a dinner for Mr. Hart. 

Frank Parker, general agent for the 
New England Mutual, called all of his 
agents to Topeka for a conference with 
Earl Brailey, assistant superintendent of 
agents. 


Sun May Increase Capital 


It is reported that a plan has been 
worked out under which the Sun Life 
can increase its capital from $2,000,000 
to $4,000,000 with the government's ap- 
proval. 


Plan for 1930 Convention 


In preparation for their 1930 agency 
convention, which is to be given to the 
men of the Inter-Southern who qualify, 
the Cincinnati agency had a luncheon, 
attended by the men and their wives. 
After the luncheon officials of the 
Northern Pacific Railroad showed pic- 
tures of the Yellowstone National Park. 
Dr. Charles Payne of the University of 
Minnesota gave a talk on the park, 
es" as company will take the men 
n 2 





PEORIA LIFE PEOPLE 
HOLDING MEETINGS 


OFFICIALS IN THE FIELD 





Building the Agent and the Business Is 
the Chief Topic of Con- 





ferences 
President Emmet C. May of the 
Peoria Life, accompaaied by W. E. 


May, F. J. Bohl and G. B. Pattison 
from the home office, are holding a 
series of agency conventions. Meetings 
were held last week in Illinois, Michigan 
and Pennsylvaaia, the Philadelphia 
meeting having been held Saturday. This 
week the Cedar Rapids, Ia., meeting 
was held Wednesday and the Lincoln, 
Neb., meeting on Thursday. The To- 
peka, Kan., meetiag will be held Sat- 
urday, Dallas next Monday and Los 
Angeles April 10. 


Two Features of Meetings 

= _— 

The meetings are divided into two 
sessions, one being devoted to building 
the agent and the other to buildiag the 
business. In Illinois, Michigan and 
Pennsylvania, where conventions were 
held last week, the increase over last 
year so far this year is $1,300,000. 
Pennsylvania, under O. C. Palmer, who 
has only been in the state a year and 
has already 44 agents, has produced 
$1,425,000 of business so far this year. 
A special campaign has beea put on, 
called “Bring Home the Bacon,” in each 
state from Feb. 1 to the convention 
date. President May states that the 
company will write from $35,000,000 to 
$40,000,000 this vear. He declares that 
the Peoria Life is findiag business con- 
ditions good everywhere, with particular 
emphasis on the agricultural districts. 


One-Day Congress in Detroit 


The Peoria Life officials and the field 
force of the Van de Walker agency held 
a one-day sales congress in Detroit last 
week. This was the first gathering of 
the organization since the agency moved 
from Ypsilanti and established head- 
quarters at Detroit. 

President Emmet C. May, Vice-presi- 
dent Walter E. May. Francis Bohl, 
advertising director, and Dr. F. A. Cam- 
sey, associate medical director, are mak- 
ing a tour of the leading Peoria Life 
agencies throughout the country, start- 
ing with the Detroit meeting. The 
agency qualified a large percentage of 
its men, who attended with their wives, 
$1,047,350 having been written during 
the short qualifying period. 


May Gives Interesting Figures 


Every phase of the business was 
touched by the topics on the program. 
President May, in his address, gave 
some interesting figures on the growth 
of life insurance in this country 
which he attributed to the Americat 
method of selling insurance, as com 
trasted with the methods used in other 
countries. He also discussed the meet 
ing of competition in selling. 

H. E. Van de Walker, Michigan state 
agent, presided at the meeting. f 
Van de Walker has built up a remark 
able agency, having over $30,000,000 0 
insurance in force in Michigan alone, 
and prior to this recent move to De 
troit had maintained state headquarters 
at Ypsilanti. The agency has muc 
larger quarters in Detroit, and is ad 
ing to its field force and aggressive 
expanding its business. 


Observe “Jimmy” Jones Month 


The agency organization of the Amer 
ican National of St. Louis, set 4% 
March to pay tribute to James C. Jones 
first vice-president. It has been sty’ 
“Jimmy” Jones Contest Month. Pres 
dent O. L. Holland urged every ag 
to send in at least one paid-for applic 
tion in March as a compliment to ** 
Jones. 
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B. M. A. TO HOLD FIRST 
MEETING AT FORT WORTH 


HEDGES TO CONDUCT SCHOOL 

President Grant Will Preside at Sales 

Conferences at Series of Sectional 
Gatherings 





KANSAS CITY, MO., April 4— 
The Business Men’s Assurance has an- 
nounced the dates of its sectional meet- 
ings for 1929. The meetings are 
designed to be inspirational and educa- 
tional, and to give the field representa- 
tives a closer fellowship with the officers 
of the company. Bert A. Hedges, direc- 
tor of field service, will have charge of 
the schools of salesmanship at each of 
the meetings, assisted by Miss Jessamine 
Williams, secretary of the field service 
department. The school sessions will 
occupy the first three days of the ses- 
sion, and a sales conference conducted 
by President W. T. Grant and other 
officers of the company will be conducted 
on the last two days. 

The program for the first meeting for 
Texas, Louisiana and southern Arkansas 
which will be held in Fort Worth, Tex., 
April 8-12, will be the model for all 
succeeding meetings. At the sales con- 
ference Mr. Grant will discuss the new 
rate book and policy changes. “The 
American Home and the B. M. A.” will 
be the subject of an address by J. H. 
Torrance, vice-president in charge of 
. Mr. Hedges will talk on “Selling 
Lit » Insurance for a College Education.” 


Oklahoma Next Meeting 


Other addresses will be: “Efficiency in 
ee 4 of Claims,” J. H. Torrance; 
“B. M. J Equipment and Sales Aids,” 
A. W. ioe ‘W hen Is a Man Ade- 
quately Insured?” Mr. Grant and Mr. 
Hedges. Mr. Grant will open the con- 
cluding session discussing, “The Business 
That Stays Is the Business That at 
Mr. Hogue will tell why every B. M. 
salesman should complete the senior ficid 


training course, and Mr. Hedges will 
discuss “Efficient Planning and Work- 


ing. 

The schedule of the other meetings is 
as follows: Oklahoma at Oklahoma City, 
April 15-19; Tennessee and Kentucky at 
Louisville, April 29-May 3; Ohio at Co- 
lumbus, May 6-10; Indiana and Michigan 
place undecided, May 13-17; Illinois and 
southern Wisconsin at Springfield, IIL, 
May 20-24; Missouri, Kansas, Iowa, Ne- 
braska and northern Arkansas at Kan- 
sas City, June 3-7: Colorado, New 
Mexico and eastern Wyoming at Den- 
ver, June 10-14; Utah, Idaho, eastern 
Nevada and western Wyoming, Salt 
Lake City, June 17-21; California, Ari- 
zona, and western Nevada, at San Fran- 
cisco, June 24-28: Washington, Oregon 
and Montana at Seattle, July 8-12; Min- 
nesota, North and South Dakota and 
northern Wisconsin at Minneapolis, 
July 22-26. 


Ferguson Makes Notable Record 


Will O. Ferguson, general agent in 
Los Angeles for the Penn Mutual Life, 
transferred to that city in January, 1927, 
'rom Evansville, Ind., where he had 
Seen general agent for the company 
since 1893, is making remarkable prog- 
Tess as reflected by results in production 


f business and in the organization and 
develo ment of his present field. Mr. 
‘erguson has opened a branch office in 
ollywood, in charge of Ted Rogers, 
associ ate general agent. The Long 
beach branch, established six months 
‘80, in charge Of James W. Hanbery, 
*ssociate general agent, is making a 
solendid record and a branch is to be 
pened shortly in Glendale under the 
uirection of W. R. Newport, associate 
Seneral agent. The Ferguson agency 
as as its quota for 1929 $5,000,000 of 
raid-for new insurance and expects to 
*xceed this amount by a substantial 
margin. Its total volume last year was 
Nore than $3,000,000. 








S. T. WHATLEY, CHICAGO GENERAL AGENT, 
GIVES ADVICE TO HOME OFFICE MEN 








T. WHATLEY, general agent of 

S the Aetna Life in Chicago, gave 
* an address before the Men’s Club 

at the home office of the Aetna Life. 
It is composed of office employes. He 
was the first field man to address the 
organization. He took as his topic, 


tion. It is the greatest thing in the 
world, but becomes dangerous when it 
becomes impatient. Impatient ambition 
has been the downfall of almost as many 
men as has been the lack of ambition, 
Bear in mind that we must pay the 
price of progress and that we must do 
“Where Do I Go From Here?” He | our present job well before we can hope 
said that men really reach positions of | to grow to a bigger one, for remember 
great trust and responsibility by chance | it is dangerous to swell to it. 

or accident and never retain them by 


such. In speaking further Mr. Whatley Study Lives of Great Men 
said: . “If at times you grow discouraged 
Would Grow or Swell and impatient at your own progress 
“In reading the memoirs of the late | Permit me to offer a suggestion which 


has proven most helpful to me under 
such circumstances, Go to your library 
and get the life histories of some of the 


Woodrow Wilson, I was indelibly im- 
pressed with one of his observations, in 
which he said that it was most interest- 
ing to him to observe men after he had — 
appointed them to positions of great 
responsibility, for they invariably did 
one of two things. They would grow or 
they would swell, 

“If we are to make progress in life 
each position to which we aspire is a 
little bigger than we are at the moment, 
but we can grow to fit it if we don’t 
swell first. Balloons swell easily but de- 
flate even more readily. 

“Let me urge you younger men to 
take personal inventory and to ask your- 








selves this most important question: 
When you have answered it to your 
selves, then confide your ambitions to | 


your superior in authority and you will | 
be delighted with the assistance you will 
receive when it is evident that you have 
ambition, that you are thinking for 
yourself and that you are willing to pay 
the price of progress. 


Should Possess Courage 


“Have the courage to do something | 
different from the way it has always | 
been done. To be sure, you will make 
some mistakes, but mistakes are rarely 
criticized when made in the interest of 


Ss. T. WHATLEY 


Chicago General Awent Aetna Life 


progress. Offer suggestions to your 

superiors and have courage to differ bi , . . 
. . xig men of the world, preferably the big 

with them when such is honestly the 5 : . S 


men of American industry. These have 
invariably shown me that the hardships 
which I am experiencing are as nothing 
in comparison with the obstacles which 
most of these men had to surmount be- 


case. We must all bear in mind that the 
opinions and judgment of our superiors 
must prevail, for it is they who must 
assume the ultimate responsibility, but 
do not be a ‘yes’ man just to be agree- 


shite |fore attaining their successes. These 
Sheuht Be Mensureetal books have invariably given me greater 

: : courage and have spurred me on to do 

‘If one of you lay underwriters can | my job better. At the present time I 


compile data which will enable the com- 


am enjoying greatly two volumes on the 
pany to underwrite profitably a certain 


life history of that great railroad wizard, 


type of business which is now being re- | the late Edward H. Harriman. These 
jected, you have immediately made | yolumes were presented to be by one 
yourself more valuable to the company. | of my good friends in Chicago who 


“If a young supervisor in my office | 
can develop a new and successful plan 


knows of this little hobby of mine. 


for recruiting or training salesmen, has| , Tells About Salesmen 
he not made himself more valuable to | “Our rate book men are the advance 
, ate book “nm are » adv: . 
both himself and to me? And do you | > oo - — 
not suppose that Mr. Luther will be | guard on the firing line. They are men 
’ 7 ; ae | like yourselves. They have ambition. 
keeping an eye on that young man and | ,. ’ eae ’ 
his future progress? - ; They have families and loved ones. 
“Times and conditions are constantly | They have vision, imagination and tem- 
changing and of necessity methods must | P¢rament if you please—for the phleg 
: : : _° |matic man never makes a_ successful 
also change. In our home office, in all | 4." : 
a . ; | life insurance salesman. A _ typically 
home offices, and in my own pe ed in | ee te ; 
. | successful life insurance salesman is a 


Chicago we are still doing certain things | : : - . 
. & &$ | sentimentalist. In fact, our very business 


by antiquated methods. Some one is |. “pr - : 
going oa make a lot of individual and | itself is built on sentiment and the man 
personal progress by doing a little | ™ ithout it is utterly incapable of arous- 
sound thinking and changing those |ing sentiment in others. These men of 
methods to meet the new and changed | S¢"timent and enthusiasm are, true to 
conditions. Do I know the answer? their type, subject to moments of great 
Certainly not, or the methods in ques- depression. Here is where you at the 
. . home office and the general agent in 


tion would have been changed, certainly 
in my own office. 


Changes Made by Office Boy 


the field can be of real service to them, 


Watch Interest of Company 


“These men are for the most part 
men of loyalty and integrity. They 
would not knowingly jeopardize the in- 
terests of their company under any cir- 
cumstances. When a man has worked 
hard for weeks or months on a large 
case of insurance and when the commis- 
sion involved is actually needed to help 


“A new office boy came to us not long 
ago and after a few weeks put into ef- 
fect certain changes in our supply room 
and mailing room which have proven 
marvelous time and labor savers. This 
boy I believe asked himself our big 
question and must have answered it to 
himself in such a way as to convey to 





== 


THREE NEGRO COMPANIES 
ARRANGE FOR MERGER 


EAST PROMINENT, SUCCESSFUL 
Northeastern Life, Liberty Life and 
Columbus Life Involved—Chicago 


Will Be Headquarters 


Three well 
panies are to 


known Negro life com- 
combine. They are the 
Northeastern Life of Newark, N. J., 
Liberty Life of Chicago and the Su- 
preme Life of Columbus. The combined 
company will be known as the Supreme 
Liberty Life and will be located in the 
office of the Liberty Life at Chicago. 
Harry H. Pace, president of the North- 
eastern Life, will be president; M. O. 
Bousfield, president of the Liberty Life, 
vice-president, and W. Ellis Stewart, 
secretary of the Liberty Life, will be 
secretary. T. K. Gibson, president of 
the Supreme, will be chairman of the 
board. 

The capital of 
will be $400,000 


the merged company 
and the net surplus 
$150,000. The insurance departments 
now interested are now reviewing the 
preliminary steps. 








result in the declination of 
the business. Yet this is done more 
often than you know. Many of these 
cases do not reach the home office be- 
cause of information given to the gen- 
eral agent by the agent—information 
which in many cases the general agent 
would not get through any other source. 


knows will 


Would Favor the Agent 


“Many times you at the home office 
are inclined to question the integrity of 
an agent when he insists ee the issu- 
ance of a policy, when I believe that 
if the circumstances were reversed and 
you were in possession of only such in- 
formation the agent has, and if in 
addition you enjoyed the personal rela- 
tion which he does with his client, you 
too would be swayed with a personal 


as 


prejudice in favor of the case. I can 
truthfully say that the cases are exceed- 
ingly rare where I have ever been con- 
vinced in my own mind that one of our 
agents possessed unfavorable informa- 
tion on a case and deliberately with- 
held it. In fact, such a man cannot very 
long remain in our organization. 


“W ithout intended criticism of any 
department, I urge you men in your 
dealings with the man on the firing line 
to be keenly sympathetic to his prob- 
lems and difficulties and when you can- 
not comply with his wishes, just take 
the time to write a short letter setting 
forth why it is not possible to do 
You will find that he is usually reason- 
able and will be perfectly satisfied if 
your reason is sound. 


so, 


Ambition for His Own Agency 


“Now 
bition 


I have talked to you about am- 
and about the man on whom our 
success so largely depends, and in con- 
clusion I am going to confide to you 
that I have a secret ambition. It is not 
to have the largest agency of the Aetna 
Life but to have the best one, to have 
an agency composed of well posted, in- 
telligent underwriters, men who are 
capable of rendering real service to their 
clients and who as a result will be suc- 
cessful, happy, and contented, men who 
will submit the proper type of business 
to our company and enable it to share 
their prosperity, men who have ambition 
to grow mentally, morally, and finan- 
cially, And for me personally, I do not 
covet wealth, but I hope to be able to 
properly earn a sufficient amount that I 
may face the autumn of life with assur- 
ance for myself and family. Then if T 
may look back and point with pride to 
the men who have grown from our 
agency to positions of responsibilitv and 
trust with our companv, I shall feel that 
I have served it well and have been 








himself the thought that an office boy | meet his household expenses, it takes 
might use his head as well as his hands. | courage for that man to supply his 
“Let me utter a word about ambi- | company with information which he 





helpful to my fellow men.” 
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T. BINFORD HONORED 
BY MEMPHIS LIFE MEN 


—_————~ 


F. N. JULIAN CHIEF SPEAKER 





Edward J. McCormack and Mrs. Mc- 
Cormack Also Honor Guests—More 
Than 300 in Attendance 


—_—_* 


MEMPHIS, TENN. April 4.—Mem- 
bers of the Memphis Life Underwriters 
Association gave a dinner in tribute to 


Lloyd T. Binford, president of the 
Columbian Mutual Life of Memphis, 
who is an outstanding figure in life 


insurance circles of the south. Between 
300 and 400 life men, their wives and 
guests were in attendance. 

The dinner demonstrated conclusively 
how closely the life insurance people of 
Memphis are cemented. Side by side sat 
members of competing organizations, 
with all thought of competition banished. 


Mr. and Mrs. McCormack Speak 


Edward J. McCormack, vice-president 
National 


of the Association of Life 





BINFORD 


LLOYD T. 


Underwriters, and Mrs. 
were also honor guests. Both paid high 
tribute to Mr. Binford. Mr. McCor- 
mack said there is more than $94,000,- 
000,000 of life insurance in force in the 
country today, and leaders in the in- 
dustry predict that the hundred billion 
mark will be reached within a few 
weeks. Mrs. McCormack gave her 
eulogy in the form of an acrostic poem, 
the lines starting wifh the letter of Mr. 
Binford’s name. 

The chief speaker of the evening 
was Frank N. Julian of Birmingham, 
Ala. Mr. Julian was for nine years 
insurance commissioner of Alabama, and 
is a personal friend of Mr. Binford. 
His speech was a glowing tribute to 
Mr. Binford, his accomplishments, his 
philanthropies, and his civic activities. 


McCormack 


Binford Reviews Changes 


In his response Mr. Binford dis- 
claimed merit for the wonderful dem- 
onstration given him by his con- 
stituents. He said: 

“Selling insurance today is much dif- 
ferent than in the days when I first 
entered the business. In those days it 
was a ‘game.’ Now it is a profession. 
It used to be that when a man had 
failed in some other line of endeavor he 
would open an insurance office. Con- 
sequently the morals of many in the 
insurance business were none too good, 
and integrity of some was lacking. 
There was no such thing as ethics. 

“Today it is different. Only men of 
the highest type adopt the life insur- 
ance business as an avocation. What- 
ever small part I may have played in 
lifting the standards of the life insur- 
ance profession is sufficient reward. I 
am happy to be in the business that 








Ratio of Mortality 
for the Companies on 


Last Year’s Operations 


HE Little Gem Life Insurance 

Chart, published by THE NATIONAL 
UNDERWRITER, gives the ratio of actual 
to expected mortality of the companies 
covering the last few years. The table 
is as follows: 



















Name 1923 1924 1925 1926 1927 1928 
Acacia Mut....... 37.7 37.2 34.4 40.2 45.6 40.2 
Aetna Life....... 68.7 65.0 61.3 64.4 64.4 69.5 
Amer. Cent., Ind. 46.9 50.3 48.4 62.9 59.7 58.0 
American, Mich.. 45.7 48.4 52.9 45.4 48.1 55.1 
Amer. Life, Tex. 41.4 44.5 45.2 63.2 56.1 64.3 
Amer. Nat., Tex. 65.7 68.0 39.5 56.3 62.2 84.1 
Amicable ......++ ccs @6n 06 £66 #26 Be 
Atlantic Life..... 46.6 62.4 42.9 57.5 48.4 57.3 
AUAB ccccccccecce tee oy 500 one wee Dee 
tBaltimore ...... 97.7 94.5 76.7 83.8 78.4 ... 
Bankers, Ia...... 66.9 61.8 60.9 63.0 70.3 67.6 
Bankers, Neb..... 39.9 35.3 38.8 34.1 36.3 29.4 
Bank. Nat. Fla... ... «ee cee oe coo 46.6 
Bank. Nat., N. J. oe soe «ce coe OOe BBO 
Bankers Reserve. 49.2 62.9 49.1 46.8 40.0 38.0 
Bank Savings.... 14.5 38.2 46.2 34.4 38.0 37.4 
Beneficial ....... 44.6 53.5 34.9 ... 43.4 41.2 
Berkshire ....... 72.0 58.9 63.6 62.7 53.8 60.9 
Rrecitiyn Wat..cc «++ coe ces cee BOF BR6 
Bus. Men’s Assur. 33.3 26.9 29.9 33.9 25.9 34.0 
Calif. State...... 37.6 53.5 63.3 47.8 51.1 46.2 
Canada Life...... 53.3 41.8 41.2 56.3 54.1 55.3 
Capitol, Colo..... 51.2 50.0 55.8 69.4 72.4 72.7 
Central Life, Ia.. 33.3 38.0 38.0 37.8 31.5 34.9 
Central Life, Tll. 36.5 24.9 35.5 42.1 41.1 37.0 
Central Life, Kan. ... 38.1 23.9 30.0 44.2 ... 
Cent. State, Mo.. 35.1 35.1 39.3 38.5 39.5 37.7 
Chicago Natl.... co o98 060 ose ose Ge 
Columbia, O..... 63.6 78.7 55.6 60.0 78.3 55.7 
Columbian Mut... es coe soe Se GS OS 
Columbian Natl.. 58.2 46.6 51.1 64.2 49.5 58.8 
Columbus Mut.... 35.2 30.2 32.8 45.4 31.5 43.0 
Commonwealth .. 58.8 59.6 51.2 50.0 53.0 57.9 
Conn, Genl....... 52.7 49.0 51.4 55.0 49.6 58.1 
Conn. Mutual.... 49.4 46.4 46.3 52.6 52.2 46.2 
Conserv., W. Va.. 67.9 78.0 63.0 55.4 68.4 50.7 
Cont. Amer., Del. 59.4 25.0 42.6 69.0 29.2 48.0 
Continental, Till... 39.4 28.0 30.5 33.2 36.4 44.8 
Continental, Mo.. 49.1 44.1 49.7 57.2 55.1 51.4 
Detroit Life ..... 48.7 56.1 43.8 57.2 50.9 55.3 
Equitable, N. Y.. 56.1 54.0 52.1 54.2 54.0 58.4 
Equitable, Ia..... 44.5 34.9 30.6 35.2 34.0 45.6 
+Eureka-Md. .... ... 81.1 76.5 75.6 79.4 73.1 
Farmers & Bank. es coe 837.3 35.0 34.5 34.6 
Parmers, Colo... ... ses cee ceo cove 71.79 
Farmers Un. Mut. ... «2.2 «++ eee «ee 80.5 
Federal, ITll....... 46.6 48.8 52.8 45.0 44.6 64.3 
Federal Union... ... .«.. 47.2 47.0 50.4 65.4 
Fidelity Mutual... 59.6 60.7 54.9 57.7 58.7 59.9 
Franklin Life.... 50.3 53.5 55.3 51.7 50.6 58.4 
Great Northern... 67.8 70.1 30.8 34.3 46.1 66.2 
Great Southern... 52.0 52.0 48.6 48.8 46.5 55.6 
Guaranty, Ia..... kt wae ion oe -- 28.5 
Guardian, N. Y 52.0 49.6 53.0 49.7 47.9 48.4 
Hawkeye ......-- com see «00 404. ee 
Home Life, N. Y. 56.0 62.4 58.8 54.6 54.8 52.8 
tHome Life, Pa.. 66.5 59.3 61.5 73.2 70.9 64.4 
Illinois Life...... 49.2 42.7 45.8 45.3 49.0 48.3 
Indianapolis ..... 26.6 42.7 40.5 38.5 38.6 53.2 
Inter-Southern .. 55.0 57.6 56.6 51.8 55.6 63.2 
Jefferson Stand... 45.4 49.6 46.2 46.6 53.3 61.3 
*John Hancok... 54.5 53.0 54.3 58.4 57.0 59.0 
Kansas City Life 44.3 34.0 40.9 40.7 44.0 47.1 
Lamar Life...... 2 37.9 46.2 51.9 62.7 42.4 
tLife & C., Tenn.177.3 71.1 53.4 54.3 51.5 60.0 
+Life of Va...... .0 59.4 59.4 67.2 65.9 68.9 
Lincoln Natl..... H .9 47.6 52.0 58.7 53.4 
Manhattan Life.. $ 73.3 62.8 78.7 78.0 70.3 
Manufac., Can... 45.3 42.2 47.1 46.8 54.0 59.3 
Mass. Mutual.... 8 .0 47.6 50.7 47.7 49.5 
*Metropolitan 3.0 56.4 51.9 53.8 55.6 59.0 
Mid-Continent 2.7 52.3 42.4 47.3 62.1 ... 
Midland, Mo 8 39.6 53.1 53.6 £ 
Midland Mut 2.2 42.9 25.9 49.5 3 
Midland Natl 5.3 21.8 60.1 40.5 
Midwest Life one ° oe «sf 
Minn. Mut........ §& S 9 
Missouri State... § 8.6 5 2.$ 
Montana Life.... 8 5 3.0 
Mountain States.. oe 3.7 
Mutual Benefit... 53.5 9.1 
+Mutual, Md..... 88 9.7 
Mutual, N. Y... 9 


Mutual Trust.... 
Natl. Guardian... 
tNatl L. & A... 
National, Vt..... 





= 
mmere 
4 . 
on 


7. 
National, : 3. 
New England M. 46.7 52. 
New World...... 51.6 36. 
New York Life... 55.5 55. 
North Amer., Ill. 48.3 58. 


ee ree ree 





Northern States... 


00 t0 Dis 29 eco i031 wD wn cote wee: 








Northern, Wash.. 40.3 27.2 34 eae 
Northwestn. Mut.. 50.2 47.4 47.4 48 . 6 
Northwestn. Nat. 41.3 38.5 40.7 45 . ee 
Occidental, Cal... 46.4 49.0 39.1 44 5. 0 
Ohio National.... 56.5 43.3 39.0 51 9. 9 
Ohio State....... 35.6 28.0 36 47 3.8 38.8 
Old Line, Wis.... 43.5 33.4 35.8 42.4 39.0 31.3 
I am in. It is the greatest profession 


in the world.” 

Seth Ryan, president of the Mem- 
phis association, ‘was master of cere- 
monies. He was assisted by Fred R. 
Bastian, secretary, and Joseph Evans, 
treasurer. 

All those in attendance were presented 
with “group policies,” the form of which 
followed closely the policy issued by 
the Columbian Mutual. A feature of 
the menu was “Duck Hill” salad, re- 
ferring to Mr. Binford’s early home at 
Duck Hill, Miss. 





Quick Action Seen in 
Insuring Life of Baby 
Eight Minutes Old 


HAT is believed to be the quickest 

action ever recorded in the insur- 
ing of a child at an early age was per- 
formed last week by D. R. Card, who 
represents the White & Odell agency, 
state agents for the Northwestern Na- 
tional Life at Minneapolis. By com- 
pleting the application for a policy on 
the life of Baby Rendell, a new-borm 
Minneapolis baby boy, when the child 
was only eight minutes old, Mr. Card 
won the distinction of having insured | 
the youngest life in the history of the 
Northwestern National Life, and, so far 
as is known, in the history of any life 
company. 

The information required by the ap- 
plication had been filled in, except the 
sex and weight of the child, by the 
father, William Henry Eustace Kendell, 
in anticipation of the event. In accord- 
ance with Mr. Card’s request to notify 
him of the birth by telephone at any 
hour of the day or night, Mr. Rendell 
informed the agent at 5:20 a. m. Friday 
that the event had occurred just eight 
minutes before and the attending 
physician had reported favorably on the 
applicant’s physical condition. The baby 
weighed nine pounds, four ounces at 
birth. 

Mr. Rendell is also a_ policyholder 
in the Northwestern National Life, and 
two daughters, now aged 4 and 7 years, 
were insured at an early age by Mr. 
Card. Mr. Rendell is owner of a coal 
company. 


Permanent Disability Case 


The policy provided benefits for per- 
manent disability arising “from any 
cause originating after the delivery of 
this policy.” Insured was stricken with 
sleeping sickness in January following 
delivery of the policy in June, which 
resulted in his permanent disability. 
Physicians attributed the sleeping sick- 
ness to an attack of fiu suffered by 
insured in February preceding the issu- 
ance of policy. The company disclaimed 
liability. Held that the word “cause” 
was used in the disability paragraph in 
the sense of “illness” or disease,” and, 
in the connection used meant that the 
company should be responsible for any 
permanent disability resulting from an 
illness or disease originating after de- 
livery of the policy; and the fact that 
the insured had “flu,” of which it was 
advised, before the policy was issued, 
does not release it from liability. Home 
Life vs. Allison, Sup. Ct. Ark. 





Name 192% 1924 1925 1926 1927 1928 
Oregon Life...... 37.6 36.4 42.8 55.0 52.5 39.5 
Pacific Mutual... 47.8 43.3 44.7 43.6 45.2 53.1 
Pan American... 58.0 53.0 53.9 57.4 55.7 52.5 
Penn Mutual..... 61.4 59.3 53.5 57.7 56.5 58.3 
Peoples, Tll...... 89.0 35.9 58.4 60.8 58.2 67.1 
Peoples, Ind...... $1.3 49.8 42.2 55.2 46.4 58.9 
Peoria Life...... 39.5 30.7 35.1 44.0 43.1 59.0 
Philadelphia Life. 64.0 58.1 62.8 84.1 77.8 83.3 
Phoenix Mut..... 54.0 59.4 49.6 48.8 52.0 61.8 
Pilot cues 2 Se Gee Ge Ce cn 
Protective, Ala.. ... i tke” ate. oon ee 
Provident Mut... 51.7 48.6 43.2 49.2 43.2 47.0 
*Prudential ...... 54.6 51.5 50.6 52.7 56.2 59.0 
Register, ‘Ta...... 26.2 38.9 37.7 33.7 39.9 34.9 
Reliance, Pa..... 52.6 49.3 49.7 55.4 51.9 44.9 
Reserve Loan 40.9 45.0 48.4 40.9 51.3 63.2 
Royal Union..... 45.5 43.8 49.5 48.7 41.6 50.4 
St. Joseph Life.. 34.5 25.6 29.1 65.2 63.3 53.0 
St. Louis Mut.... 53.0 38.8 64.5 62.8 35.5 41.4 
Scranton Life.... 58.2 48.6 51.0 54.2 58.0 51.6 
Security, Tll...... 43.1 39.5 38.5 51.9 60.3 46.8 
Secur. Mut., N. Y. 21.5 74.9 60.8 72.2 70.4 64.1 
Bomtimel LA80.... cee cco coe ove OOO 26.3 
epee Biicaves 400 s08 see 469 s22 Se 
Shenandoah ..... 31.5 41.9 40.2 59.8 73.8 ... 
Southern States... 38.7 48.6 46.5 44.7 53.9 72.4 
Southland Life... 41.8 41.7 38.7 47.7 35.4 49.5 
Southwestern .... 42.0 42.2 42.7 40.5 42.1 46.3 
Springfield ...... -.. 67.4 75.0 86.2 83.3 79.2 
State Life, Ind 55.3 45.3 53.0 65.2 44.9 63.8 
State Mutual..... 57.0 50.2 47.6 56.4 43.2 53.8 
Sun Life, Can.... 60.8 ... 50.3 60.1 51.4 ° 
Sun Life, Md.... ... «... 39.5 36.2 37.6 42.1 
Toledo Trav.....- 103.4 60.9 82.5 70.0 55.3 40.0 
Travelers ....... 9.1 48.8 50.4 52.0 55.0 ... 
Union Central.... 49.8 50.4 52.9 52.2 49.6 57.0 
Union Mutual.... 62.1 68.9 69.1 56.9 71.0 60.1 
United L. & A... 49.6 47.2 38.6 55.0 60.9 45.6 
U. 8. Life....... 72.6 85.5 88.6 73.3 66.1 77.6 
Victory, Kan..... ... 9.3 36.1 21.1 35.3 24.3 
Volunteer State... 46.3 50.5 59.4 59.0 53.4 49.9 
West Coast...... 58.7 56.1 49.6 56.7 53.8 48.6 
+Western & So.. 72.1 64.8 66.8 68.8 68.5 65.9 
Western States... 48.8 46.4 37.7 43.7 52.5 ... 








*Ordinary only. 
tIncludes Industrial. 


SUIT IS FILED OVER 
SALE OF SOME STOCK 


___ _ 


CHARGES THAT ARE MADE 





Rawson Claims Reinsurance Life Offi- 
cers Did Not Follow Right Course 
in Distributing Shares 





DES MOINES, April 4—Officers 
and the estate of the former chairman 
of the board of directors of the Rein- 
surance Life have been made defend- 
ants in a suit of $134,383.20 brought in 
district court here. The action was filed 
by J. S. Rawson, brother of former U. 
4 Senator Charles A. Rawson. The 
plaintiff stated he filed the action as a 
stockholder and for the benefit of other 
stockholders. 

Officers made defendants are R. M. 
Malpas, president, estate of H. B. Haw- 
ley, former chairman of the board; Alex 
Fitzhugh, treasurer; Harley H. Stipp, 
general counsel; Dr. Carl Stutsman, 
medical director, and Fred A. Little, 
trustee. 

Offices were moved to Chicago from 
Des Moines shortly after the first of the 
year, following a meeting of stockhold- 
ers at which a reincorporation of the 
company was approved by the Iowa 
department. The reincorporation under 
Illinois laws and the change of offices 
to Chicago was done upon a vote of a 
large majority of stockholders. The 
same Official personnel was retained. 


Charges That Are Made 


The petition charges defendants with 
fraudulently dealing in the capital stock 
of the company which resulted in per- 
sonal profit to themselves. as officers 
and directors and to the damage of the 
company. The cause of action, accord- 
ing to the petition, arises from manipu- 
lation of Little’s trusteeship in connec- 
tion with the hold of certain shares of 
capital stock in the Reinsurance Life. 
The defendants are charged with con- 
spiracy to gain control of 1,721% shares 
of the stock by offering it for sale to 
the highest bidder, with the stock in 
question valued at $131 a share sold to 
Dr. Stutsman for $65 a share and later 
distributed among the defendants. 


Say Company Was Damaged 


Charges contained in the petition 
clude the statement that bids on 
stock were received in the office of the 
company in June, 1925, and that 
sale was not advertised. It is also as- 
serted the officials were without power 
to sell the stock at auction and that 
they were aware of the fact that shares 


were worth considerably more than the 
price they brought. 

As result of the alleged action on the 
part of the officers and directors, the 


Reinsurance Life has been damaged to 
the extent of $134,383.20, the petitioner 
states, and asks that this amount 
returned, together with interest at 6 
percent dating from July 31, 1925. 
whole proceednig is charged by many 
to spite. 


he 


Executive Committeemen Meet 


Eight officers of the General Agency 
Association of the Pacific Mutual Life, 
most of them executive committecmen, 
met in Chicago the first three days o 
this week to prepare further manuals 
for the company’s general agents. and 
will report their product at the annual 
meeting of the association. This prob- 
ably will be held in Washington, D. C 





Missouri State Gains 


An increase of more than $1,800,000 
in written ordinary business during the 
first quarter of 1929 is the record o! 
the Missouri State Life. During this 
three month period representatives sett 
in a total of $44,672,934, a gain of $1, 
872,013 over the corresponding months 
in 1929. 
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TELLS HOW TO GET OUT 
OF “85 PERCENT” CLASS 


—— 


HIMSELF A SALARY 


PAYS 





G. G. Terriberry of Beers & DeLong 
Agency Speaks at Tri-State Sales 
Congress 





PHILADELPHIA, April 4—Get- 
ting out of the class of the 85 percent 
who are policy peddlers and paying for 
less than $150,000 a year, was the gen- 
eral theme of the talks of G. Gilson 
Terriberry of the Beers & DeLong 
agency of the Mutual Benefit, New York, 
and Miss Alice Roche of the Louis F, 
Paret agency of the Provident Mutual, 
Camden, N. J. 

Mr. Terriberry, who has been in the 
business nine months and has paid for 
more than a million in that period, had 
as his subject, “Application of Scientific 
Methods to Life Insurance Selling. 
Miss Roche’s subject was “Solving To- 
day’s Prospecting Problems.” Her ad- 
dress dealt with direct mail advertising 
as a means of increasing the worth oi 
each interview of the agent, of getting 
him more prospects and more business. 

Mr. Terriberry opened his talk by de- 
claring that when he entered the busi- 
ness, his aim was not to sell business 
but to build a permanent business. He 
had a dread of competing with the 85 
percent who are peddling policies. He 
divided his talk into three sections (1) 
financing, (2) contacts and (3) sales 
plan. 

Sets Up Working Capital 


When he entered the business, he set 
up a certain amount of money as a work- 
ing capital. A salary is paid him every 
month. “I have a certain overhead, a 
wife and four children. I want to be 
different—to show the prospect that i 
operate the same way he runs his busi- 
He said he didn’t care for cold 
canvass. He had a few friends and ac- 
quaintances in New York. He had lunch 
with them and told them of cases, many 
of them hypothetical at the beginning. 
He did not solicit them. Talking to his 
friends, he pretty soon had them discuss- 
ing their particular case. “I’m working 
exactly the same thing with my policy- 
holders and they’re already beginning 
to furnish leads and prospects. 

“I don’t call a name a prospect. The 
man must be making money and I pre- 
ler him to be married and have minor 
children. He must be ambitious and I 
must have a proper introduction or back- 
ground so that he immediately identifies 
me with one of his friends. 

“Assume we have this prospect. I 
\ prospect to agree that I sold 
tm more than a policy. He has two 
éstates—a general estate and an insur- 
ance estate. Both are important to him 


» » 
ness. 


» do the things for his family. We 
want to tie ’em both together, focusing 
oth on the family. 
“I talk wills and trusts as a starter. 
‘ get his views on paper, what he wants 


I am his trust officer for the time 
being. I outline the provisions he should 
consider to put into his will to tie both 
together. 

“Then comes a discussion of income 
Producing assets, the house not being 
considered as a producing asset. We 
oth discover that the assets are not 
fnough. He must then determine how 
much he can divert from his general 
éstate to buy life insurance. I also draw 
ee for him on every possible thing 
ie can, 

. My ideal sale consists of three inter- 
ee rhe first to get his point of 
. out what he wants to do. 
.€ second when I lay out the propo- 
he ha’ the ideal amount added to what 
whee I try for an examination at that 
— lew. You know—‘Talk it over all 
t want but first see if you can pass 
,© €Xamination.’ He takes the examina- 


wart The third interview is the closing, 
— ly simply taking the order. Of 
urse, some sales are not ideal. 


try to do more than sell a policy. 


Service and policy audit follow the sale. 

stay with trusts until they’re signed, 
sitting in with the trust officer. I want 
the prospect to feel that they are my 
ideas. 1 want to sell him again and I 
want to get his point of view. 

“T want my sales to be based on con- 
fidence in me and a desire. I am very 
choosy. Each agent, to be successful, 
must adopt plans, successful with other 
people, to his own use.” 





Pennsylvania Bill Defeated 


A bill introduced in the Pennsylvania 
house by Representative Rice, particu- 
larly for the benefit of college students 
who, after borrowing money, take out 
life insurance for the benefit of the lend- 
ers, and giving minors 15 years of age 
and upward the right to take out life 
insurance policies without the consent 
of parents or guardians, was defeated in 
the house by a vote of 71 to 62, less 
than a majority required for passage. 
Those opposing the measure argued that 
it was “one of a revolutionary nature,” 
and doubted if it would prove constitu- 
tional. 





STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CON- 
GRESS OF AUGUST 24, 1912. 

OF THE NATIONAL UNDERWRITER, 
Life Insurance Edition, published weekly 
at Chicago, Illinois, for April 1, 1929. 
State of Illinois,) gs 
County of Cook, { ¥ 

Before me, a Notary Public, in and for 
the state and county aforesaid, person- 
ally appeared John F. Wohlgemuth, who 
having been duly sworn according to 
law, deposes and says that he is the 
secretary of The National Underwriter, 
Life Insurance Edition, and that the 
foNowing is, to the best of his knowl- 
edge and belief, a true statement of the 
ownership, management (and if a daily 
paper, the circulation), etc, o the 
aforesaid publication for the date shown 
in the above caption, required by the 
Act of August 24, 1912, embodied in sec- 


tion 411, Postal Laws and Regulations, 
printed on the reverse of this form, 
to-wit: 


That the names and addresses of the 
publisher, editor, managing editor and 
business managers are: 

Publisher—The National Underwriter 
Co., New York, Cincinnati, Chicago. 

Managing Editor—C. M. Cartwright, 
Evanston, ‘ 

Associate Editor—F. A. Post, Chi- 
cago, Il. 

Business 
Chicago, 

2. That the owner is: 
corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 


, Manager — H. J. Burridge, 


(If owned bya 


holders owning or holding one percent 
or more of total amount of stock. If 
not owned by a corporation, the names 
and addresses of the individual owners 
must be given. If owned by a firm, 
company, or other unincorporated con- 
cern, its name and address, as well as 
those of each individual member, must 
be given.) 

The National Underwriter Co., New 
York, Cincinnati, Chicago. E. J. Wohl- 
gemuth, Cincinnati, Ohio; C. M. Cart- 
wriglit, Evanston, Ill.; H. J. Burridge, 


Chicago, Ill; G. W. Wadsworth, Chicago, 
Ill.; John F. Wohlgemuth, Hinsdale, Il.: 
H. M. Diggins, Cincinnati, Ohio; R. E. 
Richman, Cincinnati, Ohio. 

3. That the known bondholders, mort- 
gagees and other security holders own- 
ing or holding 1 percent or more of total 
amount of bonds, mortgages or other 
securities are: (If there are none, so 


4. That the two paragraphs next 
above, giving the names of the owners. 
stockholders, and security holders, if 
any. contain not only the list of stock- 
holders and security holders, as they 
appear upon the books of the company, 
but also, in case where the stockholder 
or security holder appears upon the 
books of the company as trustee or in 
any other fiduciary relation, the name of 


the person or corporation for whom 
such trustee is acting, is given: also 
that the said two paragraphs contain 


statements embracing affiant’s full knowl- 
edge and belief as to the circumstances 
and conditions under which stockholders 
and security holders who do not appear 
upon the books of the company as trus- 
tees, hold stock and securities in a ca- 
pacity other than that of a bona fide 
owner; and thisaffiant has noreason to 
believe that any other person, associa- 
tion, or corporation has any interest, 
direct or indirect in the said stock, 
bonds, or other securities than as so 
stated by him. 
JOHN F. WOHLGEMUTH, 
Secretary. 

Sworn to and subscribed before me 
this 30th day of March, 1929. 





Sell Life Insurance 
From the Continental’ s 
Full Sample Case 












































—Participating Policies 
—Non-Participating 
—Low Net Cost Policies 
—Juvenile Policies 
—Group Insurance 
—Salary Savings 
—Sub-standard 


THE COMPANY THAT GIVES 
HOME OFFICE COOPERATION 


General Agency Openings in Cincin- 
nati, Chicago, Pittsburgh, Memphis, 
‘ Nashville, Des Moines, Dallas and 
other Key Cities. 


Write Today for Information About 
Our Agency Contract 


Continental Life 


Insurance Co. 
Continental Life Building 


St. Louis, Missouri 





45,000 Policyholders— 
Assets, $14,338,410.55 








HN B. BERENSCHOTT, 
(Seal) Notary Public. 


























Ocvpetlere 


Jnsurance Company of America 


MILWAUKEE, WIS. 


Is operating in the following states: 


California Minnesota South Dakota 

Illinois Ohio Texas 

lowa Oklahoma Washington 

Michigan Oregon Wisconsin 
Pennsylvania 


Drop Us a Line if Unattached 
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“THE FRI ENDLY COMPANY’ 


Economic Independence 


Would you be interested in a profession 
which guarantees economic independence? 
One which does not require the investment 
of large sums of money but which fosters 
individual initiative? One which would give 
you every help along the way to economic 
independence for yourself and community? 


Then you will find it pays to be friendly 
with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 
Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Teaas 

















What about the “Future?” 


To the ambitious life insurance man a General Agency 
contract of the right type offers a real “Future.” It 
means an income far above that possible from personal 
production alone. 

If you know your territory, if you have organizing 
ability and can lead men—then your ambitions can best 
be realized by a General Agency contract. 


A General Agency 
with the Girard Life means 


Longer renewals. 
Larger commissions. 
Larger over riding commissions. 
All standard forms of policies. 
(Participating and Non-participating) 
Liberal disability benefits. 
Guaranteed premium reduction coupons. 
Cash dividends. 
Low net cost. 
Openings in 
Michigan, Illinois, Ohio, Iowa, Missouri, 
Pennsylvania and New Jersey 


Girard Life Insurance Co. 


Opposite Independence Hall 
Philadelphia, Pa. 


























TRAINING COURSE RECORD 


The per capita production record of 
the students taking the life insurance 
training course at New York University 
was broken by the class which has just 
completed its work. This was the twen- 
tieth class that was conducted at New 
York University. There were 51 stu- 
dents enrolled, three of whom were trust 
officers, and two supervisors. Eight of 
the students came from out of town, one 
student from Halifax, Nova Scotia and 
another from Oklahoma City. Out of 
this group there were forty-three pro- 
ducing agents who reported applications 
amounting to $4,304,197 in 10 weeks’ 
time which makes an vaerage of $10,000 
per week per man. There were ten out 
of the class who produced an application 
a week. The total production was 
greater than this in the class graduated 
December, 1926, but there were more 
students enrolled. Fifty-four students 
produced $4,684,550. 

*x* * * 
TWO ASSOCIATION SPEAKERS 

Two well known speakers are slated 
for the April meeting of the New York 
Life Underwriters Association, April 9. 
Jerome Clark, superintendent of agen- 
cies of the Union Central Life, will talk 
on “Measuring Up” and Earl F. Col- 
born, general agent for the Connecticut 
Mutual at Rochester, N. Y., will talk on 
“What Do You Want?” These two 
men rank high among life underwriters 
and will give a combined view of home 
office and field ideas on objectives in 
the work. 

*x* * * 
WATCHING DISABILITY 


There is keen interest on the street in 
the recent announcement of the Mutual 
Benefit disability policy, and practically 
every life company is awaiting with in- 
terest the publication of the new policy 
form. It is the belief of many that other 
life companies may follow the Mutual 
Benefit in some of the important changes 
it has devised in disability underwriting. 
All companies writing this class of busi- 
ness have realized for some time that 
something was wrong with the disability 
clause. They have been seeking of 
themselves for several years to secure 
definite information as to experience and 
underwriting defects. Last year the 
search was intensified by the demand of 
New York state and the National Con- 
vention of Insurance Commissioners for 
some standardization which would cur- 
tail the excessive competition in this line 
and make it self-supporting. 

It is now a known fact that most 
companies are losing on the present dis- 
ability clause, some very heavily. The 
three months clause and the definition 
of disability have changed disability from 
the old average of several years to a 
present one of several months. Com- 
petition having forced many companies 
beyond a formula they actually felt ad- 
visable, it is now clearly seen that a re- 
vision is necessary. It is only hoped 
that the companies will all see this and 
jointly come within the generally ac- 
cepted standard, so that no legislation 
will be necessary. For this reason 
the disability committee recommended 
the new standard as a measure of state 
approval by the commissioner and not 
as a basis for legislation, for additional 
legislation is not desired in this connec- 
tion. On the whole, disability coverage 
has now become one of the chief topics 
of life insurance men, both within the 
actuaries’ offices and in the ranks of 
company and agency men. 

+ 2 
U. 8S. LIFE IN NEW HOME 


The United States Life is now com- 
fortably settled in its new quarters at 
156 Fifth avenue, the floor it occupies 
being so arranged as to appear built es- 
pecially for the company. Every pos- 
sible convenience in home office plan- 
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AS SEEN FROM NEW YORK 


By C. C. NASH, JR. 
(Nash of the NationalD)———————— 





ning is cared for and there is ample 
space for expansion. Henry Moir, the 
president, has amply cared for the com- 
pany’s present and future needs in the 
new home office arrangement. 

Life insurance in New York City is 
quite generally under a new roof. Home 
office and agency changes have been 
so frequent in the past few months and 
years that a visitor who had not seen 
the city for a decade would certainly 
not be able to find many of his old life 
insurance landmarks. 

* 
HUGE FOLLOW-UP WORK 

The gigantic possibilities of follow-up 
work in connection with advertising are 
indicated in the letter sent to members 
of the field organization of the Equit- 
able Life by Agency Vice-president 
Frank L. Jones in reference to the big 
two-page advertisement of the company 
in the “Saturday Evening Post.” Mr. 
Jones pointed out that, if every agent oi 
the company showed the advertisementy 
to only 50 prospects, it would thus reach 
500,000 people of this country, in addi- 
tion to the 3,000,000 who purchase the 
magazine. ‘To thus reach a half million 
people in conection with a display ad 
is an achievement in follow-up that 
should develop some very interesting 
statistics as to accomplishment. 

* @ 

KNIGHT AGENCY GOES STRONG 

When Charles B. Knight, New Yor! 
general agent for the Union Centra 
Life, returns to his office next week 
after a long vacation and rest in Florida 
he will be presented with a record ¢ 
achievement by his organization whic 
is to be envied. During his absence « 
two months, the agency has forged 
ahead, its paid for business for th 
first quarter being 40 percent over that 
of the first quarter of last year. TI 
Knight agency finished the quarter last 
year with a paid total of $12,569,408 
compared with $9,010,120 in the first 
three months of 1928. It is maintain 
ing the $50,000,000 pace for the year 
thus far and has set that as a goal t 
be reached by the end of 1929. 

* x 
WELL PLANNED OFFICE 


If office planning is an important part 
of successful agency management, Frank 
W. Pennell, New York general agent io 
the State Mutual Life, has met that item 
in his new offices into which he has just 
moved. Located in what is becoming 
almost a life insurance exchange, the 
Transportation building, Mr. Penne! 
has outfitted a suite of offices that easil 
ranks among the best planned — 
agencies in the country. It would seri 
as a model for any average agency © 
about the same size, between 20 and: 
men, 

Mr. Pennell’s office presents an & 
teresting appearance on enterit ig from 
the corrider. Jusi inside the d yor is? 
reception lobby, taking no space {ro 
the office, but utilizing the space | 
tween the elevators and the vault 
Furthermore, this reception lobby is = 
precisely in the conventional office lar 
out, but is comfortably and attractive 
arranged for the advantage of those W 
have to wait. There is a huge sofa, * 
holstered not in office leather, but 1‘ 
attractive damask, and there is a libra" 
table with a library lamp, not an 0! 
fixture. This lobby can be seen i 
Mr. Pennell’s office, so that he “ 
always see who is entering and ot 
when busy, can intercept those = 
might otherwise go on out. The en 
office is light, the office partitions © 
glass permitting the unusually 4% 
space to benefit throughout, with 
minimum of artificial light. P 

Agency needs are especially well 
for. There is a large agency room, ¥* 
space for 30 men and provided + 
every possible aid for efficiency 1 a 
detail. This is the room where ™ 
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agency meetings are held and in such 
cases, the room can be cut off from the 
rest of the office. There are two large 
and well fitted conference rooms for the 
use of agents and Mr. Pennell and his 
assistant each have a well fitted office. 
The space overlooks the Hudson river 
and the harbor at the foot of Broadway, 
as well as the City Hall and thus has a 
comfortable atmosphere, as well as effi- 
cient. In the outer office, the agency 
staff is arranged in an attractive arrange- 
ment, rather than in the formal order, 
and is so arranged as to best handle the 
office routine. There is a large reading 
room, with insurance literature as well 
as other available. The medical ex- 
aminer is making the special division of 
the office to which he is assigned into 
his permanent quarters, so that he will 
be on duty at all times. These and 
countless other details make it one of 
the most efficient agency offices in New 
York, as several agency men who visited 
Mr. Pennell on the opening day said. 
xk * * 
WOMEN AS PROSPECTS 


Some rather striking figures have 
been compiled by Lawrence Stern & Co., 
investment bankers of New York, which 
should furnish evidence that women are 
decidedly a factor in the life insurance 
world today. This does not refer to 
their participation in life insurance work, 
where they have recently achieved some 
notable records, but to their availability 
as prospects for insurance. Should any 
one feel that they are not, as a group, 
an appreciable factor in the business 
world and thus not of great importance 
as prospects for the aggressive agent, 
glance at the following: 

Women are beneficiaries of 80 percent 
of life insurance proceeds, so that 80 
percent of the $95,000,000,000 now in 
force will be inherited by women during 
the coming generation. 

Tax returns show that women pay 
taxes on incomes totaling more than 
$3,250,0000,000 annually—an _ insurable 
item for both their old age and the in- 
terests of their beneficiaries. 

Investment bond houses say that wo- 
men constitute from 35 to 40 percent of 
their customers, indicating that nearly 
half of the purchasers of investments, of 
which life insurance is the peer, are 
women, 

Women millionaires are as plentiful 
as men, according to income tax returns 
—so that even the jumbo writers might 
look up to women, perhaps. 

Women are receiving 70 percent of 
the estates left by men and 64 percent 
of those left by other women—dupli- 
cating the life insurance proceeds. 

More than 8,500,000 women of this 
country are gainfully employed—thus 
coming strictly within the pale of in- 
surability, even though some of the 
wealthy women may not be insurable, 
for want of classification as having 
earned incomes. And _ 8,500,000, as 
$1,000 each, woulr increase life insur- 
ance sales 50 percent this year. 

* * x 
RIFKIN GIVES A TALK 

Albert Rifkin, New York business 
manager of THe NATIONAL UNDERWRITER, 
spoke to the agency organization of the 

Ives & Myrick agency of the Mutual 
Life of New York Monday morning, 
showing the application of sales helps in 

field work 





James J. Parks Honored 


James J. Parks, vice-president of the 

“issouri State Life, was the guest of 
honor at a banquet given by the Little 
ock branch, April 2. It came at the 
end of ar agency school which was con- 
ducted the preceding week by Pearce 
Mice oe: director of education for the 
“tssourl State. The Little Rock branch, 
wnter the direction of Manager Jack 
Pde. has jshown excellent progress 
aad the first three months of 1929, 
d .18 considered one of the best pro- 
ucing branches. 





ORGANIZATION MAKES 
NEW PRODUCTION RECORD 





WOODS AGENCY BIG QUARTER 





Duff Tells What the Force Has Done 
Along Production Lines for 
Three Months 





PITTSBURGH, PA., April 4.—Wil- 
liam M. Duff, president of the Edward 
A. Woods Company, general agent of 
the Equitable Life, reports a new record 
March in paid life insurance with $6,- 
661,878 and $165,434 in deposits. Also 
the quarter just ending was the greatest 
three months’ record in paid life in- 
surance in the history of the Woods 
agency with $17,670,498 and $455,270 in 
deposits. 

These new records were made possible 
by the splendid cooperation of the 500 
members of the field force in response 
to the 70 day campaign in celebration 
of the Equitable’s 70th anniversary year. 

On Saturday, the members of the 
Woods organization will hold a one-day 
sales meeting to launch plans for the 
second quarter and for the period of 
April 6 to May 4, which has been 
designated as Toronto month. An at- 
tempt will be made to have a great many 
underwriters of the Woods organization 
qualify for the Equitable’s educational 
conference which, this year, is to be 
held at Toronto, Canada, Sept. 8-10. 
Fifty agents have already qualified and 
the officers of the Woods Company 
anticipated a record attendance at the 
conference. 


WOULD AMEND LICENSE 
LAW IN PENNSYLVANIA 





PHILADELPHIA, April 4.—The 
agent’s qualification ruling, opposed by 
insurance men and companies since its 
promulgation by Commissioner Taggart 
a year and a half ago, may pass into 
the limbo of forgotten things if the 
measure introduced in the senate by 
Senator Norton, chairman of the insur- 
ance committee, passes the legislature. 

The bill specifies that licensed agents, 
who have been established in business 
for not less than five years, may, upon 
application of any company other than 
the one for which the license was or- 
iginally granted, have his license trans- 
ferred to or include the company so 
applying without again answering in- 
terrogations or submitting to a personal 
examination, 

Colonel Taggart’s qualification ruling 
forced the companies, because of the 
expense involved, to either cut down 
or ease temporarily halt any developing 
of the field forces in Pennsylvania. Sen- 
ator Norton’s bill is said to have the 
backing of the insurance department. 





Charlotte Life Organizing 


Charlotte, N. C., will see the organ- 
ization of a local life company completed 
next week when the stockholders meet 
to elect directors and officers. The in- 
corporators of the company, to be the 
Charlotte Lige, are Dr. Frank F. Ray, 
J. Lester Wolfe and G. S. Dowling. 
They are aided by Charles E. Pond, 
who represents the Insurance Securities 
Company, fiscal agent for the new or- 
ganization. John A. Copeland of At- 
lanta is consulting actuary. 


Miss Herrick Passes Away 


Miss Rose Herrick, for 25 years a 
prominent figure in national fraternal 
circles, died at her home in Lincoln, 
Neb., March 29, at the age of 65 years. 
Miss Herrick was for years grand re- 
corder of the Degree of Honor. 


Dr. Henry W. Cook, vice-president 
and medical director of the Northwest- 
ern National Life and former president 
of the medical section of the American 
Life Convention, accompanied by W. F. 
Grantges, agency director, have been in 
Cincinnati in conference with John 
Keena, general agent. 
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Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


SUMMARY AS OF DECEMBER 31, 1928 





45 Millions Increase in Assets, This is growth in policyhold- 
ers’ property, which now has a total value of $496,171,706.51. 
Liabilities to be deducted (policy reserve required by law to 
mature policies; reserve to pay all accrued dividends held for 
policyholders and additional dividends payable in 1929, with all 
other liabilities) total $457,503,922.71. 

This leaves Surplus Funds of $38,667,783.80. 


381, Millions Surplus adds to the security of the reserves, is 
an additional assurance of safety, and makes the policies so 
much more secure,—as good as any bonds. Unquestionable 
strength of resources is the rock upon which all real insurance 
is built. 


3 Billion Dollars Outstanding Insurance. 6,500,000 contracts 
covering over 4,200,000 policyholders. Ten years ago the Com- 
pany had approximately One Billion of outstanding insurance. 
The new 3 Billion record for 1928 shows the great growth of the 
last decade. 


81% Gain in Additional Insurance. New paid-for insur- 
ance written in 1928, together with revived and increased insur- 
ance, attained a new high figure of $650,731,723. 


540 Millions Paid Out on Policies. This is the enormous sum 
paid out in 66 years by this Company to beneficiaries and policy- 
holders: in 1928 alone the sum so paid was $56,262,949.93; aver- 
age payment per working day $187,543. 

Total of such payments in 66 years—over $540,000,000. 


Reduction in Cost. There has been a reduction in general 
annual cost to policyholders during the past seven years, while 
in the same period the Company has doubled in size and finan- 


cial resources. 
WALTON L. CROCKER, President. 














Managers Wanted 


We are conducting an intensive drive 
and must appoint several managers in 
most inviting territory. We coach and 
support our field men, who are reaping 
fine harvests. Just now we need com- 
petent managers as follows: 


Arizona 
Minnesota 
Colorado 
Texas 


Oklahoma 


If interested, write us at once. 


THE BANKERS RESERVE 
LIFE COMPANY 


Home Office: Omaha, Nebraska 
Business in Force $125,000,000.00 























THE NATIONAL UNDERWRITER 








‘“‘Tsn’t that Joe Jenks and his wife on the first deck?” 





“Sure. He can afford to go to Europe now that he’s selling 


Perfect Protection for Reliance Life’’. 











A YEAR OF 
SIGNIFICANT PROGRESS 


13” 


Increase in New 
Paid for Insurance in 
New York City in 1928 


HOME LIFE INSURANCE COMPANY 
OF NEW YORK 


ETHELBERT IDE LOw, 
President. 


JAMES A. FULTON, 
Agency Vice President. 


























LIFE 


INSURANCE BY STATES 











Business issued in 1928 and amount in force December 31, 1928, in various commonwealths 
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New 

Business 
Natl. Life, Ta.....es. 611,000 
Guar, Fund, Neb.... ,000 
Exp. Mu. Ben., N. Y. 257,000 
Unity Mut., IIll....... 512,481 
Union Life, Ill....... 1,199,000 
Under. Mut., IIlL.... 1,647,091 
Theo. Roosevelt, IIL. 587,340 
Swedish Meth. A., Ill ....++-- 
Swedish B. M.A., Il. 18,000 
Pyramid Mut., Ili... 1,193,970 
Protec. Mut., IIl.... 664,740 
Natl. Bankers, Ill.... 670,910 
Monarch, IIl.......-- 
Modern Mut., IIl..... 
Miners, IIl........0+% 479,000 
Mid-Continent, Ill... 137,000 
Merchants Res., Ill... 290,000 


Illinois Bankers...... 


Hotel Men's M., Il. 
Great States, Ill.... 
Commercial, Ill...... 


Bankers Mut., Ill.... 


Continental, IllL.....- 




















In Force 
7,157,400 





1,826,466 
1,152,862 
2,019,940 
1,992,000 
1,640,091 
380,820 
697,982 
6,095 
248,505 
314,000 
159,000 
3,269,963 
38,545,784 
169,400 
568,258 
1,698,942 
12,019,000 
32,212,442 





Citizens Natl, IL... 1,601,000 
Chicago National.... 57,072,641 
Centra! Life, Ill..... : 32,379,381 
Builders, Ill......... 507,500 507,500 
Amer. Bankers, Ill.. 6,637,989 10,818,118 
Abr. Lincoln, Ill 3,646,913 18,483,888 
Illinois Life.......... 14,786,239 94,466,068 
Franklin, Ill......-- 7,147,216 51,780,317 
Federal, IIll.......+++- 31,914,505 54,649,869 
Cosmopolitan, IIllL..... 50,000 56,000 
State Life, Ill........ 668,575 1,414,031 
Springfield, Ill...... 3,503,765 43,775,910 
Sheridan, IIl......-.- 129,200 129,200 
Rockford, IIlL......++- 2,327,558 13,443,671 
Peoria, Ill......-+eee 11,238,190 63,040,357 
Peoples, IIl......-.++.+ 3,569,572 13,308,579 
North Amer., IIL...-. 2,421,136 12,194,715 
National, IIl........-- 4,216,009 43,091,449 
Mutual Trust, IIl.... 6,270,107 39,259,991 
Miss. Valley, Ill...... 80,074 1,681,544 
Life & Cas., Ill...... 4,148,500 13,593,095 
Liberty, Ell... .cccccce 4,203,623 7,117,817 
American, Tex....... 2,982,942 7,566,135 
Amer. Cent., Ind..... 660,891 4,063,933 
Aetna, Conn.......-+- 23,683,710 133,415,146 
Acacia Mut., D. C... 3,976,814 30,189,326 
Wash. Fid. Nat., Ill. 2,961,278 2,586,240 
Victory, Il......eeee 3,203,763 4,304,367 
United, Ill.........¢- 9,606,414 6,489,031 
Twentieth Cent., Ill. 8,821,816 1,555,668 
Bankers Life, Ia..... 15,059,361 107,119,059 
Bankers Natl., N. J.. 1,783,592 1,122,447 
Bank Sav., Kans.... 407,000 2,493,921 
Aetna, Okla........- 5 497,500 
Amer. Savings, Mo 435,000 
Amer. Nat'l, Tex.... 26,200,027 
Amer. Nat'l, Mo..... 1,396,201 
Amer. Life, Mich.... 1,459,183 
Bankers, Nebr....... 6,224,041 
Bankers Res., Nebr.. 7,106,200 
Berkehire .cccccccecs 70,3 22,819,574 
Bus. Men’s Assur.... 1,675,728 2,918,803 
Capitol, Col.........+-. 246,945 1,503,293 
Central Life, Ia...... 549,603 3,990,169 
Central, Kans. ...... 5,000 93,500 
Central, St., Mo..... 933,769 2,910,645 
Columbia Natl. L.... 3,798,361 25,400,560 
Columbus Mut. L 1,834,550 10,151,448 
Conn, Gen. IL....... + 14,414,838 49,343,241 
Conn. Mut. ...-+--+0 10,879,012 64,135,373 
Conservative, W. Va.. 607,131 610,087 
Continental, Mo...... 1,159,641 3,616,804 
Crescent, Ind. ...... 992,960 

Equitable, N. Y..... 107,845,218 3 
Equitable, Ia...... «+ 12,459,096 87, 
Eureka-Maryland ... 132,500 983,500 
Farmers Nat'l ..... ° 1,890,564 11,695,858 
Federal Res., Kans.. 13,324,199 19,307,955 
Federal Un. .....++- 1,693,315 5,110,832 
Fidelity Mut. ....... 2,160,864 14,975,063 
Girard 1% ..cccececsers 856,224 3,073,689 
Inter-Southern, Ky.. 1,189,018 5,871,459 
Indianapolis, Ind..... 4,305,802 21,489,059 
Home, N. Y...-.e++- 4,947,041 24,634,124 
DEE cécceeceeén 8 8060beenense 808©=©—dS Sande ues 
Guardian, N. Y. 2,009,870 18,659,328 
Guaranty, Ia. ......+. 1,147,464 3,713,354 
Great Western, Ia... 155,000 416,756 
Great Northern ..... 717,388 3.058.570 
John Hancock Mut.. 65,242,178 207,472,253 
Judea _ eeee 21,000 21,000 
Kansas City........- 1,735,030 6,106,338 
Lafayette ...-scccces 137,865 458,789 
Liberty, Kans........ 100,000 193,500 
Lincoln Nat’l........ 18,888,677 43,217,374 
Manhattan, N. Y...-. 539,964 2,666,458 
Mage. Mut. ..ccccese 32,373,038 195,187,234 
Mass. Protec. ....... 338,000 942,768 
Metropolitan Life ... 269,508,242 1,204,406,061 
Midland Mut......... 339,962 1,608,882 
Minnesota Mut. 3,643,776 10,517,460 
Missouri Ins. Co...... 1,387,133 9,023,850 
Missouri St. Life.... 13,211,344 90,342,537 
Monarch, Mass....... 72,500 337,000 
Biwt. Bem. .eceoss ee 16,604,508 174,847,045 
Mutual Life, 12,556,188 11,591,685 
Mutual Life, 56,426,853 408,571,262 
Nat'l Fid., 167,350 1,536,699 
Nat'l L. & A., Tenn. 5,060,474 9,598,333 
National Life, Vt... 5,169,225 34,835,868 
National Sav., Kans.. 16,413 34,555 
New England Mut... 11,750,558 78,207,876 





New 

Business 
New World, Wash... 315,366 
New York Life...... 87,050,305 
North Amer. Reassur 3,791,800 
Northern States...... 1,160,061 
Northwestern Mut... 39,587,000 


2,945,899 











In Force 
1,586,604 

648,631,527 
11,443,900 



































GRie BAO L.ccccseccce 1,618,960 
Gee GRROO ccccecece 211,650 
Old Line, Nebr....... 150,500 
Old Line, Wis....... 1,624,38: 
Pacific Mut. L....... 3,630, 
Pan-Amer. ,.....- va 2,455,111 
. 2. eae 25 
Peoples, Ind,........ 
Philadelphia ........ 
Phoenix Mut. ...... 7,62 
Provident L. & A 
Provident Mut. ..... 10,019,790 
PUBMED cc cccccces 122,798,824 
Register Life, Ia..... 680,030 
Reinsurance Life, Ia. 845,568 2, 
Reliance, Pa@.....c.0- 2,056,079 :, 
Reserve Loan ...... 387,697 2,286,534 
ee GO ccccencrcs 98,000 164 
St. Louis Mut........ 203,875 479,12 
Security eee 1,861,611 7 
Security Mut., N. Y.. 2,587,840 
PEED. <esseewesves 182,984 9 
ee ae 5,799,519 122 
State Mut., Mass 6,346,240 i 
PT cctencmenens 93,206,763 49 
ae 26,470,838 , 
eee «GG eccccses d q 71 
Union Labor......... ni 
Union Mutual........ 3, 7 
Unified Ben., Nebr 1,969,501 
United States, N. Y.. 
Universal, Mo........ 
Western & Southern. 
Wisconsin Nat’l...... 
Sun Life, Can....... ° 
North Am., Can. ° 
Manufacturers, Can.. 
Great West Life, Can. 
Canada Life, Can..... 
| 
PENNSYLVANIA 
_| 
New 
Business In Force 
Alta Friendly, Pa. .I. 401,521 2,593.63 
BONEN Beles aceccces 3,291,594 16,803,33 
MD oreceresceess O. 30,236,944 181,035,272 
PG. Benneeevesaed G. 45,815,683 146,041,696 
Amer. Cent., Ind. .I. 289,212 1,811,889 
American, Mich. .... 981,500 §,217,711 
Baltimore ........ oO. 3,145,908 16,590,261 
eer I. 14,121,720 37,514,013 
Bankers Life, Ia.... 9,979,519 7 
Bankers Life, Nebr. 606,332 
Bankers. Nat’l., N. J 1,482,565 
Bankers Res., Nebr. 2,530,988 
Bank Savings, Kans. 206,500 
PE scesteseses 3,423,236 
CO eee oO. 9,703,223 
Pepe G. 26,000 
Central Life, IIl..... 112,594 
Colonial, N. J...... oO. 1,756,979 
Colonial, N. J.......I. 8,821,361 
Columbian Nat’l ..O. 2,099,743 
Columbian Nat'l. ..G.  —s......... 
Columbus Mut., O... 598,950 
Conn. Genl. ....... O. 21,905,942 
Conn. Genl. .. -.G. 22,615,727 
Conn, Mut. eoeeee 11,921,299 
Conservative, W. Va. 319,225 
Continental Amer. .. 5,501,380 
Continental, Mo. ... 858,034 
Continental, Ill. .... 2,572,279 
Equitable, N. Y....O. 72,853,173 
Equitable, N. Y....G. 61,086,850 
Equitable, Ia. ...... 12,026,449 
Eureka-Maryland ..O. 5,155,226 
Sureka-Maryland ..G. 44,760 
Eureka-Maryland ..I. 7,465,998 
Farm. & Trad., N. Y. 1,349,000 
Federal, Ill. ...... oO. 3,673,040 
Federal, Ill. ......G. 38,000 
Federal, | Serer sy I. eee 
Federal Un., O.....0. 2,720,023 
Federal Un., O..... G. 176,350 
Franklin Life ...... 639,250 
Fidelity Mut .... 13,104,304 
GBS cncccesccocess 3,592,458 
Guardian, N. Y..... oO. 4,189,072 
Guardian, N. Y.....G. 136,487 
Guardian, N. Y eck, == wr eecce 
Pee, 2 Minkeawwns 2,666,084 17 
Home Life, Del....O. 8,550,765 42 
Home Life, Del....I. 8,330,317 37,1 
Home Friendly, Md. 698,948 1 
Inter-Southn., Ky..O. 1,585,864 3 
Inter-Southn., Ky..G. 480,063 
Jefferson-Stan., N. C. 993,300 
John Hk. M., Mass.O. 15,991,479 
John Hk. M., Mass.G. 1,861,200 
John Hk. M., Mass.I. 28,950,838 
J. Mitchell M., Pa..O. 418,336 
J. Mitchell M., Pa..G. 2,897,200 
Kansas City, Mo..... 174,500 
Ky. Cent. L. & A... 1,364,514 
Knights Life, Del..O. 3,429,243 
Knights Life, Del..I. 13,719,227 
Lincoln Natl. ..... ° 5,102,632 
Manufacturers, Can... 127,993 
Manhattan, N. Y.... 404,925 
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New 
Business In Force 

Maryland .....see0+s 196,000 1,273,653 
Oe Te enccesece 22,651,390 107,887,175 
Mass. Protect. ..... 171,218 1,040,610 
Metropolitan ...... O. 111,289,218 761,412,879 
Metropolitan ...... G. 68,389,925 170,120,088 
Metropolitan ...... I, 129,793,603 620,035,594 
Midland Mut., O..... 474,917 3,158,190 
DEIGNOUE . ccccccoces oO. 6,384,005 35,470,865 
MigwOUTE ccccccccces G. 39,834,600 89,852,825 
Monarch, Mass. .... 468,650 814,000 
GR, Te. cccceececs 14,612,059 167,598,639 
Mutual Life, N. Y... 37,626,670 319,757,037 
Mutual of Balti....O. 1,638,037 2,924,037 
Mutual of Balti....1. 8,360,967 8,712,575 
Morris Plan ........ 806,250 800,750 
Natl Ben., D. C....O. 863,250 1,163,750 
Natl Ben., D. C....1. 2,083,698 3,892,725 
Natl. L. & A., Tenn.O. 201,007 751,462 
Natl. L. & A., Tenn.I. 1,863,847 3,255,581 
Natl Life, Vt........ 3,782,819 28,444,613 
Natl. Life, U. S. A.. 1,388,401 14,439,030 
New Eng. Mut....... 10,919,455 72,663,356 
New York Life..... 62,245,854 417,759,053 
North Amer., Can... 468,011 1,402,675 
North Amer., IIL... 12,000 854,268 
Northwestern Mut.... 26,533,367 258,597,990 
Northwestern Natl... 769,976 2,953,338 
Old Line, Wis....... 290,343 986,246 
Geis BG cnceseses 50,786 125,408 
Ghie Gtate ccccccces 1,531,500 2,279,974 
Pacific Mut .....e.- 1,737,886 11,663,088 
Pan-AmePr. ....-0s0-> 1,729,818 9,408,453 
Peoria cccccccceccese 2 5 2,295,479 
Phoenix Mut. ....... 5,041,709 34,310,972 
Prov. L. & A., Tenn. 80,500 256,500 
Prudential ......+. oO. .885, 843,086,363 
Prudential ........ G, 35,331,516 83,481,605 
Prudential ........ I. 194,889,608 1,024,813,409 
Ponm Biwt. .ncccsses 37,301,391 270,268,594 
Pennsylvania Mut..O. 895,366 4,173,560 
Pennsylvania Mut..G. 3,200 48,800 
Pennsylvania Mut..f. 7,503,195 24,516,212 
Philadelphia ...... oO. 4,793,003 33,674,125 
Philadelphia ...... G. 9,300 86,100 
Presby. Min. Fund.. 805,700 8,912,832 
Provident Mut. ..... 25,147,107 224,813,493 
Reliance .cccccccccce 16,238,115 78,745,350 
Re-insurance 717,202 2,899,098 
Reserve Loan 604,366 3,676,405 
Royal Union, 1,123,337 10,405,716 
Security, Va. 584,521 2,395,794 
Security Mut., 962,819 5,765,440 
Shenandoah ......... 15,500 55,780 
State Life, Ind...... 1,659,752 18,585,430 
State Mut., Mass..... 5,890,822 34,280,888 
Gam, COR. ccccssses O. 14,371,938 45,271,158 
Gem, Cam. ccccceses G. 424,750 
Sum, MG. .ccccccess oO. 4,947,255 
Sam, MG. ..ccceceses & 2 34,114,476 
Scranton ....ccccesss 9,499,651 38,349,635 
Standard, Pa. ...... 2,729,526 21,448,413 
Travelere ..-ccccece O. 34,592,523 211,194,193 
Travelere .cccccecs G. 37,603,409 160,252,470 
Twentieth Cen., IIL .O. 184,944 158,332 
Twentieth Cen., Ill..I. 64,966 39,551 
We. Geek. cccosecesere & 229,247 82,091,998 
Un, Labor .......+- o. 11,500 23,000 
Un. Labor .....2.. G. a weees 1,800,000 
Union Mut., Me..... 739,588 5,029,011 
United L. & A., N. H. 1,973,165 7,796,799 
United States ...... 1,026,210 4,773,622 
Wash. Fid. N., Ill..O. 121,235 1,465,342 
Wash. Fid. N., IIL.I. 1,465,342 1,185,409 
West & South., O...O. 2,575,404 8,399,515 
West. & South., O...I. 13,200,910 22,383,020 

WEST VIRGINIA 

New 
Business In Force 

Amer. Bankers, IIL. 509,500 1,289,250 
American, Mich. .... enesns 5,500 
Amer. Natl, Mo..... 3,000 204,256 
Amer. Natl., Tex..... 559,500 610,750 
DEES cccaseencuas 1,437,483 4,804,793 
Bankers, Ta. ....-+++ 1,372,824 7,228,417 
Bankers, Nebr. ..... 18,264 144,482 
Bankers Natl., N. J.. 477,574 354,449 
Bankers Res., Nebr... 537,756 1,690,522 
DON. ssascaenecs 243,500 814,698 
Ee, UM. sinnconss 5,782 47,436 
Colonial, N. C....... 418,000 941,000 
Columb. Natl ...... 355,77 2,252,301 
Columbus Mut. . 199,350 1,036,407 
Commonwealth, Ky... 678,369 512,974 
Serer 4,605,781 9,758,203 
we. TR. accsanons 556,610 3,922,993 
Conservative, W. Va. 2,221,066 14,601,204 
Continental Am. 231,494 642,589 
Continental, Til. 48,424 74,500 
Continental, Mo. 106,700 150,544 
Continental, D. C.... 1,789,449 1,890,648 
Equitable, N. Y.....- 15,597,328 86,267,708 
Equitable, oe 4,278,155 14,645,973 
Eureka-Maryland ... 30,020 98,174 
Farmers & Tr., N. Y. 403,500 607,500 
Federa! Un., O...... 186,627 218,192 
Fidel BUR. ceccsese 802,337 3,746,331 
Te CUS. Bicscsvecs 303,030 250,325 
Geo. Washington 1,785,471 12,015,195 
Globe, Del. .. a ae 21,000 8,000 
Great Northern ..... 28,500 15,000 
m BW. Beceess 186,026 2,373,602 
MR. Kescccsese 2,212,627 13,613,374 
Inter-Southern ...... 146,382 946,502 
Jeffers n Stand. 2,289,700 7,702,310 
Kentucky Cent. .... 2,337,441 1,827,346 
Life Ins. Co. of Va. 324,809 1,726,412 
Lincoln Nat. ....... ° 1,863,666 9,683,328 
Manhattan, N. Y.... 152,000 445,224 
SP meceieha 137,260 771,334 
Mass. Mut ......... 2,116,318 13,999,691 
Mass. Protective ..... 84,500 265,242 
Midland eer 303,468 1,012,133 
oe, ae 276,059 1,193,187 
Missouri St. ........ 1,069,102 10,910,123 
Monarch, Mass. ..... 67,500 75,500 
Mur, Plat .ceeeeee 21,150 24,700 
nutual,  ° Disassres 5,147,679 35,123,696 
ae L. & A., Tenn. 812,506 1,690,151 
National, Wk sueuwe 850,602 9,026,454 
“ational, Ill, ..cccce 634,534 3,546,502 





New 

Business 
New Eng. Mut...... 585,545 
Brew WORE scccec ° 5,373,642 
North Amer., 15,000 
North Amer., N. Y... 200,000 
North Western Nat.. 51,411 
Ohio State .......... 
Pacific Mut. ....... 
Penn, Mut. .........- 
Phildelphia ......... 
Phoenix Mut. ....... 
Pilet, BM. C..cccccsece 
Provident L. & A.... 
Provident Mut. ..... 
Prudential ........-. 
Reliance, Pa. ......- 
Reserve Loan ...... 
Becerity .ccccsccccecs 
Security Life & T... 
Shenandoah ......... 1,35 
Southeastern, S. C... 
Standard, Pa. 
State Life, Ind...... 
Sun Life, Can....... 1,68: 
Supreme, O. 
TrRAVOIOTS .cccccccces 8, 
Union Cent. 5 
Union Mut,, Me...... 
United Ben., Nebr... 
United L. & A., N. H. 
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United States ....... 
Victory, FN. .ccccece 
Wash. Fid. Natl..... 
Nat'l Ben., D. C..... 1, 
| 
| MICHIGAN | 
New 

Business In Force 
Old Line, Wis........ 1,189,404 4,169,634 
Atlantic, Va. ......- 392,607 1,212,480 
Old Colony, Ill....... 865,241 3,099,365 
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NORTH DAKOTA 









































New 
Business In Force 
Capital, Colo......... 3,500 18,000 
Central, Til. ...cccces 297,077 1,076,696 
Continental, Mo...... 154,600 2,871,257 
Fidelity Mut......... 4,195 1,619,155 
Midland Natl., S. D.. 398,070 23450,109 
North Amer. L. & C. 32,000 59,907 
Provident L. & A.... nee 4,106 
Travel. Equit., Minn. 17,500 96,000 
Mo. State Life....... 2,304,577 3,262,344 
Northwest. Natl. Life 6,042,580 29,100,767 
Agricultural ........ 57.500 182,700 
WISCONSIN 
u | 
New 
Business In Force 
Security Mut., N. Y.. 1,244,747 5,676,520 
Travelers ......++: O. 11,403,849 69,207,481 
Travelers ........s:. G. 8,409,401 22,281,992 
Travelers Equit...... 280.500 855,200 
} 
KANSAS 
—= = — 
New 
Business In Force 
Amer. Natl, Mo..... 537,000 1,070,099 
Federal, Til. ......++-+ 143,141 798,188 
Gr. Northern, Wis... 29,500 64,660 
United L. & A., N. H. 171,912 682,147 
Lincoln Lib., Nebr.... 253,000 812,500 
Fidelity Mut., Pa.... 157,311 4,253,066 
Penn Mut. ......++.- 451,909 11,645,831 
Prudential .......++. 20,922,185 72,691,272 
Guar. Secur., Kan. . 3,613,372 5,863,494 
Natl. L. & A....ceees 985,565 5,643,256 
Amer. Cent., Ind..... 1,226,937 7,792,284 
American, Mich. ..... 391,932 4,898,215 
Acacia Mut. .....+.. 414,000 3,505,600 
American, Tex. ...... 269,456 1,886,676 
BOARS .cccccesesececs 7,733,006 33,889,833 
Bank Savings, Kan.. 5,543,284 25,190,980 
Business Men's Assur. 1,966,808 4,003,020 
Farmers & Bankers. 5,295,842 29,889,123 
Equitable, Ta. ....... 1,749,069 12,802,050 
Equity, Neb. .......+. 760,500 762,500 
Cosmopolitan, Kans.. 2,564,750 5,493,750 
Continental Assur. 33,262 97,334 
Columbian Natl. ..... 1,097,432 7,889,723 
Great Amer., Kan.... 2,504,759 9,050,573 
Franklin ......++++++ 1,955,647 9,408,972 
Mass. Mut. .....ccce. 5,712,442 17,733,996 
Mass. Prot. ....+++++.+ 133,250 332,750 
Manhattan, N. Y.... 8,791 161,668 
Kansas City ....++++ 3,441,128 22,351,084 
Mutual, N. Y........ 3,648,173 28,511,173 
John Hancock Mut... 540,279 2,071,153 
Liberty, Kans. ......- 1,840,812 14,731,968 
New York Life....... 8,015,551 52,872,666 
Natl. Fid., Mo........ 370,020 1,113,423 
Monarch, Mass. ...... 12,500 17,000 
Mutual, Md. ........-. 1,691,734 2,256,634 
Midwest, Nebr. ...... 927,798 2,028,942 
Wisconsin ......+++++ $73,836 487,675 
Natl. Res., Kan...... 1,604,634 12,755,509 
Missouri St. .....+++ 1,567,571 20,395,073 
Mut. Ben. ......-+++. 906,059 12,376,843 
Manhattan M., Kans. 860,509 5,962,708 
New England Mut.... 979,834 6,271,254 
Northwestern Mut. .. 6,292,400 54,544,832 
Northwestern, Nebr... 212,000 277,500 
Omaha ...-...eeeeeee 132,500 1,052,566 
Northwestern Natl... 315,316 1,567,954 
Phoenix Mut. .....-- 405,594 3,292,416 
Natl. Life ........06:. 170,420 5,420,976 


(CONTINUED ON NEXT PAGE) 





More Money 
For Accident Salesmen 


The frequency and costliness of automobile 
accidents is leading men to buy more complete 
accident coverage than formerly. 


In the last two years the Connecticut Gen- 
eral’s average accident premium has increased 
from $30 to $50. 

Larger premiums mean larger commissions. 

Have you a revised copy of our Brokers’ Out- 
line of Accident and Health Insurance? 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











Going to Change? Make 
It Your Last Change 


If you go with the Columbus Mutual, You will 
never Seek a New Connection for its Distinctive 
System Guarantees Lowest Net Cost and Satis- 
faction to Policyholders and Maximum Compensa- 
tion and Satisfaction to Fieldmen. This Company 
does not Lose Policyholders Financially Able to 
Keep their Insurance in Force nor does it Lose Pro- 
ducing Agents. 


There are no Middlemen—General Agents, 
Branch Managers, etc. Great Savings, thus Effected, 
go to Policyholders and Fieldmen. 


_ The Columbus Mutual’s Agency Appointing 
Privilege Opens the Door to the Most Profitable 
Endeavor in Life Insurance. 


An Immediate Inquiry Will Well Repay You. 


COLUMBUS MUTUAL LIFE 


Cc. W. Brandon, 
President 





‘*BEST in the BEST Chart’ 


























18 





THE NATIONAL UNDERWRITER 








April 5, 1929 




































































(CONT’D FROM PRECEDING PAGE) 


























































































New 
Business In Force 
Ohio Natl. ..ccccccce 6,000 6,000 
Occidental, N. C 334,742 1,110,267 
Register, Ia. .....+++- 48,517 423,248 
Pacific Mut. ....seeee 1,082,901 6,628,750 
Provident Mut, ...... 569,250 4,637,234 
Reliance, Pa. ......+-+ 792,662 4,658,238 
State, Ind. ..... ° 197,370 3,712,470 
Res. Loan ...ceessees 1,657,426 3,595,336 
Reins. Life, Ia....... 1,034,044 7,425,382 
Beocurity ...c-scccccce 673,350 1,463,724 
St. Louis Mut........ 234,000 282,368 
United Life, Kans... 3,377,419 4,410,919 
Wash, Fid. Natl...... 347,251 853,835 
Victory, Kans. ...... 1,751,338 14,109,685 
Bankers Natl, Colo.. ¢ 141,075 107,925 
Bankers Res., Neb... 749,761 7,973,445 
Berkshire .....ee+se¢ 41,780 128,502 
Capitol, Colo. ....... 94,500 1,237,630 
Central, Ill. ...ceeees 39,233 210,987 
Central, Kans. ......- 1,473,831 11,589,322 
Central Sts., Mo...... 798,379 4,057,489 
Chicago Natl. ....... 62,000 594,492 
Conn. Mut. .cccesece e 1,138,048 12,028,546 
Equit. Sav., Kans ° 4,833,150 7,360,787 
Farmers Un. Mut., Ia. 642,500 1,786,000 
Globe, Del. ..ccccesee 9,500 9,500 
Great Republic ...... 166,641 804,439 
Great Western, Ia... 834,000 1,303,003 
Guaranty, Ta, ...eee- 745,079 1,456,895 
Guardian, N. Y....+- 192,148 3,185,785 
Home, N. Y.....+++ 490,938 4,476,983 
TIONS .cccccccecesse 3,940,623 21,934,310 
Inter-Southern, Ky... 683,220 2,377,271 
La Fayette ....sceees 11,605 332,130 
Lincoln Natl, .....e+. 2,405,575 7,070,033 
Midland, Mo. .....«+.+ 2,455,769 11,108,338 
Minnesota Mut. ....- 1,167,291 4,645,782 
National, Ill. ....+++ 1,557,458 8,129,786 
North Amer., Ill..... 220,000 2,614,955 
Old Line, Nebr. ..--- 671,050 1,782,900 
ee 1,857,226 11,895,634 
Reliable L. & A., Mo. 133,347 126,732 
Rockford ...seeesees 154,304 441,695 
Royal Un., Ia.......-. 1,058,200 14,721,487 
St. Joseph ......+50+% 119,500 942,727 
Security Mutual, Neb. 308,973 3,588,472 
Security Mut., N. Y.. 328,565 1,299,950 
Springfield, Ill. .....- 61,247 1,221,727 
Union Central ...... e 2,001,800 17,370,428 
Union Mutual, Mo... 13,140 158,349 
Wisconsin ..ccerccces severe 12,000 
KANSAS ccccccccccccs 2,558,053 13,823,097 
Penn Mutual ........ 451,909 11,645,831 
Atlanta ..ccccccerces 103,500 135,000 
American, Colo. ..... 880,449 1,050,449 
Travelers ..cccccccce 6,450,813 26,949,411 
Connecticut Gen. .... 3,016 2,863 
Equitable, N. Y....-+- 9,751,652 38,360,928 
Metropolitan .....++.- 22,839,313 97,675,711 
Bankers, Neb. .....- 2,809,204 23,655,973 
Bankers, Ia. ....... ° 3,218,453 24,108,819 
American Sav., Mo.. 7,877,407 8,212,407 
Amer, Old Line, Neb. 61,500 688,743 
Central, Ta. .sccocces 303,795 2,454,494 
Continental, Mo. ..... 164,821 2,191,678 
Federal Res., Kan.... 1,433,760 16,658,612 
Natl. Sav., Kan...... 2,855,707 10,631,856 
Great Southern, Tex.. 648,852 2,799,566 
Natl. Old Line, Kan.. 2,065,198 2,065,198 
Pioneer Natl., Kan... 1,051,500 1,008,500 
Priairie, Neb. ....++. 255,000 280,308 
United Ben., Neb..... 659,500 704,438 
Sentinel, Mo. ......«. 449,045 480,045 
IOWA 
New 
Business In Force 
Bankers Life, Ia..... 19,207,317 120,837,056 
Cedar Rapids, Ia..... 2,856,798 18,799,294 
Central Life, Ia...... 6,827,395 44,467,511 
Am. Farmers Mu.,, Ia, 722,500 1,081,500 
Des Moines L. & Mu, 3,150,517 14,913,398 
Farmers Un. Mut., Ia. 793,000 6,352,110 
Great Western, Ia.... 786,000 2,602,000 
Guaranty, Ia. ...... ° 4,022,652 24,063,033 
Hawkeye ....ccccccce 1,124,100 7,465,122 
Reinsurance Life .... 1,136,738 12,310,242 
Register ....ce.s0. . 3,220,719 26,894,361 
Meyal UR. cccceccccce 3,830,482 65,041,904 
Webster ....cceseeees 194,950 419,961 
Abraham Lincoln 266,470 1,454,103 
Acacia Mut. ......... 778,000 3,671,750 
AGRA cccccvcccccss oO. 4,066,291 28,033,129 
AGAED cocccececeses G. 2,608,850 7,273,000 
Amer. Bankers ..... 159.608 736,589 
American Cent., Ind.. 83,772 1,498,062 
Amer. Life, Mich.... 404,005 8,463,455 
Amer. Life, Tex...... . 90,500 1,043,368 
Amer. Math, Me@..cccs  cevcse 173,828 
Amer. Natl, Tex.... 218,790 833,527 
Amer, Old Line, Neb. 253,500 885,177 
Amer. Res., Neb...... 892,500 892,500 
Bankers Life, Neb... 642,576 8,251,191 
Bkrs. Res, Life, Neb. 482,506 6,285,489 
OEMS. 66000080600 1,078,836 4,971,169 
Bus. Men’s Assur..... 794,611 1,197,461 
Capitol Life, Colo.... 107,000 227,000 
Central Sts. Life, Mo. 127,000 124,500 
Chicago Natl. ....... 47,500 75,000 
Columbian Natl. ..... 481,607 2,450,753 
Columbus Mut. ...... 81,500 314,620 
Conn, Gen, ..cecesers 480,349 2,586,740 
Conn, Mut. ....+++6. ° 4,147,616 29,875,516 
Continental Assur. ... 440,340 1,122,163 
Continental Life, Mo 307,335 1,339,460 
Equit. Life, N. Y..O. 10,217,476 65,202,409 
Equit. Life, N. Y¥..G, 936,992 3,213,183 
Equity Life, Neb..... eevee 65,000 
Farm, & Bkrs., Kan.. 72,786 278,359 
Federal Life ......se¢ 1,920,399 4,546,494 
Fid, Mut. Life......+. 6,100 1,877,124 
Franklin ....ceeeeees 130,955 935,835 
Girard .nccccccccccce 5,085 26,684 
Gr. Northern ...... ee 132,210 600,599 
Guardian, N. Y...... 568,891 8,489,162 
Home, N. Y.....eeee8 68,117 1,027,645 
Indianapolis ......... 455,044 1,010,754 
John Hancock Mut.O, 2,686,648 13,160,146 
John Hancock Mut.G. 1,449,600 1,392,050 

















SHOULD A POLICYHOLDER CHANGE HIS 
,OLD INSURANCE FOR NEW CONTRACTS? 


Plain and Comprehensive Statement Issued by the United States 
Chamber of Commerce 











HE insurance department of the 
United States Chamber of Com- 
merce has gotten out a bulletin for 
the benefit of its members dealing with 
the question of changing one’s old life 
insurance for new. This question has 
always been a vexing one for the lay- 
man, The United States Chamber of 
Commerce insurance department has 
dealt with the subject from strictly a 
business standpoint. Its bulletin should 
be read carefully by every agent as it 
gives from an impartial standpoint ad- 
vice that is most excellent. The United 
States Chamber of Commerce says: 
“Business concerns constantly urge 
people to trade the old motor, radio, 
house, or whatever other commodity it 
may be in exchange for the latest and 
newest model. Investors likewise make 
it a practice to change their security 
holdings from time to time when an 
opportunity for profit presents itself. 
Investment brokers make it their duty 
to solicit changes profitable in nature to 
their clients. Generally speaking, it is 
considered good business to discard the 
old for the new if such can be afforded 
or a profit results thereby. 


Application to Life Insurance 


“However, the idea of change is not 
‘good business’ in the case of a life in- 
surance policy for life insurance is not a 
commodity. It represents the purchase 
of an estate, by a series of ‘install- 
ments’; the estate is guaranteed from 
the start and becomes immediately a 
cash asset in the event of death. Upon 
being carried through after purchase 
to the end of the ‘installment’ plan, it 
provides the insurer or his beneficiary 
with certain cash funds. A change of 
plan or rearrangement involves the same 
fundamental idea and can not improve 
upon it. While a new policy for the 
same amount in some ways may be com- 
parable, there are values in an old policy 
that can never be replaced. 


Building Up Reserve 


“The building up of a reserve on a 
life insurance policy is necessary in order 
that a fund may be accumulated in its 
early years to take care of later years, 
when otherwise the cost of protection 
to the policyholder would be prohibi- 
tive. It is the temptation to use the 
cash offered by this reserve to buy new 
insurance, or most likely something else, 
which defeats the original purpose of a 
life insurance policy. When a policy is 
paid for, or partially paid for, the col- 
lection of its cash value by the insured 
means that he must start his assured 
estate all over again, which, because of 
increased age and other considerations, 
can never be secured at the previous low 


rate. 
Advantages of Old Policy 


“The old policy, with its reserve, also 
offers many advantages that the new 
cannot; for example, each premium paid 
increases its cash value in a greater pro- 
portion than in the earlier years of the 
new policy, thereby furnishing better 
collateral security. If each policy is of 
a dividend paying nature, dividends are 
larger under the old than the new. Any 
new policy likewise will contain first and 
second year restrictions which through 
lapse of time have expired on the old. 


Dangerous Psychological Element 


“Sometimes an expert with figures can 
make a change look very attractive but 
there .is a mathematical equivalent for 
every argument that may be advanced. 
Moreover, figures do not really enter into 
the matter, for above all in a change of 
policy is the dangerous psychological ele- 
ment. While it may be argued that the 
cash value of the old policy can be in- 
vested at a high interest rate and interest 
earnings applied toward the increased pre- 
mium (due to advanced age) of the n&éw 
policy yet there is a very grave danger 








that such will not be the case. Not only 
does experience show that the assumed 
interest rates usually cannot be realized 
but it is also shown that the principal 
itself is in many cases dissipated. 


Replacement Costs 


“Certain insurance costs, moreover, 
must be borne by every policyholder who 
allows his old insurance to be replaced 
by new. The solicitor with a selfish mo- 
tive in view has advocated replacement 
because of the commission to be derived 
for himself from any form of new insur- 
ance. This cost then must be borne over 
again by the unwary insured client. In 
addition to higher premium costs at the 
attained age for a new policy there also 
exists the uncertainty of whether the 
new policy can and will be carried 
through future years and unknown con- 








PROTECT YOUR 
INSURANCE 


As a policyholder it is essential 
to realize: 

1. That every life insurance pol- 
icy has certain definite property 
values and that every responsible 
life insurance company serves the 
policyholder as a protective trustee, 
compounding its investments con- 
tinually for the benefit of its 
policyholders. 

2. After the original premium 
on a life insurance policy in a well- 
managed life insurance company 
has been paid, the acquisition cost 
for securing this policy has also 
been paid. 

3. A change in policy results in 
acquisition costs being paid a sec- 
ond time. The twister or abstrac- 
tor, who seeks to secure a change 
from the original policy to one in 
some other company, as a rule 
does so for the sole purpose of 
making a commission for himself. 




















ditions up to the point reached by the 
old one. Likewise, the insured keeping 
his old policy enjoys the supreme satis- 
faction of knowing that its cash value is 
an undivided share in an aggregate of 
many millions, never falls below par and 
is always available for emergency use. 


Does It Ever Pay? 


“Occasionally justification, depending 
upon individual circumstances, may be 
found for a change in policy. For ex- 
ample, a very common illustration is the 
conversion of insurance providing protec- 
tion alone into that containing a savings 
feature. When solicited to make a change 
in insurance, however, it is most gener- 
ally agreed that the proper procedure for 
the policyholder is to ask for the full 
proposal to be submitted in writing. 
This should then be referred to the origi- 
nal soliciting agent (if available), the 
company in which the policyholder is 
insured, the local life underwriters’ assov, 
ciation or the state superintendent of in- 
surance, asking advice. By following 
such a course the insured will be pro- 
tecting his own best interests. 


Twisting Is Involved 


“The danger of loss from a change in 
insurance is so generally admitted that 
many of the states have laws designed 
to curb the efforts of those individuals 
who for profit to themselves try to sway 
the unwary investor. Methods used in 
securing a change in policies usually are 
based on misrepresentation or incom- 
plete comparisons; this practice of mis- 
representation or incomplete comparison 
between two or more life insurance poli- 
cies is called ‘twisting.’ 

_“We find in most states a law for- 
bidding ‘any misrepresentation or incom- 
plete comparison of policies, oral, writ- 


ten or otherwise, to any person insured 
in any company, association or exchange 
for the purpose of inducing or tending to 
induce a policyholder in any company, 
association or exchange to lapse, for- 
feit or surrender his insurance therein 
and to take out a policy of insurance in 
another company, association or ex- 
change insuring against similar risks.’ 
This is ‘twisting’ and is subject to severe 
penalties. 
Twist of a Policy 


“Cases wherein twists of a policy occur 
as a rule are those on which a policy 
loan exists, although the policyholder 
without a loan may also be approached. 
The proposition usually advanced in the 
latter cases is to take the value of the 
old policy when surrendered and invest 
it so that interest earnings may be ap- 
plied toward a reduction of premium 
costs of a new policy. Under such a 
system a total amount of new ‘insurance,’ 
equal to the face value of the new policy 
plus the cash surrender value of the 
old, is provided which usually is ad- 
justed to aggregate as much or more 
than the old insurance. 


Interest Rate Enters 


“To the average policyholder figures 
favoring such a change may be presented 
that are most plausible and seem un- 
answerable. However, the figures as a 
rule are arrived at by the assumption 
that a higher interest rate will be earned 
by the policyholder than the company 
guarantees. On the other hand when the 
interest rate assumed to be earned on 
the cash value of the original policy is 
the same as the rate guaranteed by the 
insuring company, a higher outlay will 
always be found necessary for replace- 
ment. As life insurance companies in 
actual practice allow, through dividends 
or initial net level premiums, an interest 
rate of 4% to 5 percent, the assumptions 
of gain to the insured depend upon his 
ability to earn a higher interest rate 
than that given above. 


Fallacy of the Argument 


“The actual fallacy of the argument 
for a replacement of policy, however, is 
most cleverly concealed. In a vast ma- 
jority of cases no interest is earned by 
the individual—for any amounts with- 
drawn upon surrender of an old policy 
are spent, not invested, and the transac- 
tion from an economic standpoint is al- 
most purely a loss. In an anneal to the 
insured’s confidence in himself that he 
can forego the company’s guaranteed 
protection to his savings and invest them 
at a better rate of interest, the fact that 
income and personal property taxation 
will reduce income earnings likewise is 
entirely neglected, as is also the possi 
bility of an unfortunate investment 
wiping out all or part of the principal. 
In addition assumptions are based upon 
present interest rates to continue, where: 
as few individuals are able to invest 
funds safely over a period of years ané 
earn as much as that paid by the com- 
pany with whom they were originally ir 
sured. 

Policies With Loans 


“The cases in which twists are a 
tempted are comparatively few wher 
the insured has not borrowed under th 
policy as compared with those under 
which there is a policy loan. In thes 
latter cases it is argued that the policy 
holder is now paying annually the pre 
mium plus policy loan interest for whic! 
he receives ‘insurance’ protection equ# 
to the face amount of the policy less ™ 
amount of the loan. 


Misrepresentation Is Made 


“The arguments advanced in these 
cumstances, however, contain sever 
fallacies and misrepresentations; for 
ample, no reference is given to what h® 
become of the loan. Although in ™ 
vast majority of cases amounts borrowe 
on policies are spent and not investe? 
yet, regardless of the use to which ™ 
loan is applied, if it is not secured fro" 
the insurance company it would have * 
be secured elsewhere at approximate! 
the same rate of interest. Where ™ 
loan is invested at a rate of inter 








equal to that charged for the 
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neither a loss nor gain is realized by 
the insured and the transaction has 
affected only the insured’s equity in his 
policy. The loan has no effect whatever 
on the cost of the insurance. 

“Many of the states have anti-twisting 
laws, and in practically all efforts are 
made by the state insurance commission- 
ers to guard against twisting methods. 


New York Law 


“The New York law on the subject 
of twisting, generally believed to be one 
of the best, is as follows: No life in- 
surance corporation doing business in 
this state and no officer, director, repre- 
sentative or agent therefor or thereof, or 
any other person, co-partnership or cor- 
poration, shall issue or circulate, or cause 
or permit to be issued or circulated, any 
illustration, circular or statement of any 
sort misrepresenting the terms of any 
policy issued by any such corporation or 
the benefits or advantages promised there- 
by, or'any misleading estimate of the! divi- 
dends or share of surplus to be received 
thereon, or shall use any name or title of 
any policy or class of policies misrepre- 
senting the true nature thereof. Nor 
shall any such corporation or officer, di- 
rector, representative, or agent thereof 
or any other person, co-partnership or 
corporation, make any misleading repre- 
sentation or incomplete comparison of 
policies to any person insured in any 
such corporation for the purpose of in- 
ducing or tending to induce such person 
to lapse, forfeit or surrender his said 
insurance. The superintendent of insur- 
ance may in his discretion revoke the 
certificate of authority issued to any 
corporation or agent on his being satis- 
fied that such corporation or agent has 
violated any of the provisions of this 
section. Any violation of this section 
shall constitute a misdemeanor, and it 
shall be the duty of the superintendent 
of insurance to revoke the certificate of 
authority of the corporation or agent on 
a conviction for so offending.” 


CHOOSE AVIATION RISKS 
TO STUDY EXPERIENCE 


(CONTINUED FROM PAGE 9) 





lines is rapidly increasing. The plane 
is flown only after it has been properly 
warmed up and tested. At the conclu- 
sion of the flight it is properly taken 
care of immediately, and any ‘aecessary 
repairs made by high-class mechanics. 
Secondly, the ground organization of a 
transport company includes arrange- 
ments for the inspection of pilots. 

“The pilot at the preseat time is cer- 
tainly the greatest single factor in the 
successful flight. All pilots before they 
fly must be licensed and that license ob- 
tained only after passing satisfactory 
physical and mental tests. This is an 
excellent regulation of the Departmeat 
ot Commerce and is supplemented by 
Separate requirements of a few states. 


Qualifications of Pilots 


“However, the license cannot guar- 
antee that the pilot is in good physical 
and mental condition immediately pre- 
cediag each flight as he was on the day 
he successfully passed the required 
Physical and mental tests. The ground 
organization of the transport company, 
which in addition to the chief pilot often 
includes a physician, does guarantee to 
a greater extent thaa any other agency, 
the continued qualifications of the pilot. 
_ The pilot of the transport company 
's selected with great care from among 
the ranks of the more experienced in- 
ependent pilots and he is permitted to 
ty the big transport plaae only after he 
's thoroughly familiar with the planes 
and the route, and only when in good 
condition. ‘Safety first’ is certainly the 
Policy of the transport company of to- 
‘ay. They take no chances with the 
‘ves of their passeagers or with the 
money represented by the multi-motored 
transport plane. 


Uses Charted Airway 
‘ . 
Third, the transport company is 


selected because it operates over a 
“farted airway between two established 


airdromes which are the next two con- 
siderations. 
“Flying is safer on a charted airway 
than across unfamiliar aad unprepared 
terraia. If motor trouble develops there 
is no reluctance on the part of the pilot 
to land in any one of the emergency 
landing fields which are interspaced 
aloag the entire airway. On flights 
over country where no airways have 
been developed, emergency landing 
fields are few and far between and their 
quality is unknown. The tendency of 
aay pilot is to postpone if possible the 
necessity to land upon a surface about 
which he has some misgivings and 
where he may not be able to make 
necessary repairs and take off without 
causing his passengers inconvenience. 
Weather Reports 


“Aloag most of the charted airways 
information concerning the weather is 
available and this is procured before the 
dispatch of the transport plane. If 
even slightly unfavorable conditioas are 
to be encountered, the pilot is warned. 
It goes without saying, that if the 
weather is sufficiently unfavorable, no 
flight is permitted. A great deal of ex- 
tensive work has been done by the gov- 
ernmeat in this direction during the 
last few years. Old ideas concerning 
air currents and their direction and 
velocity have been completely upset and 
the value of this governmental help to 
aviation is increastag each year. 

“The pilot who is flying over the 
charted airway learns his route so that 
he knows how the terrain looks in the 
day and night time, in foggy or hazy 
weather aad in the sudden thunder 
shower. He is not lost by the unex- 
pected flurry of snow in winter. The 
more dangerous the terrain over which 
he flies, the more important it is that 
he fly the same route over and over 
again. . 

Must Prove Reliability 

“It is unnecessary to poiat out that 
the airway over a flat, level country of 
plains is far less hazardous than the 
route which takes the pilot over rough, 
rugged, wooded country where a land- 
ing is almost impossible, or even lakes, 
Or mouwatains which frequently cause 
quickly changing weather and wind 
conditions. If the transport companies 
operate over the more hazardous type 
of airway, it is impossible to believe 
that they will succeed in transporting 
many passengers until they have proved 
that their equipment and organization 
guarantee persistently safe flights. The 
independent pilot or private owner can 
hardly do this. The charted airway is 
also lighted by beacoas which enable 
the pilot to follow very closely his 
course and which mark emergency land- 
ing fields with which he is thoroughly 
familiar. 

“The names of cities and towns ap- 
pear on the building roofs along the 
charted airway. They are a definite aid 
to aerial iaavigation and it is desirable 
to have several such signs in any large 
community in order that the pilot who, 
in adverse weather conditions, has to 
come down close to the ground at va- 
rious times during his flight, will be able 
to find such a directional sign almost im- 
mediately and be able to regaia a safe 
altitude. 

“It is at the established airport where 
the airplane receives proper inspection 
and overhauling, and the pilot is in- 
spected; and it is the source from which 
the weather reports emanate. If the 
plane or pilot is not in good condition, 
a substitutioa can be made immediately. 


Will Accumulate Experience 


“These factors will tend to show 
why it is necessary for a life insurance 
company issuing a noncancellable con- 
tract to select with care from among 
those people who present the aeronaut- 
ical hazard, a limited class where the 
consideratioas of risk appear to be as 
nearly constant as is possible. It is 
only by such a method that an expe- 
rience can be accumulated upon which 
calculations can be made and wader- 
writing determination reached.” 
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Going Forward 


Another year of steady progress 
—the most successful in the Com- 
pany’s history—has been added 
to the already successful record 
of “The Company of Co-opera- 


tion.” New policies, bigger plans 
for co-operation with agents and 
a larger organization gives us 
greater facilities for serving the 


policyholder. 


“This is the Company of 
Co-operation” 


Do you need our help? 























Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 


a few Life Insurance Companies 


in the United States. 


Through 


the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 


surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 


Organized 1845 
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UNITED LIFE 


$5,000 
ALL IN ONE POLICY 


Any natural death 


Certain accidental deaths 


Accident Benefits $50 per WEEK for fifty-two weeks 
$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 


come—Non-medical. 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. 


him direct . . . and directly. 


Inquire! 





Any accidental death..........+. oebeeees eceess 


A POLICY YOU CAN SELL 


Our Company offers complete protection. 


Write 





AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 
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Tendency Toward Comprehensive Grouping 


THe purchase of the Detroir Lire by 
the Insurance Securities CoMPANy, 
which owns a string of companies headed 
by the Union Inpemnity of New Orleans, 
brings again to the front the tendency in 
some directions to bring about all-cover- 
age insurance under one management, best 
exemplified in the TRAvELERS and AETNA 
Lire organizations. The Union INDEM- 
NITY people built a casualty and fire organ- 
ization and then felt the necessity of hav- 
ag life insurance facilities for the agents 
of their various companies. The AETNA 
Lire and Trave.ers, of course, have made 
a great success of their all-coverage insur- 
ance policy from a salesmanship stand- 
point. 

The argument has been set forth that an 
insurance man selling all kinds of insur- 
ance is able to reduce his waste if he can 
confine his time and energy to fewer 
clients but sell them all kinds of insurance 
and map out a program both for all his 
demands. Some agents are able to do this 
without difficulty. They may not be spe- 
cialists in the more complicated cases that 
require special treatment. It has been 
found successful for a life company to 
write accident and health insurance. In 
fact, life, accident and health are personal 
lines of insurance that can be sold readily 
one agent. The introduction of the 
total and personal disability and double in- 
demnity clauses in life insurance has served 
to accentuate the need for life insurance 
men selling accident and health insurance 
along with life. 

There are a large number of life insur- 
ance specialists whose time is given largely 
to dealing with the needs of the moneyed 
people that require an expert knowledge 
of the adaptability of life insurance to 


by 


various demands. There will always be 
these specialists. In like manner, there 
will be specialists that find their greatest 
satisfaction in selling marine insurance, 
fire insurance and its allied lines and others 
casualty insurance and surety bonds. 

There is probably a place for the all 
around insurance man who sells all kinds 
of insurance and relies on his general 
office for special help in case he meets 
with a large case that requires: special 
treatment. 

Whether in time the grouping of com- 
panies will include life insurance remains 
to be seen. The tendency of the times is 
for large fire insurance groups to have 
one or even more casualty running mates. 
In days gone by a local agent sold largely 
fire insurance and its allied lines, which 
were then few. Those selling casualty 
and surety bonds confined themselves to 
their bailiwick. Now, however, an insur- 
ance salesman is rare who sells only fire 
insurance and does not have casualty lines. 

In the large cities the tendency undoubt- 
edly is for the general insurance agency 
selling fire and casualty insurance to have 
a life insurance department, or at least 
to have a contract with a life insurance 
company. Even if there is no contract for 
an agency, the business is brokered. Life 
insurance will continue at least for many 
years to be a specialty that will require 
individual salesmen. There are cases that 
certainly demand expert treatment. The 
average insurance agent or broker, how- 
ever, who sells to the average insurance 
buyer will be able to acquire sufficient 
knowledge to sell him all lines of insur- 
ance. That is being done more and more. 
Insurance companies are recognizing this 
tendency. 


Benefit of a Prepared Program 


GENERAL Acent E, R. SHANNoNn of 
the Connecticut Mutua Lire at Wilkes- 
Barre, Pa., declares that when an agent 
plans his work for the morrow the day 
before, he can sleep much more com- 
fortably at night. He knows that his 


Salesmanship a 


L. D, Hemrineway, general agent of 
the Connecticut Mutuat Lire at Pitts- 
burgh, makes tthe statement that the de- 
gree of service after a sale is what 
determines whether salesmanship is to 
be a science or an art. Too many men 


program will be ready for him the next 
morning. There wifl be no doubt in his 
mind as to what he is going to do or 
where he will go. He works, therefore, 
systematically and gets results from the 
work that he does. 


Service or Art? 


dismiss a prospect when a policy is de- 
livered and a settlement is made. The 
conscientious man will cultivate his cli- 
ents assiduously and see to it that every 
possible assistance is given them so far 
as life insurance is concerned. 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








Roger Williams Budlong, who has 
been life insurance editor of the ‘Weekly 
Underwriters” of New York for the 
past three years, has resigned to join 
the publicity department of the Trav- 
elers, with the plan of eventually taking 
over the editorship of “Protection,” the 
publication of that company, in addition 
to other publicity work in association 
with W. Van Beynum, publicity 
manager. Mr. Budlong is of an old 
insurance family, now represented in 
the business by four members. His 
father, E. ‘C. Budlong, is vice-president 
of the Federal Life of Chicago. One 
brother, Richard C., is publicity man- 
ager of the Northwestern National Life, 
and another brother, Theodore W., is 
in the accident and health underwriting 
department of the Commercial Casualty. 
The other brother, an artist in Chicago, 
has done considerable work in insurance 
advertising. Roger Budlong is a graduate 
of Grinnell College of the class of 1926 
and, after a European tour, at once 
joined the “Weekly Underwriter,” with 
which he has since been connected as 
life insurance editor. He has built a 
large friendship in New York and the 
east and is well known to the insurance 
fraternity. 

W. Eugene Roesch, for the past five 
years associate editor of the “Specta- 
tor,” has resigned to assume an official 
connection with the Equitable Casualty 
& Surety of New York City. 


Frederick H. Kreismann, president of 
the St. Louis Mutual Life and head of 
a large general insurance agency bear- 
ing his name in the Pierce building, St. 
Louis, has been named a member of 
the special federal board of inquiry to 
investigate the dispute between the 
Texas & Pacific Railroad and certain 
of its employes. Mr. Kreismann is a 
former mayor of St. Louis. 


Charles L. Scott, g general agent of the 
Massachusetts Mutual Life in Kansas 
City, and Mrs. Scott have announced 
the engagement of their daughter, Mar- 
jorie, to John A. Moore, Jr. Mr. Moore 
is associated with his father in the Rie- 
ger-Moore Realty Company of Kansas 
City. The wedding will take place early 
in the fall. 

M. D. Shirey, state agent of the Sen- 
tinel Life in Indiana, recently wrote 16 
members of one family in a single call. 
It was a family of farmers near In- 
dianapolis. Mr. Shirey wrote life appli- 
cations on the farmer, his wife, all the 
children, and a married daughter and 
her twin sons. The applications ranged 
from $1,000 to $2,500, and amounted to 
a little less than $30,000. 


Former Governor Alfred E. Smith of 
New York, who was the Democratic 
candidate for president last November, 
was elected a director of the Metro- 
politan Life at the recent meeting of 
the board. 


Elmer E. Rullman, who has been 
age of the State Life of Chicago, 
has left the life insurance business and 
is now head of the Dramaphone Com- 
pany, an organization that is promoting 
talking movies. Mr. Rullman at one 
time was manager of the Acacia Mutual 
Life of W ashington, D. C., in Chicago 
end built up quite an agency. He called 
this the Craftsmen’s Agency. He took a 
general agency in the Columbus _Mu- 
tual Life and specialized on its “pre- 
ferred endowment.” He then organized 
the Builders Mutual Life. which later 
changed its name to the State Life. 


Bush W. Allin of Harrodsburg, Ky., 
assumed his duties as insurance a 
missioner of Kentucky Monda 
Allin is an insurance man, o> 
director of the Burley Tobacco Co-o; _ 
ative Association. Shelton M. Sa 





retiring commissioner, was presented 





with a beautiful ten-piece set of silver 
Saturday when he relinquished his office. 
The presentation speech was made by 
Former State Senator White L. Moss 
of Louisville, president of the Kentucky 
State Life. Mr. Moss was accompanied 
to Frankfort for the presentation cere- 
monies by Julian Irvin of the Inter- 
Southern Life; I. Smith Homans and 
Monroe Smith of the Commonwealth 
Life and Ben F. Ewing of the Kentucky 
State Life. 


About 200 agents, brokers and offic em- 
ployes of the Aetna Life and affiliated 
companies in San Francisco met Presi- 
dent Morgan B. Brainard at a luncheon 
last week with E. H. Lestock Gregory, 
general agent of the life department, 
and J. R. Molony, manager of the cas- 
ualty and fire departments, as_ hosts. 
Mr. Gregory presided and introduced 
Mr. Brainard, who spoke briefly and 
entertainingly while “getting over” the 
message of the company’s principles and 
ethics. Other speakers were Mr. 
Molony and Louis R. Redman, attorney 
for the companies in San Francisco. 

Mr. Brainard went to San Francisco 
from San Diego by automobile, stopping 
at Del Monte en route. He traveled 
west by steamer through the Panama 
Canal and landed for the first time in 
California at San Diego. Prior to the 
trip to San Francisco he addressed the 
Los Angeles “Aetna-izers.” He is ac- 
companied by Mrs. Brainard. 


Edmund §S. Cogswell has been ap- 
pointed by Commissioner Brown as sec- 
ond deputy commissioner of insurance 
of Massachusetts to succeed Hosea 
Harden, who died last week. The gov- 
ernor and council have approved the ap- 
pointment. 

Mr. Cogswell graduated from Har- 
vard in 1906 and immediately entered 
the actuarial department of the New 
England Mutual Life, where he served 
until 1913. From that position he went 
into the state service as secretary of 
the teachers’ retirement board, of which 
former Commissioner Frank H. Hardi- 
son was chairman. In 1916 Commis- 
sioner Hardison appointed Mr. Cogs- 
well chief of the workmen’s compensa- 
tion bureau of the insurance depart- 
ment and soon after he was made third 
deputy commissioner, serving under 
Commissioner Hardison and his suc- 
cessor, Clarence W. Hobbs. 

In 1920 Mr. Cogswell became secre- 
tary and manager of the National As- 
sociation of Mutual Casualty Com- 
panies with headquarters in New York. 
In October, 1923, Mr. Cogswell resigned 
this position to become secretary and 
actuary of the Massachusetts state com- 
mission on pensions, of which Mr. 
Hardison was chairman, and served u 
til the commission completed its w “4 
Since then he has been engaged in con- 
sulting actuarial work, particularly in 
connection with non-cancellable acci- 
dent and health insurance and pension 
and retirement systems. 

He has had much experience in_ rate 
making, having been a member of ee 
ing committees of the National Coun 
on Workmen’s Compensation Insurat — 
in New York for several years prior to 
1923. He is a member of the Casualty 
Actuarial Society. 

The Sentinel Life of Kansas City re- 
cently offered a $5 bill to the agent who 
would send in the best newspaper clip- 
ping showing the need of life insurance. 

Shelley of Kansas City, Kan., 
won the prize with a clipping about 3 
family traveling cross country in a dilapi- 
dated Ford, who became stranded in his 
town when the father became ill. How- 
ever, Mr. Shelley did not stop after he 
had won the $5 but became interest? 
in the family, saw that food and clothing 
were supplied for the wife and six child- 
ren and medical attention for the father, 
who died a few days later. Then he 
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found a sale for the antiquated Ford | new business in leading life companies, 
and with the money sent the family back | sold $1,400,000 the first three months of 
to their home. Needless to say the| this year. Mr. Stinde places business 
jather carried no life insurance. with eight companies. The March num- 
— — ber of the “Executives Magazine,” 
yer Eugene B. Stinde, free lance life in-| published in St. Louis, carried an inter- 
ce 
by 





surance salesman of St. Louis, who an-| view with Mr. Stinde on modern methods . 
wally places upwards of $3,000,000 of | of selling life insurance 
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er- 
ind , ° 
- GOES WITH BEERS & DE LONG|McLERANS GO WITH HEIFETZ / 
sky 
Clyde S. Mattison Will Help Direct the | Have Been Associated With the Home QO Uu V1 e 
-m- Brokerage Department of the Life in Chicago for a Number 
ted Mutual Benefit of Years 
esi- 
— Clyde S. Mattison has joined the George R. McLeran and his son, Don- 
sty Beers & DeLong general agency of the | ald O. McLeran, who have been asso- 
a8 Mutual Benefit in New York, to help | ciated as Chicago general agents for the 
oe in directing the brokerage department. Home Life of New York, have gone 
ced Mr. Mattison is only 37 years old, but | with the Samuel Heifetz ‘agency of the 
aad he has had a long and successful life | Mutual Life of New York, with offices 
the insurance career. He is the son of M.|in the Insurance Exchange building in 
and M. Mattison, general agent for the Mu-|that city. They operated formerly as 
Mr tual Benefit at Anderson, N. C., and for | George R. McLeran & Son, but here- 
<r 12 years he was associated with his | after will do business as George R. Mc- 
iather as field supervisor. After service Leran and Donald O. McLeran. George 
ane ; lieutenant in the field artillery Me: R. McLeran was for 13 years with the 
Soe ve war, he joined the Johnson & Clark | Northwestern Mutual Life in Chicago 
J d agency of the same company at Detroit, | before going with the Home Life 18 
an eng field supervisor there for two | years ago as Chicago manager, and for 
ee years. He then went to the home office, the past year or two as general agent. 
‘the icing field service manager for two | He served as president of the Chicago 
the vears, working as assistant to Agency | Life Underwriters Association in 1915 
ate i ice-President Oliver Thurman. Mr. | and was on the executive committee of 
“it Mattison visited many general agencies | the National association from 1915 to 
n that capacity and established three | 1917. Donald O. McLeran graduated 
w general agencies. He attended the | from Dartmouth in 1920, took the life 
=" eers & DeLong agency training school (insurance course at Carnegie Institute, 
sec- last autumn and since has conducted | and has been doing an increasing busi- 
ince ar schools for the company. ness with his father ever since, special- 
ysea sts. i 
ta izing recently on life insurance trust To loll at ease on the attractive lawn of the Edge- 
ZOV , Miss Edna Kaufmann, who has been bye . ‘ 
ap- Walter P. Morris their agency cashier for many years and water Gulf Hotel, at Biloxi, gazing out upon the rolling 
; Walter P. Morris has been appointed |@ producer of business, accompanies waters of the Mississippi Sound and beyond, toward the 
lar- neral agent of the Volunteer State| them to the Heifetz organization. : : , , : 
ered life at Asheville, N. C., with headquar- historic Gulf of Mexico—that will be the welcome relax- 
= 4 ers at 211 New Medical building. Mr. Philip A. Weyforth ation afforded to members of the American Central Field 
— tris has been in the life insurance = “ : . , : 
vent ‘eld and prior to engaging in it was in| Philip A. Weyforth has just been ap- Club during their well-earned vacation next January. 
of real estate = pointed branch office manager in Balti- 
hich pees more for the ordinary department of the : 
rdi- Life Insurance Company of Virginia, Producers of an exceptional volume of good new 
mis- Sam Hughston, H. E. Sugg with offices at 501 Keyser building. His insurance and renewers of a highly commendable por- 
ogs- Sem Haghston of Brow ange. Ten. ranger Bae Fyn. nf Baltimore and tion of the previous year’s business, these men will have 
isa adh k. sugg o ercedes ex. have . . Se . ° P 
art: hoe soouinal general agents of the Mr. W axtoree Ly had considerate won for themselves ranking as the Company’s best—for 
hire Old Line Life. Both are well known | ¢xperience in the life insurance business, a : . . . 
ae i the neople of the Rie Grande valley, | having been with the State Mutual Life membership in its exclusive Field Club is the highest 
auc- and have had many years experience in | in ie Balinese otice for come tiene, honor which the American Central can bestow upon its 
sellin insurance in their respective | 2nd prior to that tor several years with 
cre- ties the Mutual Life of New York. fieldmen. 
‘om Auer, Inc. Th. Leiper Black —" 
OTK. = ‘ ‘ . ° ° - ° ° 
mned _ Auer, Inc., Milwaukee insurance Following the death of Franklin G. Just one of the many reasons why American Central 
and gency, has taken the general agency} Allen of Black & Allen, general agents "GE, ’ 
omer ‘the Lincoln National Life. John! of the Connecticut Mutual Life at Phil- representatives are happy and successful. 
“Mr. O'Brien, district manager of the Lincoln | adelphia, the company has appointed 
une | for the last four years, has| Th. Leiper Black, his partner, as sole 
vk. n appointed manager of the life de- general agent. Mr. Allen preceded the 
ey rtment of Auer, Inc. | partnership as general agent for a num- 


| ber of years. The office is in the Public 
Ledger building. 








Harold W. Nute 


ae Harold W. Nute of Manchester has Brad B. Yates ESTABLISH 
N appoi for th 
rate d ae see Pane i | The Cook county department of the AMERICAN 


Se H: ipshire. Mr. Nute has been | National Casualty of Detroit in charge 



































for some time with his | of George H. Bell, manager, has 
ance ther, C. S. Nute, general agent for | pened a life insurance department. The 
r to te New Enotand Mutual | office represents the Continental Assur- 
ualty “ng ‘ : | ance of Chicago. Brad B. Yates has 
been appointed head of the life insur- 
Old Line Life Appointments ance serv -. A, W. puter is —- 
y re The Old T3 : — , | tendent of the casualty and surety de- 
‘wha Erounce 1 the appointment "of. “4 partment under Mr. Bell in Chicago. 
chip ns as state supervisor for north- ‘ 
ance. = California with headquarters at San F. A. McDevitt 
Kan. ““ancisco. The company has also ap- F. A. McDevitt, who has been con- 
ut 3 Pated Charles & Stoudt general agents | nected with the Phoenix Mutual Life for 
ilapr «Los Angeles and W. P. Rice general! the last 10 or 12 years and has been 
n his “sent at Oakland, Cal. manager in Omaha, has been appointed 
Hows manager of the Guardian Life in that 
rT - E. O. Hale city. He was formerly manager of the 
este ee Magy Phoenix Mutual Life at Des Moines 
thing ‘ O Kansas City Life announces that| and went to Omaha about three years 
~hild- ~ 9 Hale has taken charge of the| ago. He is secretary of the Nebraska N Seri 
ther, “aston, Tex., territory, working under | State Association of General Agents. (No. 3 of © Series) 
n he 9. Sam Cummings agency of Dallas. Mr. McDevitt succeeds Charles R. _—_ 
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A Hot Spark on a Cold Day 


That describes a Direct Mail letter sent from the Home 
Office to an Agent’s prospect. Takes the chill out of the 
interview. Pulls more “apps” out of a given number of 
interviews than if the Agent had himself been obliged to 
make the approach. In brief, Direct Mail pays the Agent 
and pays him well. 


Our new Direct Mail department is functioning 
strongly. Reports of gratifying results—results! not hopes 
—are daily coming to the Home Office. Only one of many 
services given to Penn Mutual Agents. 


Places for highgrade men and women, who have a goal, 
determination, and character, with the purpose to make life 
insurance their life’s work, 


Wm. A. Law, President 
Wm. H. Kingsley, V. Pres. Hugh D. Hart, V. Pres. 
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Bigelow, who has become manager at 
Denver. Mr. McDevitt has his head- 
quarters at 958 Omaha National Bank 
building. 





B. Bolt Thrasher 


B. Bolt Thrasher has been appointed 
agency organizer of the American Se- 
curity Life of Birmingham in the Mont- 
gomery, Ala., territory. 





Life Agency Notes 


Lestal L. Harris, who has for several 


years been special agent for the Fidelity 
& Deposit in Kansas City, has resigned to 
become affiliated with the Kansas City 
office of the Central States Life. 

Horace Johnson, former commissioner 
of public affairs of Memphis, Tenn., has 
become associated with M. L. Martin & 
Co. of Memphis, as vice-president. Mar. 
tin & Co. are general agents of the 
Sentinel Life. 

Aaron T. Coates, for the past six years 
with the Kentucky Actuarial Bureau, and 
for three years branch manager at Ash. 
land, Ky., has resigned. He and his 
brother, J. D. Coates, of Lancaster, Ky, 
expect to secure a general agency at 
Louisville for the Reliance Life. 
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RENEW PENNSYLVANIA FIGHT 





Objectionable Features in Bill Before 
Legislature, Thought Killed, Re- 
inserted in Measure 





PHILADELPHIA, April 4.—The In- 
surance Federation and Pennsylvania 
company officials are preparing to wage 
a bitter fight to defeat Senate Bill 435, 
one of Commissioner Taggart’s pet 
measures, which was introduced by 
Senator Norton, chairman of the Senate 
Insurance Committee. 

At a hearing held some time ago, in- 
surance men believed they had_ suc- 
ceeded in killing the four objectionable 
features in the measure. However, 
when the revamped bill made its ap- 
pearance in the senate last week, three 
of the features were back in the bill 
and part of one of the three had been 
cut out. 

The clause which would have made 
accident-health policies non-cancellable 
after two years has been eliminated. 
The objectionable discrimination clause 
is retained in the revamped bill, but the 
section which would make the policy 
null and void in the event of violation 
of the clause has been cut out. 

However, the two features to which 
insurance companies most strongly ob- 
ject have been put back into the meas- 
ure. They are: 

1. Forcing companies incorporated 
or organized under the laws of Penn- 
sylvania to maintain their home offices 
in the state and hold all their records 
and assets, including cash, bonds, etc., 
in Pennsylvania except such part as is 
required to be deposited in other states 
to do business in those commonwealths, 
and also giving the insurance commis- 
sioner supervision of the bank deposi- 
tories of all Pennsylvania companies. 

2. Prohibiting companies authorized 
to do business in Pennsylvania from 
reinsuring in companies not licensed in 
Pennsylvania. 

It is on these two features that the 
Insurance Federation and the various 
companies are waging their battle. 
Arguments are being prepared and ev- 
ery effort will be made to defeat the 
entire bill on the floor of the legisla- 
ture. 


- Amend Pennsylvania Bill 


Following a hearing on senate bill 
433, dealing with mortality tables life 
companies must use and reserves they 
must maintain, depending on whether 
they operate on a three or 3% percent 
basis, which was opposed by some of 
the life companies, the Pennsylvania 
senate insurance committee announced 
that the bill would be amended so that 
it will be acceptable to all parties. 


Decrease in February 


The Rochester, N. Y. chamber of 
commerce through its statistical bureau 
reports that life insurance in the Roches- 
ter district declined 4 percent in Feb- 
ruary compared with February a year 
ago. There was a 15 percent decrease 
compared with February, 1927. In Feb- 
ruary of this year 15 companies showed 
an increase over February of last year. 
February, however, as a whole seemed 
to show a better condition in the 
Rochester district than January. 








BANKRUPT’S POLICIES ISSUE 





Question Is Before U. S. Supreme Court 
on Construction of New York In- 
surance Law 





Should the Supreme Court of 
United States decide to grant a writ of 
certiorari, petition for which has just 
been filed, in the case of Reilly, trustee 
vs. Mesinger, No. 770, it will be called 
upon to.decide whether a trustee is en- 
titled to the proceeds of two insurance 
policies on the life of the bankrupt i: 
favor of his wife, and in which he has 
reserved the power to change the bene- 
ficiary, under the insurance laws of New 
York state. 

The petition recites that the truste 
has in his possession two policies on the 
life of the bankrupt in which the wife 
the bankrupt is named beneficiary, but 
in which the bankrupt reserves the righi 
to change the beneficiary. 

The bankrupt moved the referee t 
have the trustee turn over these policies 
to him on the ground that they were 
exempt from the claims of his creditors 
under Section 55(a) of the insurance 
law of New York. The referee allowed 
the claims of the bankrupt and upor 
appeal this order was affirmed by th 
district court for the eastern district 
New York. 

Upon appeal, however, to the circuit 
court of appeals for the second circuit 
this order was modified so as to hol 
that the trustee was entitled to the cas 
surrender value of the policies to the ex- 
tent of the proved claims of the creditors 
if any, which existed on March 31, 1927 
the date on which Section 55(a) of t! 
insurance law of New York was passed 

Section 55(a) of the insurance law « 
New York provides, the petition states 
that the beneficiary of a life insurance 
policy shall be entitled to the proceeds 
the policy as against the creditors of t! 
insured, regardless of whether or not t! 
insured reserves the right to change t! 
beneficiary of the policy. 

After stating that this section of t! 
insurance law of New York has never 
been interpreted by the courts, the bri 
argues that the section in question does 
not create any exemption in favor of th 
bankrupt which should be allowed undet 
the bankruptcy law. 





Good Gain in Maine 


Commissioner Wilbur D. Spenc 
Maine has reported that the volu 
new life insurance written in Mai 
year showed an expansion in all 
Group insurance increased the most wi! 
an advance of nearly 50 percent. 

“Policies in effect disclosed over $50 
000,000 of life insurance in effect # 
the end of the year,” continued Co! 
missioner Spencer. 

The exact figures on the life insv™ 


1 


( lasses 


ance business written in Maine la 
year are: Ordinary, $54,450,696; grou! 
$11,907,638; industrial, $24,303,475. 


Turn Down Juvenile Insurance Bill 


The house insurance committee in t' 
Ohio legislature has refused to reco™ 
mend for passage the Clark juveni* 
insurance bill, which has passed t 
senate. 


Dinner at Toledo Closes Campaigt 


Closing a campaign in northweste™ 
Ohio, representatives of the Ohio Sta 
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idelity Life dined Monday night at Toledo with | of the Ohio State Life in the amount 
ned to Manager J. Albert McAfee as toastmas- | of insurance written the first quarter of 
a City ter. Among those on the program for | 1929. C. T. Johnson of Chicago was 
staal addresses was President John M. Sarver | second, R. E. Boller of Hamilton, O., 
n., has | of Columbus. Henry Stevens of the | was third and Dezso Garay of Cleve- 
rtin « Toledo branch led all the representatives | land fourth. 
lar. 
Df the r 
eat | IN THE MISSISSIPPI VALLEY 
Ash- 
a ‘hi 
ey ak DELAY HELD UNREASONABLE |COMMISSIONER KIZER SPEAKS 
— Central States Life Loses Case Before | Tells Illinois Bankers Life Agency that 
Nebraska Supreme Court on That Over-Loading Should Be Guarded 
Issue—Beneficiary Given Judgment Against 
‘SSUE LINCOLN, NEB., April 4.—The LINCOLN, NEB., April 4.—The need 
fact that the home office of the Central | of placing insurance salesmanship on a 
States Life took nine days to answer the | higher plane than that of merely selling 
| Court @ application of Sam P. Johnson for a|a policy was stressed by Commissioner 
In- blank upon which to make a certificate | Kizer in a recent address to the agency 
of good health is held by the Nebraska | meeting of the Illinois Bankers Life. 
supreme court to be an unreasonable | The man in the field owes a duty to 
ve: delay, and a judgment was entered | the men to whom he sells a policy that 
of | the ® against it for $2,000 in favor of Johnson’s | is above that he owes to himself and his 
writ OR widow. company, since the concern of the in- 
AS Just Johnson, three days after the due date, | sured comes first in every modern view 
rustet, @ had mailed his premium check to the | of life insurance. No prospect ought to 
calle company, and it had asked for a certifi- | be sold a $5,000 policy when a $2,000 
BoscBien cate of good health. He wrote back on | policy best fits his ability to pay pre- 
surance @ Jan. 24 asking for a blank, and one was | miums. The desire for volume and for 
egg mailed Feb. 2, the day he was killed in | commissions may be natural, but the 
7 — a railroad accident. best interests of the salesman and of 
a New Meanwhile the company had taken his | the company dictate that a buyer should 
>t New check and cashed it, and notified John- | not be overloaded, since that is what 
trustee fy 9" that it was holding this in suspen- | causes high lapse ratios, deprives com- 
o- the sion until the good health certificate was | panies of a constant flow of premium 
esi furnished. Undisputed evidence was that | revenue and lessens the value of re- 
hat Ae Johnson could easily have furnished such | newals and hence of an agent’s contract. 
- ‘right a certificate, and the court says that if Particular care should be taken, he 
"the blank had been promptly mailed the | said, in selling to farm buyers, and 


to | policy would have been reinstated before 
his death. 
The court further holds that “one who 


eree 
policies 


ME vee receives and appropriates to his own use 
surance | Money sent him for a particular purpose 
allowed f Will be held to have received and re- 
d upor tained it in accordance with the purpose 
bv _ the for which it was sent. Money sent to 
trict of | a person as a payment can not, without 
the consent of the sender, be received 
circuit JB and held as bailment.” 
circuit The Central States Life has asked 
to holi @ for a rehearing. The rule applied, it 
he cas! insists, is too narrow and impracticable. 
the ex- JJ In spite of strict requirements as to the 
‘editors, J prompt payment of premiums, the prac- 
1, 1927 tice of carelessly sending in delinquent 
of the ff premiums without a health certificate is 
passed common. To require the company to 
law oi #§ return the check immediately would only 
. states J add to confusion and possible additional 
suranct lelay in reinstating lapsed insurance. 
ceeds 0! ——. 
s of th Patterson Has Big March 
Ree th Business paid for by the Alexander 
5 E. Patterson Chicago general agency of 
of the tke Penn Mutual Life totaled $1,124,690, 
s neve @ the third month of this year 
he brie fa against $216,500 in March, 1928, Mr. 
peg Patterson took charge of the agency 
r of th on March 15, 1928. The first quarter's 
d undet paid-for this year was $3,123,875, as 
wainst $1,288,500 in the first quarter 
f last year. March, 1929, was the 
largest month in the matter of written 
usiness in the history of the agency. 
ncer The total was $2,655,850. The cases 
lume numbered 290. 
ine las —— 
a Insurance Committee Busy 
0s 
The insurance committee of the IIli- 
r $50 nois house has taken up consideration of 
fect 2 the qualification bills for insurance 
d Co agents and brokers. It is expected that 
th will be passed with some amend- 
> ins ments. The committee has approved a } 
ne last ill amending the mutual benefit asso- 
crot “ation act of 1927, providing that the 


75. maximum policy limitations therein shall 

, hot apply to members of corporations 
e Bill T associations reincorporating under 
‘te act where such membership existed 







ant pt tior to the reincorporation. Opposition 
juvenil is expected to the bill that, made law, 
ved t would direct the circuit courts instead 

tthe department of trade and commerce 

‘0 appoint receivers for insolvent com- 
paign ramies. A bill for bringing burial asso- 
anil ‘lations under the operation of the IIli- 





is insurance law has been introduced. 











agents should distinguish between farm 
owners and farm tenants in respect to 
their premium- -buying ability. suilding 
for the future is the prime duty resting 
upon companies and agents alike, and 
interest and service alike demand of the 
companies that they use their best ef- 
forts to prevent over-selling. 


INVESTMENT FIELD IS 
STILL FARTHER WIDENED 


LINCOLN, NEB., April 4.—The 
house committee on insurance has ma- 
terially changed the senate bill widening 
the field of investments for domestic 
companies. A study of the laws that 
was started by Commissioner Anderson 
disclosed that while the companies are 
not limited to the specifically enumerated 
securities, there is no standard by whith 
a company could determine whether an 
investment would be approved by the de- 
partment. It said that the funds should 
not be invested in any bonds or obliga- 
tions which were not secured adequately, 
but it was a question whether the minds 
of the company managers and the de- 
partment head met on what constitutes 
adequate security. 

The house amendments permit mort- 
gage loans to be made notwithstanding 
special assessments; make the mortgage 
apply to all properties of the borrowing 
company whether they are owned, oper- 
ated or controlled; permit investment in 
securities of companies that operate dif- 
ferent types of public utility service; 
limit the investment to such public util- 
ity bonds as have a proven earning 
power and with sufficient volume to in- 
sure permanency of operation; limit in- 
vestment in bonds to a mortgage lien of 
50 per cent of the assets of a company 
exclusive of good will, with earning 
power at least three times interest re- 
quirements on funded debt during five 
vears, with no default of principal or 
interest in that period. 


Sentinel’s St. Joseph Meeting 


The Grant Althouse agency of the 
Sentinel Life in St. Joseph, Mo., held a 
dinner and agency meeting last week, 
with 16 agents in attendance. Mr. Alt- 
house, general agent, was in charge of 
arrangements for the dinner and meeting. 
F. Barnes, vice-president of the Sen- 
tinel, and F. L. Hildebrand, superinten- 








dent of agencies, attended from the home 
office. 


Get Service on Mail Order Carriers 


The Nebraska senate has passed a 
bill which provides that before being al- 
lowed to do business in Nebraska all 
foreign companies must designate an 
agent upon whom service can be had, 
and which makes the department of 
trade and commerce the agent for serv- 
ice for such companies as do business 
in the state by mail. 





Planting New Agencies 


Robert Orriny, superintendent of agen- 
cies of the National Life of Des Moines, 
installed a new general agency for the 
company in Kansas City last week. At 
the same time D. D. Johns, assistant 
superintendent of agencies, was in 
Omaha on a similar mission. 


Union Central’s Iowa Meeting 


Twenty-five Iowa agents of the Union 
Central Life held an agency meeting in 
Des Moines Friday. At the morning 
session talks were made by members of 
the agency. At a luncheon Walter S. 
Arant was the principal speaker. At the 
afternoon session speakers were H. O. 
Steele and John Riha of Omaha and 
Jerome Clark, superintendent of agencies 
from the home office. Fred G. Appel- 
quist, manager of the Iowa agency, was 
in charge of the session. 


Illinois Bankers Meeting 

The Illinois Bankers Life held its first 
regional meeting at Lincoln, Neb., with 
25 field men present. William H. Woods, 
president; A. W. Barnes, agency adver- 
tising manager, and A, R. Colvin, agency 
superintendent, were present from the 
home office, and made brief addresses. 
Insurance Commissioner Kizer addressed 
the agents at a luncheon. J. A. Merva 
of Lincoln was recently made state man- 
ager. 


“Tomorrow” Is Saturday 


One of the fastest selling novels of 
the spring season, the book shops re- 
port, “Let Tomorrow Come,” the 
first fiction production of A. J. Barr of 
the Chicago editorial staff of THe Na- 
TIONAL UNDERWRITER. The work has 
been well received by the critics of 
Chicago, New York and elsewhere. On 
Saturday afternoon of this week Mr. 
Barr will keep an autographing engage- 
ment in the Nelson-Baude book shop, 
1218 Bankers building, Adams and Clark 
streets, Chicago. Whether purchases are 
made in person or by mail, each copy of 
the book will be signed by the author. 


is 


Claris Adams to Speak 


The general committee headed by H. 
O. McIntosh of Topeka discussed plans 
last week for the second annual Kansas 
Insurance Day at Topeka May 8. Claris 
Adams, general counsel of the American 
Life Convention, is scheduled to be the 
main speaker. It is expected that W. 
Eugene Harrington, past president of 
the National Association of Insurance 
Agents, will also be present. It is ex- 
pected that 500 agents will attend. 


Made Assistant Medical Director 


Dr. W. W. Quinlan, 
medical referee for the Mutual Life of 
New York in Chicago for the last 15 
years, has been appointed assistant med- 
ical director of the company. This ex- 
tends Dr. Quinlan’s powers and speeds 
Mutual Life service in Chicago and 
northern Illinois, as he will pass on the 
business in Chicago instead of having 
it sent to New York for final handling. 


who has been 


Hostile Missouri Bills 


Representative Roberts of Crawford 
county has presented two measures in 
the Missouri legislature opposed by life 
insurance interests. House bill 825 pro- 
vides that no policy shall after payment 
of three or more annual premiums be 
forfeited or voided by reason of non- 














payment of premiuins but shall be sub- 
ject to the following rules: “A grace 
period for the premium shall be allowed 
equal to one-half of the period which 
the net reserve value of the policy com- 
puted according to the actuaries, or com- 
bined experience table of mortality with 
4 per cent interest per annum, less 
unpaid premium notes or other indebted- 
ness to the company secured by the 
policy, will purchase as a net single 
premium for temporary insurance for the 
face amount of the — The law 
would be effective in 193 

House bill 826, also ~ ie pro- 
vides that no policy shall hereafter be 
issued unless it contains a provision for 
payment of a mortuary dividend in ad- 
dition to the regular death benefit pay- 
able at death, of an amount equal to 
75 percent of the reserve value of such 
policy, with interest at the rate of 4 
percent, to be calculated as of the last 
preceding annual premium payable prior 
to death of insured. In event of lapsa- 
tion of a policy for nonpayment of pre- 
mium the company may deduct from the 
mortuary dividend an amount necessary 
to carry policy to date of death in ac- 
cordance with the laws on extended 
insurance, 


Watching “Vexatious Delay” Bill 

Companies of all 
what concerned over a 
in the Minnesota senate, 
that if any company 
refused to pay such loss, the court or 
jury may, in addition to the amount 
thereof with interest, allow the plaintiff 
damages not to exceed 10 percent on 
the amount of the loss and a reason- 
able attorney’s fee.” 


classes are some- 
bill introduced 
which provides 
“has vexatiously 





“Lake Breezes” New House Organ 


Harper Moulton, Chicago supervisor 
of the Continental Assurance, has begun 
publication of a’ house organ titled “Lake 
Breezes.” It is, as the title indicates, 
a breezy little sheet that gives Conti- 
nental agents in Chicago facts on pro- 
duction, selling hints, and “pep” stories. 
Issue 1 of Volume 2 has just been dis- 
tributed. 





South Dakota Department Reports 


The South Dakota insurance depart- 
ment reports that at the end of 1928 
there were $279,837,151 insurance in 
force, as compared with $266,832,509 at 
the end of 1927. The report shows $43,- 
533,482 new life insurance was written 
in 1928, which is slightly less than the 
1927 figure which was $44,115,300. 





Hart in Kansas City 


Hugh D. Hart, vice-president of the 
Penn Mutual, visited the Kansas City 
agency of the company March 29. Mr. 
Hart, who is on his way to the Pacific 
Coast, spoke at a luncheon given in his 
honor by the agents in Kansas City. He 
emphasized the increase in insurance in 
force as an indication that Americans 
have not succumbed entirely to the wave 
of speculation. 





| SOUTHERN FIELD 








NATIONAL STANDARD LINEUP 


Officials of Houston Fire Company Ac- 
quire Substantial Interest in Life 
Company at Dallas 


Interests prominently identified with 
the National Standard Fire of Houston, 
Tex., have purchased a substantial block 
of stock in the Union Standard Life of 
Dallas. The capital of the company is 
being increased to $325,000 with a very 
substantial addition to its surplus funds 
and the name has been changed to the 
National Standard Life. 

While the home office will continue 
at Dallas, the operating office has been 
moved to Houston, in order that the 
company may enjoy the benefit of a 
combined executive management 








24 


THE NATIONAL 





UNDERWRITER 


April 5, 1929 

















through co-ordinating its operations with 
the National Standard Fire. 

The new officers of the life company 
are: J. E. Josey, Sr., chairman of the 
board; William Bacon, president; Col. 
Eugene DeBogory, vice-president and 
general counsel; Robert Broussard, vice- 
president in charge of agencies; George 

Flint, secretary; J. E. Josey, Jr., 
treasurer. W. J. Barr, for a mumber 
of years actuary of the Louisiana State 
Life, and prior to that with Texas com- 
panies, has also joined the National 
Standard. ; 

This move is in line with plans of the 
National Standard interests to cover the 
various lines of insurance through unity 
of management. 








NOW INCREASING ITS FUNDS 





First Natienal Life of Troy, Ala. Is 
Adding to Its Capital and 
Surplus 








The First National Life of Troy, Ala., 
is now increasing its capital and sur- 
plus. This company was organized two 
years ago by W. B. Folmar & Sons, 
well known insurance people, who have 
offices in Troy, Montgomery and Bir- 
mingham, It started to write $500 
policies. Up to date more than 9,000 
of these policies have been placed. The 
Folmars now feel that the company 1s 
in a position to handle regular old line, 
legal reserve insurance. The Folmars 
have been general agents in Alabama 
and have written a large amount of 
business. Although Alabama has been 
hit recently on account of flood and the 
crops have not been as great as desired, 
the First National Life is making good 
headway. It plans to put its capital at 
$410,000 and surplus $360,000. When 
the company is fully financed it contem- 
plates entering about eight other states. 
Emory Folmar is president. 








SAUFLEY SUGGESTS CHANGES 





Letter to Coleman Says Code Needs 
Revision—No Provision for 
Casualty Companies 





S. M. Saufley, who resigned as insur- 
ance commissioner of Kentucky recent- 
ly, has written a letter to Clell W. 
Coleman, state auditor, under whose de- 
partment the insurance commissioner op- 
erates. In the letter he has recom- 
mended a complete recodification of the 
state insurance laws. Most of the 
statutes now pertaining to insurance 
were written years ago and sweeping 
changes are needed to modernize them. 
Mr. Saufley favored an agents’ qualifica- 
tion law, and a change in the present 
regulations governing deposits of secur- 
ities by insurance companies with the 
department. 


Recodification Needed 


“Kentucky really is in sad need of a 
complete recodification of her insurance 
laws,” he said. “It is ridiculous that 
casualty insurance of all sorts, and this 
includes health and accident insurance, 
must be written and regulated by the 
laws governing fire insurance. There 
is little similarity, Kentucky has no cas- 
ualty insurance law of consequence, and 
needs one badly. Then, a statute is 
badly needed which will prevent the 
heavy loss which is sustained through 
writing of insurance in companies which 
have not qualified under or complied 
with the Kentucky laws for authority 
to write insurance in this state. Such 
insurance is often quite hazardous to 
the policyholder and causes heavy loss 
to the state in taxes and to the legi- 
timate Kentucky agent in commission 
on premiums. 

“Other states are ready to cooperate 
in a uniform law to check this grow- 
ing evil and Kentucky should not lag. 
Group insurance, a constantly increas- 
ing form of coverage, has no definition 
in the Kentucky laws as now drawn, 
and the definition of such must largely 












be left to the discretion of supervising 
authorities. An agent’s qualification 
law with teeth to it is badly needed. 
The courts have held that laws at pres- 
ent on the statute books are powerless 
to curb the irresponsible agent.” 





Seeks to Enter Tennessee 


The American Security Life of Bir- 
mingham, has applied for permission 
to operate in Tennessee, according to 
Victor Shewbert, vice-president. The 
company has been operating only in 
Alabama since its organization. 


Thompson Makes Good Record 


The Oklahoma agency of the Penn 
Mutual is tossing plaudits to N. A. 
Thompson, who has charge of the Tulsa 
office. Robert T. Shipley, general agent, 
announced that Mr. Thompson would 
make an agency record in March by’ 
producing not less than 100 applications. 
Mr. Thompson at the last and uncom- 
pleted count near the end of the month 
had completed 108 cases, for $245,000, 
with more to come. His biggest case 
was seven members of one family. 





Arkansas Agencies Merged 


The Guardian Life has merged its 
Little Rock and Texarkana agencies. J. 
Ryman Wilson, formerly in charge at 
Texarkana, is manager of the consoli- 
dated office at Little Rock with head- 
quarters at 610 Boyle building. Former 
Manager J. B. Binley of Little Rock 
will continue with the agency as asso- 
ciate manager devoting his entire time 
to personal production. C. ‘C. Mitchell 
is district manager at Texarkana. Mr. 
Wilson has represented the Guardian at 
Texarkana since 1914. He was appointed 
manager in 1920. 





Held to Be Twisting 


The Carter county, Okla., district court 
has held that R. M. Messick of Denver, 
Colo., operating as an actuary and in- 
surance expert, can not collect on an 
alleged breach of contract, in a suit 
against Roy Johnson of Ardmore. Mr. 
Johnson, on the advice of Mr. Messick, 
cancelled $300,000 life insurance for new 
policies in other companies. According 
to the contract Mr. Messick was to re- 
ceive 1% times the savings made by the 
change of the policies the first year. 
When payment became due Mr. Johnson 
refused to pay this sum and Mr. Messick 
sued. In making the decision the court 
held that the contract was in violation 
of the Oklahoma anti-twisting law. 

Commissioner Read expressed much 
satisfaction at the decision as it gives 
him a basis to work upon in cases of 
this sort. 





Leaves $400,000 Life Insurance 


Gen. Cecil C. Vaughan, banker and 
business man of Franklin, Va., who 
died last week, aged 61, left $400,000 life 
insurance payable to his widow and 
children. A substantial portion of this 
amount was taken out within the past 
two or three years. His death fol- 
lowed a surgical operation which is said 
to have revealed a diseased condition 
of the stomach. Including the life in- 
surance, General Vaughan left an estate 
valued at $786,000. 


- Fowlkes on Absence Leave 


Walter B. Fowlkes, general agent of 
the Provident Mutual Life at Birming- 
ham, Ala., has, on the advice of his 
physician, left his office for a consider- 
able time to rest. He has been run 
down and by being away from all 
‘business cares expects soon to be in 
good shape. He served as president 
of the General Agents’ Association of 
the Provident Mutual and presided at 
the meeting which was held at the home 
office. Later he attended the conven- 
tion of the Provident Quarter Million 
Club. 


Special Session in Oklahoma 


It has been definitely announced that 
Governor Holloway will call a special 
session of the Oklahoma legislature to 








take up matters that were sidetracked 
during the regular session because of 
lack of time, according to Jesse G. Read, 
insurance commissioner. At this meeting 
the commissioner will ask the governor 
to open the subject of life insurance leg- 
islation, with a view of strengthening 
the law on assessment life companies 
operating in Oklahoma. 





Involves Condition of Health 


Held that it has long been the settled 
rule in Kentucky that the condition in a 
life policy that it is not binding unless 
on date of delivery the insured is in 
sound health applies only to unsound- 
ness of health arising after the applica- 
tion and medical examination. Unless 
it is shown that the unsoundness of 
health occurred between the application 
and medical examination and the de- 
livery of the policy, the company must 
rely on the statements in the application 
to avoid a recovery and not on the 











conditions in the policy. Here there was 
a imedical examination and there was 
no attempt on the part of the company 
to show that the unsoundness of health 
occurred after the time. Appellee was 
not entitled to a peremptory instruction 
on the ground that insured was not in 
good health at the time the policy was 
delivered. Directed verdict for insur- 
ance company reversed. Etter vs. Na- 
tional Life & Accident, Court of Appeals, 
Ky,. March. 
Aid Association Bill Signed 

Governor Moody of Texas has ap. 
proved the bill passed by the legislature 
strengthening the law regulating local 
aid associations. Such associations are 
not permitted to operate beyond a radius 
of 50 miles from their domiciles, and 
when assessments are made the require. 
ment is that the number of paid up 
members be given. The bill also re. 
quires associations to deposit assessment 
funds in a state or national bank. 
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DENVER HAS MOST AGENCIES 





Life Insurance Sales Research Bureau 
Men Hold Four-Day School for 
General Agents 





DENVER, COLO., April 4—Denver 
has more general agencies for its popu- 
lation than any other city in the country, 
according to H. G. Kenagy of the Life 
Insurance Sales Research Bureau. 

Mr. Kenagy and I. B. Hendershot, 
also of the bureau, conducted a four-day 
school here with approximately 30 gen- 
eral agents and managers, representing 
some 20 companies in Colorado, Wyom- 
ing, New Mexico, Nebraska and Kan- 
sas, attending. 

The general subject taken up was 
“Methods of Agency Building,” with 
special reference to local insurance 
problems. A. N. Meyer was in charge 
of local arrangements for the confer- 
ence. 

“Denver is unquestionably the insur- 
ance center of this part of the country,” 
Mr. Kenagy said. “There are more gen- 
eral agencies, compared with population, 
here than any city in the country. In 
the amount of insurance carried, Colo- 
rado ranks well up among the states.” 

Mr. Kenagy was optimistic for a big 
year in 1929 for insurance men. “Last 
year was a good year,” he said, “but 
figures for January, 1929, show that 
month was well above the first month 
of a year ago. Business conditions 
throughout the country seem to be on 
a good substantial basis.” 

Mr. Kenagy addressed the Advertis- 
ing Club of Denver on “The Mechanics 
of Selling.” 





Pension Bill Reported Favorably 


The old age pension bill now before 
the California legislature has received 
‘a favorable vote by the assembly ways 
and means comittee. A maximum pen- 
sion of $30 per month to be paid on a 
50-50 basis by the state and county 
governments is provided for in this bill 
which is backed by several labor unions 
and the Eagles fraternal organization. 
If the measure is passed it is estimated 
that the state’s share for the first two 
years would amount to $350,000. 


Opens Northern California Office 


The Mountain States Life has opened 
a northern California office at 1415 
Latham Square building, Oakland, in 
charge of Daniel G. Pleasants as man- 
ager and organizer. The plans of the 
company contemplate the establishment 
later of offices in San Francisco and 
other cities in the northern portion of 
the state. Mr. Pleasants is a man of 
wide experience, having been connected 
during the past 25 vears with the Met- 
ropolitan, the Bankers Life of Iowa 
and the Union Central Life. 





























































OPPOSE GRACE EXTENSION 





California Life Insurance Interests Fight 
Proposed Bill Extending Premium 
Payment Period 





SAN FRANCISCO, April 4.—Con- 
certed action to defeat senate bill 837, 
providing for an extension of the grace 
period, is being taken by general agents 
managers and underwriters throughout 
California. Following the adoption of: 
resolution by the executive committe] ; 
of the San Francisco Life Underwriters & ., 
Association condemning this proposed & , 
measure and asking for its defeat, the ® . 
Life Managers Club of San Francisco 
met last week to register a protest. Con: 
pany representatives throughout the 
state are giving the matter their atter- 
tion and numerous policyholders have 
written their representatives on the ser 
ate insurance committee calling attention 
to the fallacies of the proposed legisl 
tion. 

The hearing on the bill is scheduled 
for this week. F. Eldred Boland, Sa 
Francisco representative of the Associ 
tion of Life Presidents, and John H. Rior 
dan, formerly deputy attorney-generd 
of California in charge of insurance mat 
oy are leading the fight against th 
bill. 
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Three Presidents in Los Angeles 


John J. Cadigan, president of the New 
World Life; Harry R. Cunningham 
president of the Montana Life, an 
Frank P. Manly, president of the Ir 
dianapolis Life, which was recently ! 
censed in California, were Los Angeli 
visitors last week. Mr. Manly is accom 
panied by Mrs. Manly and before retutt 
ing east it is their intention to visit S# 
Francisco. 


in 


ga 
Hill Agency Exceeds Record to 


Closing the month of March with 
more than $750,000 of business st” 
mitted during the last week, the Artht" 
J. Hill California agency of the Sta 
Life of Indiana exceeded all pa* 
records for the same month in precedit? 
years, according to Mr. Hill. The dr 
during March was in_ recognition © 
Vice-president Robert E. Sweeney: 
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Bland Great Republic Speaker Massachu 
Frank W. Bland, Pacific Coast m* Health 
ager for THe NationaL UN! ERWRITS 4. Jacks, 
was the principal speaker at the Gres _easurer 
Republic Life home office agency MM | 'sualty 
ing in Los Angeles, March 30.° The ker a ret 
note of his address was “Life Insurat! me .,.°" m 
as Money,” and in his remarks ™ Ualty, na 
thought was applied in a human interes _ 
appeal that explained in no uncerl# A 
terms the measure of success experienc! Pee 
by him when he was engaged in the — Ieee Oe 
of life insurance. His suggestions, 3° H teq* 3" 
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on methods which he had found effec- | to a figure in excess of $13,000,000 


tive, were not only interesting but valu- 
able. 


Start Work on Addition 


Construction has started on a six- | 


addition to the Pacific Mutual 


story 


Life building at Sixth and Olive streets, | 


Los Angeles, which it is understood will, 
when completed, increase the value of 
the company’s holdings on that corner 


The addition is to be erected in the 
quadrangle between the two wings of 
the present building, and will face Sixth 
street. The present addition is one 
of several expansions to accommodate 
the growing force of employes during 
the past few years. The company’s 
records show that the employes in the 
home office numbered 234 in 1906 and 
by 1927 the number had grown to 763. 

















-IN THE ACCIDENT AND HEALTH FIELD | 





GIVE CONFERENCE SCHEDULE 


writers’ Annual Meeting in Chi- 
cago June 4-6 Announced 


A definite schedule for the annual 
meeting of the Health & Accident Un- 
derwriters’ conference, to be held at the 
Edgewater Beach hotel in Chicago June 
4-6, has been announced. June 4 will 
be devoted entirely to golf, entertain- 
ment and a general get-together, with 
the executive meeting in the evening. 
Morning and afternoon business ses- 
sons will be held June 5, with the an- 
nual dinner in the evening. On June 6 
morning and afternoon sessions will al- 
so beheld. This adds a half day to the 
business sessions, as compared with for- 
mer meetings. The convention will 
continue through the afternoon of June 
6 instead of adjourning at noon. 


Will Discuss Rates 


“Are the present rates for accidental 
death losses adequate?” will be one of 
the round table topics. Many companies 
have recently had a number of principal 
sum losses. The automobile hazard 
has been an important factor in these 
Present rates in Class AA for 
$1,000 accidental death and dismember- 
ment vary from $1.25 to $3. The ques- 
tion to be discussed is what, in the 
inal analysis, is an adequate rate for 
accidental death, and whether satisfac- 
tory accidental death experience is a 
result of luck or of careful underwriting. 

'wo speakers have been de‘initely an- 
nounced so far, John W. Blevins, vice- 
President of the Interstate Life & 
\ecident, and W. C. Johnson, vice- 
President and general the 


Inceac 
losses, 


; manager of 
slassachusetts Protective, and others of 


v9! 1.292 . c 
lal ability are being arranged for. 








New District at Springfield 


The Washington Fidelity National has 
‘stablished a new district at Sprinefield, 
I. Field Superintendent B. C. Findley 
of the East St. Louis district is in 
charge as manager. The new district is 
made up principally of detached debits 
through central Illinois which have for- 
ny, bes n handled from East St. Louis. 
Mr. Findley has had a wide experience 
in health and accident business and was 
manag rat Cairo, IIL, for the old Wash- 
ngton Life & Accident before its amal- 
gamation into the present company. 

George L. Woods has been promoted 


tare Superintendent in the Baltimore 
“Strict, 





Drury Heads Chicago Club 


_ Donald \. Drury, who was one of the 
oo rs of the Accident & Health 
“wagers Club of Chicago and has 
served as its secretary for the past 
comin Was elected | president for the 
Teesder year at its annual meeting 
ares w) Right. Other officers chosen 
ee vice-president, E. T. Dowd, 

““tchusetts Bonding; second  vice- 


resident, D. M. Brovan, Mutual Benefit 


ath & Accident; secretary, Charles 
roe: Connecticut General Life; 
Casual r, Val H. Hawkins, Commercial 
; uty. E. C. Budlong of the Federal 
ae ee president, was named as 
tore member of the board of direc- 
valty “’ M. T. Davis, Continental Cas- 

*» Succeeds himself on that board. 


Automobile Claim Up 


A ‘ 
SJ accident policy insured “against 
“S and disabilities hereinafter speci- 


| other causes, from accidental bodily in- 
| juries 


| clause as follows: 








fled, wh: 
* Which result, exclusively of all 





| operating, driving, riding in or on, dem- 


Plans for Health and Accident Under- | 


sustained by insured * * * while 
onstrating, adjusting, or cranking an 
automobile,” and contained a limitation 
“This insurance does 
not cover while driving or riding in or 
on any motorcycle, automobile truck, 
tractor or aircraft.” The insured was 
driving a truck. He had to get down 
from the truck and stand in the road 
to crank the engine, and when he 
reached down and took hold of the crank 
and pulled, his foot slipped and he fell 


on the radiator and injured himself. 
Held, that above limitation does not 
apply to the facts, since insured was 


not driving in or on any motorcycle or 
motor truck at time he was injured, and 
the company is liable, as insured was 
doing one of the things for which indem- 
nity was provided, i. e., cranking an au- 
tomobile. Fidelity Union Casualty vs. 
Posey, Sup. Ct. Ark. 


Business Men’s Protective Taken Over 


The Business Men's Protective of Lin- 
coln, Neb., has been taken over by the 
Equitable Life & Casualty of Louisville 
and the articles have been approved by 
the insurance commissioners of the two 
states. The affairs of the Business 
Men’s Protective have not been in a 
condition satisfactory to the Nebraska 
department, but under the new situation 
all objections have been removed. It 
had a premium income of $348,675 the 
last year and is well organized. 

O. F. Moreland, who has been presi- 
dent, resigned to take up life insurance 
work. The present offices will be main- 
tained at Lincoln and it is announced 
there will be no change in plans or 
policies. Judge John P. Haswell has 
been elected president, with W. A. Orr, 
vice-president and general manager; 
Ira P. Cromer, vice-president and claim 
auditor; C. C. Hazelbaker, vice-presi- 
dent; E. W. McCorkle, treasurer; Robert 
Boyd, secretary; A. C. Schmidt, assist- 
ant secretary and underwriter. 


Richmond Case Compromised 


RICHMOND, VA., April 4 Suit of 
James S. Mitchell against the Inter- 
state Business Men's Accident of Des 


Moines on a $5,000 policy has been com- 
promised for $1,125. The suit had been 
pending for some months. Mitchell was 
formerly an agent in this city for the 
Connecticut General Life. In April, 1928, 
he suffered the loss of both hands when 
he claims to have accidentally fallen 
under a street car. He had taken out 
the $5,000 policy two weeks before the 
alleged accident. The suits against life 
companies for disability benefits were 
compromised several months ago for 
$10,000 each. 





Delicate Point Involved 


Action to recover damages for death 
through violent, external and _ acci- 
dental means entirely independent of all 
other causes. Taking a bird's-eye view 
of the case, the court sees a strong, 
healthy man, in the prime of life, in the 
performance of his daily work, carried 
on in his erstwhile and customary fash- 
ion, who sustained a blow on the arm, de- 
veloping a tumor which causes his death, 


within less than three weeks after the 
accident. If the tumor had existed 
prior to the injury, it would be most 


unusual for him to be in his conceded 
state of health and vigor. If the tumor 
resulted from the accident, its progress 
was most unusual. Whether the tumor 
resulted from the trauma, science is un- 
determined. While the evidence is not 
convincing it is but an infirmity more 
or less inherent in expert testimony. 
Held, that the.evidence afforded a sub- 
stantial basis for the verdict of the jury. 
Judgment for plaintiff affirmed.— 
Schwartz vs. Woodmen Accident, Sup. 





DON’T WRITE, 
TELEGRAPH! 


About our opening in the STATE 
OF OHIO, 30 producing Agents 
now working. We must have a Man- 
ager to take charge of the entire state. 
State office preferably at Columbus. 
This is an unusual opportunity for the 
right man who is an organizer and 
builder to step into an Agency that is 
partly built. If you are the right man 
act immediately. An unusual contract 
is awaiting you. 


O. L. Holland, President 
American National 
Assurance Co. 
3719 Washington Blvd. 
St. Louis, Mo. 











A Happy Choice 








N considering a life insurance career, 

one may be somewhat in doubt as to 
which company to choose. As a man 
looks carefully over the life insurance 
field, he sees a number of institutions 
with which any agent might feel proud 
to be associated, but we do not believe 
that he can find a company more worthy 
of his confidence and esteem than the 











ct., Wis. 





MASSACHUSETTS MUTUAL 
E INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
More than a Billion and Three-Quarters of insurance in force 
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“It’s a Good Policy” 
MORE NEW POLICIES 


Retirement Income Policies 
(income to the insured) 
LOW COST PREFERRED RISK 
POLICY 
New Ownership, Beneficiary and 
Assignment Provisions 
clearly define contractual rights 
of all parties interested 
Completely Revised Plain English 
Policy Forms 
that will particularly appeal to the con- 
scientious life underwriter 
Write for Information 


Philadelphia Life Insurance Co. 


111 North Broad Street Philadelphia 








A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 
MANSFIELD, OHIO 
Presents itself for a high grade producer 
and agency builder for the position of Man- 
Write fully, in strictest confidence to 


ager. 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio, 








Read These 
Live Articles 


in the April issue of the 


A&H REVIEW 


“Query Auto Double Indemnity,” 
Accident Underwriters discuss ad- 
visability of this common form. 
“Offers Program for Agents,” E. A. 
Johnson, Inter-Ocean Casualty man- 
ager for Illinois, gives plan for im- 
provement. 

“Starvation Period Unnecessary,” C. 
W. Lent of Abraham Lincoln Life 
says accident and health men can 
make money from the start. 
“Standard Provisions Analyzed,” S. 
M. La Mont, third vice-president of 
the Metropolitan Life, gives an un- 
usually clear explanation. 
“Capitalizing on Flu Claims,” Gen- 
eral sales resistance always lowered 


after a bad epidemic. 
“Sidelights on Business Builders,” 
Interesting bits about men in the 


business. 

“Helpful Hints to the Man in the 
Field,” George Brown presents some 
timely comments. 

“Policy Changes,” Brief reviews 
about changes in policies, riders and 
rates. 


Subscribe to the 
A. & H. REVIEW 


and learn how to serve old 
clients better and secure new 
customers easier! 


SEND NO MONEY BUT MAIL 
=—=«=—==<=COUPON TODAY*=-==— 


The Accident & Health Review, 
175 W. Jackson Bivd., 


1 

Chi ! 
cago, til. 

I 

I 

I 








Send me the A & H Review for one year starting 
with the April issue and bill me for $2.00. 


wm 
Fs 
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NEWS ABOUT LIFE POLICIES 














New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “‘Little Gem,”” Published Annually in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 

















ISSUES NEW AVIATION BLANK 


Northwestern Mutual Requires More 
Complete Details As to Aerial 
Activities of Applicant 





The Northwestern Mutual Life has 
issued a new aviation blank for the pur- 
pose of securing prompt and complete 
information as to the aviation activities 
of an applicant. ee 

With the growing interest in aviation, 
and the development of new insurance 
problems, the blank is of particular in- 
terest. 
the company only from persons who fly 
as passengers and make only occasional 
flights, and those who use air transporta- 
tion as a business expedient or in emer- 
gency. 


tion and contemplated flights. 

The blank in no way modifies the 
other rules governing aviation which the 
Northwestern Mutual Life adopted. The 
rules provided that the company would 
consider applications from persons who 
make occasional aerial flights as passen- 
gers for business or pleasure, “with the 


{ 


| 
| 


The blank will give full details | 


of past experience with air transporta- | r 1 
| immediate protection 


: : : | ment and 
Applications are considered by | 


understanding that the plane patronized ! 


4 


is modern, of standard construction and 
operated by a licensed pilot,” but not 
from persons who are or who contem- 
plate becoming engaged in the operation 
of an airplane or persons who fly regu- 
larly as passengers, or from pilots, 
mechanicians, ground service men or 
others connected in any way with the 
operation of a plane. 


Sun Life, Baltimore 


The Sun Life of Baltimore has just 
issued a new policy known as the su- 
perior infantile policy, 20-year endow- 
20-payment life. This policy 
gives $100 immediate protection at birth. 
At the end of 20 years the insured may 
have either the paid-up insurance of 
$650 or $100 cash endowment and paid-up 
insurance of $300 if insured at birth or 
before the age of 1 year. 

Insured at 2 years next birthday, the 
is $130, maximum 
a few years $650, at the end of 
20 years paid-up insurance of $650 or 
$100 cash endowment and paid-up in- 
surance of $300, and so on up to 9 years 
of age, when the immediate protection is 
$550, maximum protection in a few years 
$580, paid-up insurance at end of 20 
years $580 or $100 cash endowment and 
paid-up insurance of $272. 


after 














WITH INDUSTRIAL MEN 








JOHN HANCOCK MUTUAL NEWS WESTERN & SOUTHERN NEWS 


Number of Important Appointments 
Have Been Made in Various 
Sections of the Country 


Norristown, formerly a detached office 
under Germantown, Pa., has been made 
an independent district by the John Han- 
cock Mutual. William F. Lawlor, assist- 
ant of Philadelphia No. 4, is made man- 
ager. He started with the company in 
1901 as an agent at Philadelphia No. 2. 
He served as assistant at Chester, Pa., 
for 11 years and then at Philadelphia No. 
1 for three years. 

The selection of Edward Bigehardt 
and his assistants to go to Lincoln, 
Neb., is the second time the John Han- 
cock has taken a manager and an entire 
assistancy staff to open a new district. 
A dinner was given at Union City, N. 
J., to bid farewell to Mr. Bigehardt and 
Assistants Walter Recanzone, George 
Marion, A. W. Hughes and E. G. Ryan. 
The home office was represented at the 
banquet. 

A farewell dinner was given at Quin- 
cy, Mass., to Francis P. Clish before he 
left for Cicero, Chicago, to become mana- 
ger of that district, the dinner being 
held at Boston. Manager C. H. R. Siddy 
had a number of guests being the lead- 
ing business and professional men of the 
city. Assistant Superintendent of Agen- 
cies J. W. Messenger and Walter R. 
Pond, manager of the underwriting de- 
partment were present from the home 
office. 


Mutual of Baltimore Appointments 


W. C. Hale has been appointed mana- 
ger of the Evansville, Ind., branch of- 
fice of the Mutual Life of Baltimore. Mr. 
Hale was former assistant manager of 
the St. Joseph, Mo., office. 

J. Birmingham has been promoted to 
manager of the Newark office. He was 
formerly assistant manager of that office. 


Eureka-Maryland Appointment 


Phillip L. Reardon of Mt. Carmel, Pa., 
has been appointed superintendent of 
the Eureka-Maryland Assurance at Phil- 
adelphia. Mr. Reardon was for some 
years connected with the Metropolitan 
Life before joining the staff of the Eu- 
reka-Maryland. 











Important Agency Meetings Have Been 
Held in Various Parts of 
the Territory 





The Cambridge, O., district office of 
the Western & Southern Life held a 
banquet. Superintendent C. H. Fulton, 
in charge of the district, was presented 
a 20-year service pin in the Western & 
Southern legion. Speeches were deliv- 
ered by the mayor and newspaper edi- 
tors as well as home office officials. 

At a convention in Indianapolis the 
21 Indiana and Missouri districts com- 
prising Division B pledged a $2,000,000 
ordinary productin for week of March 
25. Vice-President C. F. Williams and 
other executives from the home office 
were present to receive the pledge. 

Superintendent F. E. Brawley, for- 
merly of Middletown, O., has. been 
placed in charge of the Cincinnati Park 
district office. 

The following new assistant superin- 
tendents have been appointed: G J. 
Hansohn, Detroit West; C. Achilles, 
Pittsburgh North; E. Rauch, Louisville, 
East; J. Brown, Cleveland-Edgewater; 
and J. Balsis, Chicago-Douglas Park. 

A division convention of the Indiana 
and Missouri district superintendents of 
the Western & Southern Life was held 
at Indianapolis. Representatives at the 
convention were from Anderson, Colum- 


bus, Evansville, Fort Wayne, Kokomo, 
Lafayette, Muncie, New Albany, Rich- 


mond, Terre Haute and Vincennes, Ind., 
and St. Louis, Mo. 

Field representatives of the Western 
& Southern Life Insurance Company held 
a convention Saturday. Several hun- 
dred attended from Oil City, Warren 
and Youngstown, O. 

The following agents have been pro- 
moted to assistant superintendents: S. 
Ravid, Detroit North; C. Nossette, Gary, 
Ind.; E. Betcher, Hamilton, O.; R. Vogt, 
St. Louis West; C. Huntley, Rockford, 
Ill.; A. Venema, Chicago West, and J. 
Senn, Akron, O. 

Vice-President C. F. Williams and 
Judge W. H. Lueders, director, attended 
a banquet of the Toledo North district 
staff at Trilby, O. Visiting superin- 
tendents were F. W. Henkel, Detroit 
South; R. D. Early, Detroit West; and 
L. F. Mackley, Toledo South. 

New members in the 20-year service 
class are Superintendent C. H. Fulton, 
Cambridge, O.; Agents R. O. Weaver, 





=! 


Dayton, O.; and G. W. Krout, Columbus 
South. Superintendent A. C. Wilson, 
East Liverpool, has qualified for the 
15-year class. 

Assistant Superintendent Robert Birch 
has been appointed superintendent jp 
charge of the Royal Oak, Mich., district. 
Superintendent V. B. Riggs, formerly of 
the Dayton South district, has heey 
placed in charge of the Middletown, 0, 
district. The following agents have 
been promoted to assistant superintend. 
ents: J. Jendrezjewski, Chicago-Hum. 
boldt; J. Balsis, Chicago-Douglas Park: 
W. Michaelis, Chicago-Irving Park; ang 
P. Martin, Kalamazoo. 


OPENS TWO NEW DISTRICTs 





Prudential Recognizes Importance of 
Monessen and Greensburg, Pa., 
Territories 


Two new field districts are being 
opened in western Pennsylvania by the 
Prudential, at Monnessen and Greens. 
burg. The Monessen district, which has 
been a detached office of the Washi 


ng- 


ton, Pa., district, will be supervised by 
W. R. Bedillion, formerly an assistant 
superintendent at Charleroi, Pa. W. P. 
Kistler, who has been in charge at 
Monessen at assistant, will become su- 


perintendent at McKeesport, Pa., and ¢ 
S. Mears, who has been superintendent 
at McKeesport, will become _ superin- 
tendent of the new Greensburg district 


Carl W. Meier of the Buffalo No. 3 
district of the Prudential has been pro- 
moted to assistant superintendent in the 
same district. Similar recognition has 


been given to Agent James J. Woods of 
the Jamestown, N. Y., district, who is 
now assistant superintendent in _ the 
Salamanca office of the Jamestown dis- 
trict. 

Loren H. Peck of the Oswego office in 
the Syracuse No. 2 district is a new as- 
sistant superintendent in the same 
office, and Joseph F. Murphy of the Buf- 
falo No. 5 district, also becomes an 
sistant superintendent. 

Superintendent G. J. Wink of the 
Lancaster, Pa., district, will retire after 
43 years of service. Superintendent F. 
W. Schott of Bethlehem, Pa., will be 
transferred to the Lancaster district. 

The following promotions recently 
occurred in Division D: Agent Jacob H. 
Goss of Darby, Pa.; Agent James De- 
Marco of Philadelphia No. 3; Agent Mor- 
ris Dichter of Philadelphia No. 3, and 
Agent Thomas A. Gilligan of Philadel- 
phia No. 2. 

The following Prudential home office 
promotions have been made: 

Arthur C. Metz, formerly manager of 
Division A, is promoted to supervisor of 
the eastern group. Mr. Metz succeeds 
Frank E. Boyd, who has retired. 

Louis H. Schmidt is promoted from as- 
sistant manager of Division B to man- 
ager of Division A. 

David W. Paterson, assistant manager 
of the Canadian division, has _ been 
transferred in the same capacity to Di- 
vision R. 

W. S. Parkhouse, formerly chief clerk 
of Division S, is promoted to assistant 
manager of Division Q. 

Joseph Riley, formerly chief clerk of 
Division N, is made assistant manager 
and transferred to the Canadian divi- 
sion. 

John A. Halsted has been transferred 
as assistant manager from Division Q 
to Division A. 

Superintendent Bruce E. Duell of the 


as- 


Prudential at Moline, Ill., died the other 
day. He was appointed an agent at 
Davenport, Sept. 18, 1909. He was 4 
straight canvasser and then inspector. 


He was made superintendent at Moline, 
Ill., in 1926. 





HAS FINE ORDINARY RECORD 


Division D of Western & Southern Life 
Went Out for Blood for 
Two Months 





Showing what can be done by _— 
trial men in the writing of ordinary, = 
Western & Southern has hung up 4 re 


ord for a single week’s production, & 
Division D, comprising Indiana and } “2 


souri, of which Tom Jenkins is superi “ 
tendent of agents. The division put © 


a campaign for $2,000,000 for the eS 
of March 25 and actually wrote peer ee 


Over 100 men in the two states qua ~- 
with $5,000 or more. Every agent - 000 
Fort Wayne district wrote over #%""" 
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except two new men. Kokomo, Ind. 
stood first, Fort Wayne, Ind., second and 
Lafayette, Ind., third. The two states 
were divided into four groups and these 
in two contesting groups. M. Williams 


ff Indianapolis East stood first; O. G. 
Myers of Muncie, Ind., second; M. J. 
Pichhorn of Fort Wayne, third; G. F. 
Staker of Fort Wayne, fourth, and C. 


p. Martin of Kokomo, fifth. 

A celebration will be held at Kokomo 
at which the winning section will put 
on a professional entertainment and 
there will also be a business session. 
Superintendent of Agencies Tom Jenkins 
will act as toastmaster and the chief 
speaker will be Vice-President Charles F. 
Williams. 

The contest was watched by the whole 
Western & Southern staff because it was 
a test of industrial men to produce a 
given amount of ordinary and the test 
was entirely successful. Other similar 
drives will be put on in other divisions 
and it is expected that the Western & 
Southern will hereafter show a large in- 
crease in the writing of ordinary. 





LOCAL ASSOCIATIONS | 





POLICYHOLDERS BEST AIDS 








John Chambers of the Provident Mu- 
tual Life at Denver Tells About 
His Method 


DENVER, 
“Last year I 


COLO., April 4— 

had 250 policyholders 
working for me. They produced $250,- 
000 of business and not one of them 
on a drawing account,” declared John 
Chambers, Provident Mutual Life, in 
an address before the Colorado Asso- 
ciation of Life Underwriters, 

“The first job I had in the office,” 
Mr. Chambers said, “was copying ap- 
plications, and I noticed that a great 
many of the applicants had already 
taken insurance with other companies. 
I then thought that if I ever wrote a 
policy 1 would teach my policyholder 
to buy all his insurance from me.” 

In checking over his policyholders 
recently, Mr. Chambers explained that 
ina group of 30 he had sold $600,000 
insurance. Nearly all were repeaters 
and some of them hold six policies he 
had written. These 30 policyholders 
had bought $600,000 insurance in other 
companies before he began calling upon 
them, he said. 

“I think an agent should aim to get 
1,000 policyholders, but I want to figure 
what 100 of the kind of which I speak 
will do for you. Thirty carry a total 
of $1,200,000 in all companies and most 
of it taken in the past ten years. This 





is an average of $40,000 for each man, | 


a 
T 
i 


figure that 100 policyholders like I 


and the end is not yet, by any means. | 


have mentioned will yield $4,000,000 of | 


business in 10 years, or an average of | 
and even if you hide | 


400,000 per year 


| 


a barrel up an alley you cannot help | 


but write some others. 
I feel safe in saying that a policy- 


© —ARKANSAS——CALIFORNIA— 
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holder looked after will buy another 
policy every five years, on the average. 
I solicited an old policyholder for addi- 
tional insurance. To get rid of me, he 
introduced me to his brother, whom | 
wrote for $5,000. I have fourteen pol- 
icyholders in one family. A number of 
these hold two policies, and two of them 
hold three each. The first month I 
started out in the field, I wrote a man 
$5,000. Since then I have _ written, 
through him, 12 policies.” 

Only last week, Mr. Chambers said, he 
talked with a man who carries policies 
with three different companies. And in 
spite of the fact that one policy was 18 
years old, one 11 and the other four, 
not one of those agents had seen the 
man since the days the policies were 
delivered. 

“Why should you neglect your policy- 
holders?” Mr. Chambers queried, “even 
if he is not insurable or able to buy 


| 


more insurance. He is worth a call at 
least once a year.” 


PITTSBURGH CONGRESS HELD 


Dr. Rockwell Conducts Eight Lectures 
During Two and One-half Day 
Conference 


sales congress of the 
Pittsburgh Life Underwriters Associa- 
tion attracted a crowd of more than 
400 life underwriters. Although a two 
and one-half day congress an inno- 
vation in the usual procedure of sales 
congresses throughout the country, this 
received in 


The annual 


1s 


plan was enthusiastically 
Pittsburgh. This was probably the first 
time such an extended sales congress 


has been attempted in any of the larger| Frank G 


life underwriters association and 


27 


| , : 
marked success points to a further ex- 


tension of this plan. 

Dr. Charles J. Rockwell, educator and 
editor of “The Insurance Salesman,” 
personally conducted eight one-hour lec- 
tures on “Prospecting Methods,” 
“Broaching the Subject,” “Insurance for 
the Family and the Small Estate,” 
“What to Tell the Prospect,” “Support- 
ing the Family,” “Meeting Sales Re- 
sistance,” “Business Insurance,” and 
“Principles of Closing.” 

Fr. T. 

Dr. Rockwell was ably assisted by 
F. T. Stanford of the educational de- 
partment of the Canada Life, Toronto, 

ho delivered two one-hour lectures on 
“Personal Efficiency Applied to Life 
Insurance Salesmanship.” The trust de- 
partments of the Pittsburgh banks and 
trust companies cooperated in bringing 
Sayre, vice-president of the 


Stanford Assists 


its| Pennsylvania Company for Insurances 


MORE THAN 650 
MILLIONS IN FORCE 


Investigate the agency openings of 
THE LINCOLN NATIONAL LIFE INQGURANCE COMPANY 


OF FORT WAYNE 


+ INDIANA, 

















George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


Address 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington, 


ERNEST C. MILAIR, Vice-President and Secretary 
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COLORADO——— ILLINOIS———— INDIANA 








IOWA KANSAS————-KENTUCKY 








‘“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


MICHIGAN MINNESOTA——MISSOURI 
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5 
AGENCY MANAGERS FOR 5 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 9 
You will benefit by our special attention now to these States 6 
Z 
SECURITY LIFE INSURANCE COMPANY OF AMERICA =; 
Oo. W. JOHNSON, President 134 North La Salle Street, Chicago S. W. GOSS, Vice-President 
HIO——_—-OREGON—— PENNSYLVANIA TENNESSEE———-VIRGINIA——— WASHINGTON——WEST _ VIRGINIA——NEBRASKA 





FORGING AHEAD 





Increase in Paid-for Business over 1927.... 


Gains for 1928 


20.38% 


Increase in Gain in Insurance in Force 
over 1927..... ite i ieee ee : 42.21% 
Gain in Total Insurance in Force.......... 7. 8% 





Another Big Year Ahead 











INSURANCE CO. 


Madison Avenue at 60th Street 
New York, N. Y. 


Founded 1850 
Thomas E. Lovejoy, President 
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We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

8. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 
character and integrity—men who are intent upon suc- 
cess—and to whom we offer exceptionally liberal and prof- 


* ftable ee 
ery desirable territory open 


OHIO — INDIANA KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


| OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 




















We have openings in Ala., p>, Dela., D. C., Fla, Ga., Ill, Ia., Kans., Md., Mich., 
Minn., N. M., N. C., Okla, S. D.,'W. Va. and Wyo, 


et Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO ; 


B. R. NUESKE, President 
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Business of 1928 | 


i 
" NEW INSURANCE ..........$143,573,589 | 
' Increase over 1927.......... 6,083,386 


Insurance in Force ..........$1,113,810,563 
An Increase of.........00- 90,547,161 


| 
| 
| 
| 
| 
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Representing over 63% of the New Business 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON, MASS. 
Chartered 1835 Organized 1843 
y 


/ 
} 
" 
( 
j 
i 
! | 





Take Stock of Yourself 


Every ambitious life underwriter has his doubting moments at 
times: Am I in a rut? Am I getting on as I should? Have I 
a future in sight? are the questions he asks himself. 


You Can Do Better 


A Company twenty-two years old with a reputation for sound 
management and modern agency equipment needs a few high- 
class men as managers in some choice points in Iowa, Nebraska, 
Minnesota and South Dakota. 


Are You Ready to Grow? 


If your record is clean, if you are a personal producer and if 
shown some organization ability as well, if you want a connec- 
tion with a company whose agency department is headed by 
men, who have been through the mill and if you will tell all 
about yourself in the first letter, Address K-4, The National 
Underwriter. 














on Lives and Granting Annuities, Phila- 
delphia, to speak on “Life Insurance 
Trusts.” An added feature of the con- 
gress was the closing address by Roger 
B. Hull of the National association, 
whose subject was “The Life Under- 
writer—1929 Model.” Robert N. Wad- 
dell, a member of the sales congress 
ommittee, delivered a sales talk on the 
Pittsburgh Life U nderwriters Associa- 
tion. The “pep crew” headed by L. M. 
Heyl at the piano and J. W. McKelvie, 
song leader, kept the crowd in a con- 
stant good humor. 

As a result of this splendid sales con- 
gress, the Pittsburgh association has 
received application for about 100 mem- 
berships. W. Rankin Furey was chair- 
man of the executive committee which 
handled the details of the congress. 

x * * 


JOINS MINNEAPOLIS BODY 


Hamburger & Kaufmann, General 
Agents of the Northwestern Mu- 
tual, Heal the Old Wound 


The last chapter in the schism which 
disrupted the Minneapolis Association 
of Life Underwriters a number of years 
ago was written at the March meeting 
when the application for membership of 
Hamburger & ‘Kaufmann, general 
agents for the Northwestern Mutual, 
was read. The announcement was 
greeted with applause, as it means that 
the life agencies of Minneapolis now 
present a united front in the endeavor 
to reach the ideals of the association 
movement. 

Hamburger & Kaufmann stayed in 
the association when those who couldn’t 
agree to unusually strict rules estab- 
lished the Twin City Underwriters. But 
two years ago when the two bodies again 
united, the Northwestern Mutual agency 
remained out. 

The program of the president, Leon 
A. Triggs of the Berkshire Life, to 
carry the membership to 400 from its 
present-time mark of 240 was told. If 
President Trigg’s goal is reached, prac- 
tically every active full-time agent who 
is established in the life insurance busi- 
ness will be a member. The speaker 
of the day was T. G. Harrison, sales 
manager for Winston & Newell, whole- 
sale grocers, who demonstrated capably 
the advantages of united effort by 
telling the history of the Independent 
Grocers Association of the Northwest. 

Another thing that bodes well for the 
future of the Minneapolis association is 
the series of practical life insurance pro- 
grams which are being lined up for the 
balance of the year, starting off with 
Hugh D. Hart, vice-president of the 
Penn Mutual Life, as a speaker on 
April 30. 

On May 8 and 9 will be held the 
annua! life insurance institute which has 
become a famous institution in Min- 
neapolis, providing two days with well- 
known speakers on education life insur- 
ance topics. A number of headliners 
are being negotiated with to appear on 
the program, and already Theodore N. 
Riehle, associate manager for the Equit- 
able Life in New York City, is slated 
to speak on business insurance. An- 
other speaker will be Harold J. Cum- 
mings, superintendent of agencies for 
the Minnesota Mutual Life. 

Winners in the state-wide contest 
among high school children writing an 
essay on the subject of “Life Insurance 
as an Investment” were announced at 


the meeting. 
* * * 


ADMITS 15 NEW MEMBERS 


Binder Presides at Meeting of San Fran- 
cisco Association—Watt Succeeds 
Eader, Resigned 





Fifteen new members were admitted 
to the San Francisco Life Underwriters 
Association at a luncheon meeting last 
week. Colman Cox, author and pub- 
lisher, was the principal speaker, with 
H. A. Binder, general agent of the Mas- 
sachusetts Mutual, as chairman of the 





day. Mr. Binder, who has been cop. 
fined to the hospital for some time, wa; 
enthusiastically received and compli. 
mented by President Peterson upon his 
loyalty to the association which caused 
him to leave the hospital just long 
enough to preside at the meeting. y 

The resignation of Walter G. Fader 
sales manager of the Pacific Mutua! Lif 
as a member of the executive committe 
of the association and chairman of th: 
rules committee was announced, fol!owe; 
by the appointment of Rolla B. Wat, 
general agent of the Midland Mutual 
to succeed Mr. Eader. The resignation 
of Gordon W. Hay, agency organizer o; 
the Mutual Life, as a member of ¢ 
executive committee and chairman o 
the educational committe was also ap- 
nounced, 

An active interest is being taken | 
association members in the degr: 
certified life underwriter and it is planned 
to form a study group to prepare for 
the examinations. Interest is also being 
displayed in the managers’ school to | 
held in San Francisco April 9-12 and i 
is estimated that more than 30 general 
agents and managers will attend. 

* * 


“ 


Grayson County, Tex.—The G1 
County association was formed at 
meeting of the life insurance men of 
the county held at Sherman a few days 
ago. Fourteen underwriters registered 
as charter members of the organizatior 

W. J. McGee was elected president 
J. Cc. Stinson, vice-president; G. § 
Murphy, secretary: W. B. Russell, F. J 
Roberts, A. M. Jones and R. C. Hart 
members of the executive committe 
The first regular meeting of the 
association will be held April 11 A 
excellent program, with some out-of- 
town speakers, is being arranged. 

*x * * 

San Francisco.—The San _ Francis 
office of thte New England Mutual Life 
has the distinction of being the first 
ever to have its entire agency force en- 
rolled for membership in the San Fran- 
cisco association. The non-members i 
the agency all signed up last week afte 
a visit by Frank P. Ebertz, gener 
agent for the National Life of Vermont 
and chairman of the membership con- 
mittee of the association. 

* * x 

North Dakota.—Charles V. Wilson 
the National Life of Vermont and A. E 
Johns of the Equitable Life of New 
York were speakers at the meeting of 
the North Dakota association in Farg 
Saturday. Mr. Wilson discussed “Pro- 
grams and Surveys,” while Mr. John: 
talked on “Servicing Old Policyholders 

*x* * * 

Kansas City, Mo.— “Working Meth- 
ods” was the subject of an illustrate/ 
talk made by Frank D. Masden, genera) 
agent of the Connecticut General Lif 
before the regular monthly luncheon 0 
the Kansas City association. Mr. Mas 
den used lantern slides to _ illustrat¢ 
methods which have worked for him. 

*x* * * 

Los Angeles—The Los Angeles a 
sociation at its regular monthly dinner 
meeting featured “average producer’ 
night,” the basis of the entire discussion 
being the adaptation of the plan to th 
prospect. Sam McCurdy of the Ne 
York Life had charge of the program. 

George Hodel, Equitable Life of Ne 
York, explained the circumstances unéé 
which the ordinary life policy should 
sold. V. J. Adams, Reliance Life, di 
cussed the limited payment life pla’ 
showing why, when and where it shou! 
be offered. Edna Maddox, Pacific Mutu 
Life, described the conditions undé 
which short term endowment should » 
suggested as the proper policy to fit 
need of the prospect. H. R. Van Clevé 
Provident Mutual, discussed long tem 
endowment, showing how to fit it to ™ 
prospect whose need it will most ade 
quately meet. A. W. Braun, New Yor 
Life, showed under what circumstance 
and conditions term insurance should! 
prescribed. 








Hearing on Reinsurance 


A hearing has been set for A; yril 2 
before the insurance commissioner ° 
Minnesota on the application ,of 
Ancient Order of Hibernians to reinsu! 
in the Minnesota Mutual Life. Betwet 
$2,000,000 and $3,000,000 in insurance! 
involved. 
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LIFE INSURANCE EDITION 








ADOPT BUDGET BASIS, 
PLAN WIDER SERVICE 


se ors FROM PAGE 3) 


Insurance” can be obtained by the head- 
quarters Office, it is planned to take 
those addresses and make a digest of 
them. This could be used for the com- 
pilation of an address on the subject 
by some member of the local unit at 
even the most inaccessible point, where 
speakers of national prominence are not 
readily available, but where the best 
thought on any "subject the association 
might want to discuss could neverthe- 
less be secured in this way. 


Analyze Local Association Practices 


An analyis will be made of the best 
practice in the matter of the keeping 
of records of local associations. There 
is now no uniformity whatever among 
the local secretaries. ‘Their job is 
difficult enough at best and it is be- 
lieved that the National association can 
help them materially by guiding and 
directing more closely the keeping of 
their records. It is Mr. Hull’s desire 
to have the National association prepare 
and distribute a “Manual of Local As- 
sociation Fractices,” which will make 
clear to each of its 215 units the best ex- 
perience of the other 214. An analysis 
is to be made of the turnover in mem- 
bership and means devised for check- 
ing it if possible. “I think we are all 
going to be mightily surprised,” said 
Mr. Hull, “when we learn what a 
tremendous cost, in the way of lapsation, 
we shall pay for our 5,000 additional 
members this year. 


Start Speakers’ Bureau Soon 


Efforts will be made to have the newly 
created speakers’ bureau in full opera- 
tion before the national convention in 
September, depending only on the finan- 
cial condition in which the association 
closes its fiscal year June 30. Plans 
are to be worked out for coordinating 
and correlating the dates and programs 
of the 15 or 20 sales congresses that are 
held in various parts of the country 
each year. It is felt that there is a 
vast amount of lost motion and lost 
opportunity necessarily involved in the 
lack of organized plan for the holding 
of these sales congresses at the present 
time. 

Mr. Hull also outlined some of his 
plans for livening up the “Association 
News,” through the inclusion of a more 
friendly spirit of comradeship than 
seemed to have characterized its col- 
umns before and the insertion of more 
“human relationship” items which might 
seem to bring it closer to its readers 
and give it a greater appeal to those 
readers. 


Slogan ang Fmblem Contest 


In connection with the contest for a 
new slogan and emblem—the Julian S. 
Myrick $100 prize competition—Mr. 
Hull asked that action be taken to 
authorize the adoption of a new slogan 
and emblem, so that if any one of the 
suggestions now being submitted is found 
worthy of adoption it may be possible 
to go to the Washington convention in 
September with the means and manner 
of its use actually worked out and ready 
for distribution at that meeting. The 
adoption of an official song for use at 
sales congresses and association meet- 
ings is also under consideration. 

Attention was called to the large 
half-tone exhibit of letters from com- 
pany executives endorsing the work of 
the National association and urging their 
fell men to get into the group. 
tumber of these exhibits, which are 
being sent to the general agents of the 
*9 companies represented and to officials 
% local associations, were distributed 
to the members of the executive com- 
mittee at this meeting. 





CAMPAIGN IS PLANNED 
FOR WOODS FOUNDATION 
(CONTINUED FROM PAGE 3) 


now form its only source of support. 
This fee is $50 aad it has been found 
that the average cost of the examina- 


tion of each applicant has been $40. It 
is hoped to cut down this cost some- 
what by consolidating the centers at 
which examinations are given, even 
though this may make it necessary for 
some applicants to travel a consider- 
able distaace in order to take the ex- 
amination. 

At the outset, Mr. Clark said that he 
wanted to correct some misunderstand- 
ings that seemed to be quite geaeral and 
particularly the confusion between the 
accredited certificate issued by the Na- 
tional association and the chartered life 
underwriter degree. He urged the mem- 
bers of the executive committee to make 
it clear to their respective associatioas 
that the college does not issue a certif- 
icate. The C. L. U. degree is strictly 
an earned degree. 


Can’t Relax Requirements 


One of the requirements of the college 
is that any applicant must be a grad- 
uate of a high school or some prepara- 
tory school. Many requests have been 
received from men who were not able 
to obtain such training in their yowager 
years asking for a relaxation of this re- 
quirement. He stated that it would be 
impossible to make any change in this 
respect, if the high standards on which 
the college expects to operate are to be 
maintained. He referred, however, to 
the fact that Columbia University and 
other schools are now offering courses 
for home study covering college en- 
trance requirements and iatended to 
prepare a student for taking up a reg- 
uiar college course leading to a degree. 
He said that such courses offer the only 
solution to the problem that he has 
been able to find. 


It was announced that 30 universities 


and colleges are ‘aow cooperating in 
the movement by giving higher educa- 
tion in life insurance. Mr. Clark said 


that it is necessary that these cooperat- 
ing colleges and universities have the 
fullest support of the life underwriters 
and he urged that this message be taken 
home to the local associations. 

H. O. Wilhelm of Omaha 
briefly oa the work which the life 
underwriters association and the man- 
agers association in that city have done 
in promoting educational work, as a 
result of which 103 people are now tak- 
ing life insurance courses in Omaha 
University. He said that not all of 
these by any means would ever become 
chartered life underwriters but he be- 
lieves it will be of inestimable value 
to the life insurance fraternity in that 
city. 

Mr. Clark gave a hearty endorsement 
of the work that the Omaha men are 
doing, stating that in his belief Omaha 
has probably made the best record in 
that respect of aay city in the coun- 
try. 


spoke 





W. W. DARROW TAKES 

UP NEWSPAPER WORK 

(CONTINUED FROM PAGE 3) 

lations committee of the conference. 
He contributed his services to the Na- 
tional Board of Fire Underwriters in 
talking before local boards to obtain 
their co-operation for local campaigns 
in connection with the National Board’s 
recently inaugurated newspaper cam- 
paign. 

Mr. Darrow has a wide acquaintance 
athong the agents of the country and 
has been a consistent conventioneer at 
many of their meetings. 

Previous to his going with the Home, 
Mr. Darrow was with an association 
of artists, acting as idea man and visual- 
izer. In this capacity he contributed 
largely to the creation and development 
of many national advertising campaigns. 





Hugh Hart on Coast 


Will O. Ferguson of Los Angeles, 
general agent of the Penn Mutual Life, 
gave a luncheon Tuesday of this week 
in honor of Vice- president Hugh D. 
Hart, who is making a trip to the Pacific 
coast. He will go to San Francisco and 
will give an address before the Man- 





agers’ Club, April 8. 


| SECTION 97 CHANGES 
OF GREAT IMPORTANCE 


(CONTINUED FROM PAGE 3) 
non-participating (plan. Rates have 
gone down to about the actuarial mini- 


mum now and more definite operating 
savings will have to be seen before 
further reductions are probable. There 


this important item of re- 

serve liberation, which is not as im- 

portant in companies of such propor- 

tions as the Aetna Life and Travelers. 
May Change Types 


is, however, 


Again, the new code may result in a 
shift in the type of business written 
by many companies, This is not neces- 
but it stands as a 


sarily an outcome, 
possibility. Under the old system, the 
writing of huge totals of the regular 


lines, such as ordinary and endowment, 
sapped the margin left for operating 
costs. The reserves required cut so 
heavily into the first year premiums 
that the companies often found them- 
selves hard pressed for adequate margins. 
The consequence was that they turned 
to term insurance as a salvation from 
these difficulties. Margins were much 
greater on term policies and, if a large 
volume were written on this type, the 
ordinary and endowment business could 
go through without margin, if neces- 
sary #This could be done, even if larger 
commissions were paid in term busi- 
ness than was true of companies which 
did not care for term busingss. g 

Will Write 


Now, the new mortality table and 
underwriting basis enable the companies 
to write ordinary and endowment with 
larger margins, that term can be 
ignored for this purpose and all energies 


More Permanent Forms 


so 


concentrated on the more permanent 
and desirable forms. Some term is 
necessary, of course, to adequately 


meet the needs of prospects, but not the 
quantities written in the past, and now 
companies may seek to encourage their 
field men to replace much of their term 
writings by ordinary or endowment. 
They may even go so far as to dis- 
courage term by commission cuts, 
though that is purely speculation. The 
fact stands that term will now be un- 
necessary for marginal purposes. 


Commissions on New Basis 


Probably the most important poten- 
tiality, insofar as those in the field are 
concerned, is in connection with com- 
missions. In this regard, there will 
be some very radical changes possible 
and, in a few cases, probable. Under 
the old law, some companies were 
strictly within the letter of the law in 
giving extra bonus payments on top of 
certain commission schedules, while other 
companies were bound to the ‘basic 
schedule. It was a: matter of mortality 
saving, plus margin of operating costs. 
Where a fortunate combination was 
found possible, added 
could be granted. Now commissions are} 
scheduled on a percentage basis, using 
all acquisition factors as a ‘basis in 
measuring this percentage/ Most of the 
companies have assured the field that 
there is no great change likely, but in 


some cases, a revision may be essential 
and all companies will go on the same 
basis. It will particularly help the 


smaller companies. 
Check Managerial Costs 


In consideration of the item of acqui- 
sition cost, under the new law, many 
items not heretofore considered in meas- 
uring first year expense are included. 
Field supervision, advertising and sev- 
eral other business aids are now listed 
as part of acquisition cost. And, of 
particular importance to the agency 
system, managerial operation is definitely 
brought within check under the new pro- 
visions. Life insurance in this country 
has never made any great move towards 
a dangerous type of managerial opera- 
tion. 

Some Changed to Manager System 
But under the old law there was no 


check on what companies might expend 
in operating through managers and sev- 





commissions 








followed by rows of 


0,000,000 


and claims of 


Priorsaty 


are interesting, of 
course. But not nearly 
so significant to the man 
seeking a company to 
represent, as the fact 
that HERE is one that 
offers 


direct sales helps to its 
agents. 


Would YOU Like 


to know what they are? The 
coupon will bring complete 
information without obli- 
gating you in any way. 


REGISTER LIFE INSURANCE 


( ompan, 
of 
Davenport, 
lowa 


A #@ Year Old Mutual 
Low Net Cost Record 


A. E. Littig, Secy., 

304 Register Life Bldg., 

Davenport, lowa. 
Please write me 

direct sales cooperation, 
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ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 


Exceptional opportunity for a 
live producer to make at least $500 
per month, under a liberal General 
Agency contract and at the same 
time 


BUILD UP A 
PERMANENT INCOME 
For Old Age or his de pendent 


If you can qualify for this oppor- 
MF ng give full details of all past 
business connections in your first 
letter, which will be treated as 
confidential. 


W. C. C. 


Lock Box 1365 
Columbus, O. 
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Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. X 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 
Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 

The standard size is $2.25 and the large size, 

$3.15. Quantity rate gladly furnished on ap- 

plication. Other wallets from 65c to $5.00. 


E. L. KAUFMANN 
Room 700, Austin Bldg. 

111 W. Jackson Blvd. 
Telephone Wabash 3933 


Chicago, III. 
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AN EXCUSE 


for poverty can never be found 
in the ownership of good life 
insurance, especially that offer- 
ed by a company now over four 
score years in business. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD 
1846 Over 82 years in Business 1929 








UNDERSTANDING - APPRECIATION 


The commission figures in your contract may mean but little in 
dollars to you. A high commission, but with no cooperation, no appre- 
ciation of the Agent’s problems, may mean a barren relationship. 


A fair commission, good renewals, a full understanding, and the 
placing in your hands of the best devices for making your work effective 
—these are things that count. 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Home Office Ralph H. Rice, President Kansas City, Mo, 

















eral companies have recently changed 
from the agency organization to the 
managerial units. None had gone far 
in spending huge sums in this direction, 
but there were potentialities of huge 
expenditures and there was a certainty 
that, in the controversy over the ser- 
vices of a good man, the managerial 
company could go far beyond the gen- 
eral agency company in bidding for the 
man. Now the managerial companies 
are put on an equal basis with general 
agency companies, acquisition cost be- 
ing represented by total expenses of 
securing the business and not by com- 
missions paid. 
Affects Whole Country 


The changes which are possible under 
the Wales bill are numerous and import- 
ant and those throughout the country 
will await the coming year with inter- 
est, to see what, if any, developments 
may be brought about as affecting their 
own interests. It is probably the most 
important change insurancewise since 
famous Armstrong laws of a quarter 
century ago and it is, in fact, a mod- 
ernization of the Armstrong provisions, 
to conform to present day conditions. 


Wanted to Maintain Old Principles 


Throughout the discussion of the pro- 
posed legislation, it was evident that the 
law-makers sought to maintain the prin- 
ciples of the great investigation of 1905 
and eradicate some of the evils that were 
facing the life business, if not already 
affecting it. And it stands as a model 
which will doubtless be copies by other 
states, as is usual in the case of most 
New York life insurance legislation. 
Whatever action may be taken else- 
where, this single legislative enactment 
affects 80 percent of the business of the 
country and thus will guide all life un- 
derwriting in the country. 


CANADA ALMOST, SURE 
TO GET 1930 MEETING 


(CONTINUED FROM PAGE 5) 


general convention committee of the 
Washington association, told of the ar- 
rangements that have so far been made | 
for the meeting. He considers that 
the Mayflower hotel, selected as the con- 
vention headquarters, will be an espe- 
cially satisfactory meeting place, as the 
convention hall is on the ground floor, 
thus eliminating some of the vexatious 
elevator delays that have been experi- 
enced sometimes in the past, and is 
capable of seating 1,600 or 1,700 people, 
which should take care of the crowd 
without difficulty. Display space will 
also be provided on the ground floor, 
close to the meeting place. 


Officers and Committees Report 


Aside from the address by Mrs. W. 
S. Pritchard on her work with club 
women in Iowa, the meeting of the 
executive committee was devoted almost 
wholly to reports of officers and com- 
mittees. President Paul F. Clark spoke 
briefly on his plans for the year. Vice- 
presidents S. T. Whatley of Chicago, 
C. C. Day of Oklahoma City and E. J. 
McCormack of Memphis and Secretary 
Ernest W. Owen of Detroit reported 
on organization activities in their re- 
spective territories. Roger B. Hull, 
managing director, outlined the plans for 
increased service which had been ap- 
proved by the trustees at this meeting 
on his recommendation and gave a very 
optimistic report on the membership 
campaign, stating that the 5,000 increase 
by June 30 is assured. He gave especial 
credit in that connection to Vice-presi- 
dnet G. W. Ayars of Los Angeles, both 
for devising the plan which is being 
used in the campaign and for his active 
assistance in carrying it out. He intro- 
duced M. L. Hoffman, the new assistant 
managing director, who told something 
of his plans for further field develop- 
ment. 


Education, Advertising Discussed 





Ernest J. ‘Clark, president of the 
American College of Life Underwriters, 





discussed the plans for the college and 


its endowment campaign. Miss.B. B. 
Macfarlane of New Orleans, chairman 
of the educational committee, reported 
on the returns from a questionnaire 
sent to 106 local associations, showing 
that very few of them are active along 
educational lines. Julian S. Myrick of 
New York, chairman of the executive 
committee and also of the special com- 
mittee on institutional advertising, pre- 
sented the plan for cooperative adver- 
tising recently issued by a committee 
of the Life Insurance Sales Research 
Bureau. While the National associa- 
tion is strongly committed to the idea 
of institutional advertising, some of its 
officials doubt whether the company 
officials will be willing to put up the 
money necessary to carry on the sort of 
a campaign outlined by that committee. 
H. J. Powell of Louisville gave a report 
on legislation recently enacted. Frank- 
lin K. Ganse of Boston reported on the 
progress made in cooperation with trust 
companies and J. K. Voshell of Balti- 
more on cooperation with the U. §. 
Chamber of Commerce. 


Resolutions on Recent Deaths 


Resolutions were adopted on the re- 
cent deaths of Charles A. Foehl of 
New York, treasurer of the National 
association, Presidents Haley Fiske of 
the Metropolitan Life, John D. Sage of 
the Union Central and W. W. McClench 
of the Massachusetts Mutual, and one 
on the retirement of Everett M. Ensign 
as assistant managing director. 

Robert L. Jones of New York, who 
recently resumed the duties of treasurer 
of the National association, was unable 
to be present on account of the illness 
of his wife. Two of the national trustees 
also were absent. W. M. Furey of 
Pittsburgh is on a trip to Honolulu 
and George D. Alder of Salt Lake City 
is ill at his home in that city. 

There was an excellent attendance of 
members of the executive committee 
and Chairman Julian S. Myrick kept 
things moving all through the session. 


STATE LIFE OF CHICAGO 

FORMS NEW LINEUP 

(CONTINUED FROM PAGE 9) 

successfully with a number of the 
smaller papers in Illinois. These poli- 
cies are handled through its agents. It 
is found that this contract builds up a 
prospect list that has been very valu- 
able. The directors say that with the 
present set up of the State Life it is in 
a position to make substantial progress 
in its operations. 





Insurance Stock 
Quotations 








_ Charles Sincere & Co., the Chicago 
investment house, gives the following 
stock quotations: 


Div. 
Stock Par Bi Asked Per Sh. 
Aetna Cas. & S. 100 1825 1850 12 
Aetna Life.... 100 1300 1320 12 
Amer. Auto.... 10 75 eos 2 
Automobile ... 100 590 605 8 
Camden Fire.. 5 34% 35% .80 
Cen. West Cas. 50 64 aa 4% 
Chgo. F. & M. 10 18 |. arr 
Chgo. Nat. L.. 10 18 23 nwo eee 
Cols Nat. Life 100 450 es 8 
Coml. Casualty 10 47 49 2 
Conn. Genl.... 100 2275 «.. .12&Ex 
Contintl, Ill... 10 86 90 1.80 
Contintl. Cas.. 10 66 68 1.69 
Detroit Life... 50 140 150 6. 
Fidel. & Dep.. 50 292 296 7&EX 
Ga. Casualty.. 5 24 ST ss ccvces 

57 60 


Gt. Amer. Ind. 10 
Hartford Fire. 100 1040 1060 2 

Hrtfd. St. Boil. 100 820 840 16&Ex 
Indep. Indem.. 10 24 26 weasee 
Ins. Secur. Co. 10 30 3 
Inter-South. L. 1 56.45 5.5 
Lincoln Nat. L. 10 134 13 
Lloyds Cas.... 10 37 : 


Md. Casualty.. 25 154 158 4.50&Ex 
Mo. State Life. 10 8% 91 1.20 
National Cas.. 10 40 45 1.20 
N. Amster. Cas. 10 84 86 2.00) 
New World L. 10 14 16 8% 
New York Cas. 25 92 96 oi - 
No. Amer. Life 50 190 200 20% 
Old Line Life... 10 — 40 15° 
Pacific Mut. L. 10 108 112 20) 
Peoria Life.... 10 40 eee 16 
Preferred Acc. 100 510 ie as 
Southern Sur.. 10 44 46 1.66 


Sun Life...... 100 2475 2510 25 
Travelers .... 100 1870 1895 1 
U.S. FB. & G.. y 





Apri 





(M 
frien 
man: 
Phil: 
writs 


busi! 
unde 
crea: 
time 
abre 


thou 
cour 
90 p 
Rec 


indic 





. = 








April 5, 1929 


LIFE 


INSURANCE EDITION 


















































BUSINIESS-GETTING 
IMME TIRIOIDS 











































































General Agency Training Schools for 
Life Insurance Salesmen Now Favored 


By Majority of Company Officials 


BY T. M. SEARLES 


Aetna Life General 


(Mr. Searles spoke last week to the 
friendly conference of general agents, 
managers and superintendents of the 
Philadelphia Association of Life Under- 
writers.) 


HE 


indicates that the large majority of 
companies and company representatives 
are in favor of some form of educational | 
training for life insurance salesmen. 
Current reports received this 
from both companies and agencies in- 
dice ate beyond question that the days of | 
“easy picking” in the life insurance 
business are rapidly passing. Those | 
underwriters who are 
crease in their production at the present 


time are the men who are keeping | 
abreast with modern developments in| 
sales methods and carefully selecting | 


their prospects with an eye to “needs.” 


With this idea in mind, we adopted 
several years ago a method that has} 
been of material assistance to us in| 


solving some of the major problems in 
our business, and we feel that the agent 
who has the new conception of the 
life insurance business and isn’t en- 
thusiastic about it, is in the wrong busi- 
ness. 

Competent home office officials tell 
me that one of the great causes of the 
failure of agency schools is the fact 
that many managers and general agents 
are untrained. Most home offices might 
better spend money training managers 
and general agents and give to them 


the task of training men rather than put | 


thousands of dollars into correspondence 
courses most of which are wasted on 
90 percent of the men who take them. 
Records of large correspondence schools 
indicate that about 
students who start, complete courses. 
Home office traveling training schools 
are of little more value than correspond- 
ence courses. 

_ It is our aim to get our men interested 
in quality of prospects rather than 
quantity. In other words, get a few 


adoption of training schools for | 
salesmen during the past few years | 


| Time of Agent 
year | 


showing an in-| 


| presents 


10 percent of all} 
| very 
| devoted to the 
; such as prospecting, 


Agent, Newark, N.J. 


good prospects and give them individual 
and specialized attention. I can see no 
other way but to individualize the 
| methods used as much as possible and 
this cannot be done on the wholesale 
plan. An individual is limited in what 
he can do. 


Should Be Divided 


In my opinion he 
time among these duties: 


should divide his 
(1) educating 


himself; (2) getting prospects; (3) ar-| 
ranging interviews; (4) preparing data 
for interviews; (5) interviewing pros- 


pects; (6) closing cases; (7) service to 
policyholders. 

Before going into the details of our 
course, let’s pause a moment and get a 
short analytical definition or bird’s-eye 
view of the salesman’s object when he 
his talk. 

You, the salesman, must make your 
prospect see something as you see it, 
and make him feel as you feel about it. 
It makes no difference whether the facts 
you are dealing with are the facts of 
character, of human experience and 
emotion, or of physical and chemical 
analysis; to be successful, you must 
make them visible and dynamic through 
the medium of language. A series of 
mental images in the mind of the sales- 
man must be translated into words 
which will translate back into images 
again in the mind of the prospect so 
that he will see and feel what you do. 


Not Required to 
Master Complications 


Now let’s run through the resumé of 
the course. There’s a lot to it, but the 
times assigned to theoretical phases, such 


as the calculations of net premiums, is ; 


when compared with that 


more practical 


short 


In fact, we don’t require a man 


the rate book and/| 
We are developing 


cept rates from 
settlement options. 


salesmen. 





| third, 








phases | 
sales and programs. | 
to | 
master any calculations at the start, ex- | 


| you 


We cannot hope to develop 
actuaries. Any man who is interested 
in the theoretical end can continue his 
study through books we are glad to 
lend him, 

Our system of training is based upon: 
1. Imparting knowledge of fundamentals 
to the agent; 2. Training the agent 
to use that knowledge to the best ad- 
vantage, thereby developing his in- 
dividual ability. This is the keynote of 
our training course. We want our men 
to see a client’s problem clearly and 
tell their story plainly. 


Use Many Educational 


Aids in Training 
The training now offered is divided 
into five sections, each one-half hour in 


length. The first half hour is devcted 
to either accident and health or group 
insurance, alternating every eight weeks; 
the second half hour is devoted to 
fundamentals of life insurance; the 
selling life insurance; fourth, 
psychology of selling; and fifth, case 
analysis. 

We inject in our training from time to 
time many ideas from other professions 
and businesses such for example, 
material from magazines, service bu- 
reaus, etc. We have available and en- 
courage our representatives to use a 
great deal of supplementary material. 

We buy every worthwhile book 
sued on insurance or sales material ap- 
plicable to insurance. We keep a 


as, 


library and lend the agents books on} 
receipt. We give them clippings from | 
insurance magazines, financial publica- 


and suggest books to them, and 
possible to 
this “Library Sheet” 


tions, 
do everything 
study. We have 


giving a partial list of the helpful books | 


and services that are available for our 
men. They are handed out from time 
to time at the meetings so as to remind 
the men that there is a great deal of ma- 
terial available for their use. 


Supplementary Material 
in Way of Forms Used 


We also use a great deal of supple- 
mentary material in the way of forms 
devised by the agency, as for example, 
our: 1. Picture Blank; 2. Steps in a 
Sales Presentation; 3. Sales Talks Writ- 
ten by Us; 4. Critique Sheet; 5. Pros- 
pect Sheet; 6. Sales Manual Books. 

I'll just run over these forms with 
and illustrate their use. Let us 





|} under one of the following heads, 


| partnership; a 
| taxes. 


is- | 


| is even present in many 
encourage | 








take the “Picture Blank.” You will 
find that when an agent has this in- 
formation, he is in a position to go to 


a man with definite and specific sugges- 
tions as to what life insurance can do 
for him and the particular form of life 
insurance he needs. 

The form entitled, “Steps in a Sales 
Presentation” is used in building ‘the 
sales talk. Each sale follows a definite 


course as indicated on this form, 


Ten Basic Sales 
Talks Are Discussed 


One of the most important and valu- 


able parts of the course is a series of 
10 sales talks, which are really word 
for word presentations of the actual 


cases written in this agency by our men 
from material furnished by the school 
heads. These cases are discussed and 
analyzed during the “case analysis” 
period. We find that 95 percent of all 
the cases encountered can be classed 
so we 
one. They 
woman; 


have a sales talk for each 
are: A young man; a young 
a young married couple; a married 
couple with two children; the single 
business or professional woman; the pro- 
fessional man; the business man; a 
corporation; inheritance 


An agent can take one of these and 
build up his own presentation by mak- 
ing slight changes or adaptations to suit 
the individual case. 

In all of our sales talks we make an ef- 
fortto appeal to the prospect's senti- 
ments, a so-called emotional appeal, this 
of the business 


cases. Sentiment moves the ‘world 
around, 
All cases are illustrated on mim- 


eographed sheets and on the black board, 
and also presented orally in sales talks. 
We try to get all ideas across from 
these three different angles hoping that 
one of the three will score a “bull’s 
eye.” 

We believe that every sale is first 
made in the agent’s mind and we at- 
tempt to drill every man on these im- 
portant ideas: 1. Who is my prospect? 
2. Exactly what am I selling? 3. 
What convictions must he have before 


he will buy. 4. What instincts can I 
appeal to? What final appeal can I 
make? 


A sales talk based on these five ideas 
may take three minutes or three hours 


























Your Own Name in Gold on the front cover of your binder as illustrated. 






ASENT'S NAME 


DALLWIG 


You Can Now Give the Service Your Clients Expect! 


By Using the Standardized 


POLICY AN 
COMMISSIO 


x RECORD 


——————""It dignifies your business”’ 
The Recognized Standard Policy Register for the Life Underwriter! 


No complicated bookkeeping. 





Just a quick simple, 


common sense method of bringing before you at a 


Send at once and without obligation 


glance all the facts relating to your written business! 





aera OFF THIS COUPON AND MAIL TO-DAY®Y????2?::?:::" 
P. G. Dallwig, Inc., 105 W. Adams St., Chicago. 

the whole story about the 
[ Standardized DALLWIG RECORD. Also send price list. 















THE NATIONAL 


UNDERWRITER 


April 5, 1929 




















ACTUARIES 








CALIFORNIA 





C oaTEs & HERFURTH 
CONSULTING ACTUARIES 
Barrett N. Coates 8584 Pine St. 
Cari E. Herfurth San Francisco 


. 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7288 
CHICAGO, ILL. 











H ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 





INDIANA 


HAH. DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 


OHN E. HIGDON 

ARY 

Kansas City, Mo. 
~» St. Louis, Mo. 





ACTU 
317 Shukert Bldg 
1616 Chem cal B 





NEW YORK 





feo M. Dowecn & Sen 
M 


CONSULTING 
ACTUARIES 


ss W. “4th St. New York City 








we, FONDIL- 
LER and RYAN 
Insurance Accountants 
Richard Fondiller Harwood E. Ryon 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
e .COUNSELOR AT LAW 

ne YTS ACTUARY 
Premiums, Reserves , 
Values, etc., Calculated. Valuations 
and minations Made. Policies 
and all Life Insurance Forms Pre- 

The Law of Insurance a 


"Bldg. OKLAHOMA CITY 























to present. To get our idea across we 
use written briefs. A written brief, 
even if never presented to the prospect, 
forces the agent to study the case. He 
goes to court with his case well pre- 
pared, if diverted, can return, and 
finally, most important of all, he knows 
when to stop talking. 

As for the “critique sheet,” we use 
this in connection with the sales talks. 
When the demonstration sales are given 
before the class, we ask each member 
of the class to note the points listed and 
grade the salesman accordingly. 


Notes on Talks Aid 
in Promoting Discussions 


In this way notes are made and in- 
teresting discussion follows. Formerly 
we had different members of the class 
graded as contestants on the critique 
sheet. The scores were totalled and the 
winner was acclaimed. At the present 
time, however, the instructor presents 
the sales talks before the class. 

The “prospect sheet” mentioned is 
used to avoid the necessity for cold 
canvass. Most applicants, when prop- 
erly approached, are willing to give the 
names and addresses of sisters, brothers, 
relatives, or friends, and we feel that 
this is an excellent method of securing 
prospects. Most agents will not get 
this information unless the necessity for 
it is forcibly brought to their attention 
every time they write an application, un- 
til finally it becomes a habit. 

The last form mentioned is our agent’s 

‘sales manual.” The forms and material 
included have been developed over a 
period of years, collected from time to 
time. We encourage each agent and in 
fact help him to prepare such a book 
for use in illustrating to his prospects. 

We find that these books are invalu- 
able in presenting a thought to the pros- 
pect and corroborating that thought with 
convincing proof. 

Trust company material, newspaper 
clinpings, investment offerings, pictures, 
graphs, sample agreements, and much 
other material can be included. 

The book gives the prospect some- 
thing to handle—and something to vis- 
ualize. It also gives the agent a cer- 
tain amount of moral support. It tides 
over any awkward moments and aids the 
agent in making a logical orderly pres- 
entation. 


Impractical to Sell 
Complete Program 


When I speak of analyzing a client’s 
needs and selling a program of insur- 
ance, please don’t misunderstand me. 
We are fully aware of the fact that it 
is impractical to sell a complete pro- 
gram in the majority of cases. In fact, 
‘we don’t believe that it is possible to 
sell more than 1 percent of your 
prospects a complete program. What 
we actually have the salesman do is to 
pick out some one outstanding need, or 
to put it from the prospect’s point of 
view, we might better express it, some 
outstanding want, and we endeavor to 
have the salesman make his approach 
and hang his sale on this particular 
point. After making the initial sale he 
is in a better position to get the pros- 
pect to consider additions of insurance 
from time to time. 


Agent Must Memorize 
Standard Sales Talk 


The sales school has always been a 
big factor in the training of our sales 
force and again referring to sales talks, 
we are thoroughly sold on the impor- 
tance of the standardized sales talk. Let 

say, we do not expect our salesmen 
to get orders by going about and mak- 
ing verbatim approaches and demonstra- 
tions. The approach and demonstration 
must be memorized and it is often well 
to check to see that it is, but the sales- 
man’s selling sense governs his applica- 
tion of the material to fit the particular 
needs of each interview. A standardized 
presentation saves time by anticipating 
objections and aids the salesman in 
dominating the interview. 

We encourage every representative 
to analyze his particular territory just 
as we do our complete territory, for then 
he can plan his work more intelligently 





and concentrate his efforts in the most 
profitable way. 

We've said a great deal about train- 
ing, but we must not overlook one im- 
portant point, and that is the type of 
man to train. We find that the best 
man is one who has made a success in 
some other line, but who has reached 
a point where factors beyond his con- 
trol prevent further progress. 

It costs real money to train and edu- 
cate and supervise an agent and if you 
expect to get results, you’ve got to raise 
your sights. The estimated cost of edu- 
cating, training, and supervising a man 
in the metropolitan territory from his 
start in the business and continuing over 
a period of two years, is approximately 
$600. One agency estimates $1,400. 


Encourges Expression 
of Individual Ideas 


We encourage the expression of _in- 
dividual ideas in our classes. This 
arouses an active interest in the pro- 
ceedings and drives away the sleepy, 
bored look that comes to many students 
after the first hour of most courses. 

In other words, there are too many 
valuable ideas presented at the school 
for the agent to lose interest. Ideas are 
power and it is the function of our 
school to act as a power house of ideas 
for the agent. 

In conclusion, the thoughts that I 
want to leave with you are: Pick a high 
class man; expose him to the highest 
class material you can get—in homeo- 
pathic doses; supervise him for two 
years; study him carefully and develop 
his individual strong points. 


Takes Charge of Mortgage Loans 


Wilfred G. Gehr, mortgage loan expert 
and assistant treasurer of the Union 
Title Guarantee, a division of the Insur- 
ance Securities Co. group, has been 
assigned to take charge of the mortgage 
loan department of the Detroit Life. 
W. Irving Moss, president of the Insur- 
ance Securities Company, recently an- 
nounced the purchase of the Detroit 
Life, this making the sixth company of 
the Insurance Securities or Union In- 
demnity group. Mr. Gehr’s assignment 
is only temporary. 


Penn Mutual Promotes Thompson 


S. F. Thompson, the Penn Mutual’s 
general agent for Wyoming, has been 
taken over by the home office, and given 
the title of special home office repre- 
sentative. He will work under the di- 
rection of Vincent B. Coffin, director of 
education, upon the various training 
projects of the company. Chiefly he will 
devote his time to agencies needing 
extended home office cooperation. 

Mr. Thompson has had many years 
of successful life insurance experience. 
He wields a _ flashing pen, whose 








aphorisms have lately been traveling the 
country over. _And he has thoroughly 
demonstrated his ability as an organizer, 


MINNESOTA MUTUAL MEN 
HONOR NEW PRESIDENT 


In honor of their new president, who 
has just completed 20 years of service 
with the company, the agents of the 
Minnesota Mutual Life are observing 
April as “T. A. Phillips” month and are 
making a special drive for business. 

Mr. Phillips was for 20 years right 
hand man of E. W. Randall, who in 
December was made chairman of the 
board. 

The Minnesota Mutual “whole life 
preferred risk policy” is being featured 
in the Phillips month campaign. The 
country has been divided into three 
groups of agents, the east under Howard 
Blanton, the middle west under H. J. 
Cummings and the west under Roy Cox, 

O. J. Lacy, vice-president and agency 
director, is making a month’s tour of 
western agencies. 





LIFE, HEALTH AND ACCIDENT INSURANCE 

COMPANY FOR SALE 
Operates on Old Line Legal Reserve basis, incor 
porated in State of Illinois. License pending for 
other midwest states. New company; no liability; 
everything complete, policies, rate books, applica- 
tions ready to start business at once, $7,000.00 
cash complete. Address K-86, care The National 
Underwriter. 








TWO OPPORTUNITIES 


First class, high grade, experienced insur- 
ance men wanted as State Managers in 
Ohio or Maryland. Only men who are per- 
sonal producers and experienced in field 
organization need apply. Must be of good 
reputation and able to furnish good and 
sufficient bond. This is the kind of com- 
pany it pays to represent. A powertul 
organization, over 121% solvent. American 
Experience Tables. Reliable service and a 
full line of desirable policies. 


GRAND LODGE A. O. U. W. 
1121 Chapline St., 
Wheeling, W. Va. 











THERE IS ALWAYS AN ULTIMATE CHOICE 
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DIRECTLY ON THE OCEAN 


(Swampscoll, Massachusetts 


On the historic North ony 

Every recreational feature 

Booklet * * Opens Way 15 
E.R. GRABOW, Chairman of the Board 
CLEMENT E. KENNEDY - - President 




















Capital, $500,000 


E. D. SEIP, 
President 


General Agents and Managers 
Wanted in Illinois by the 


CALUMET NATIONAL LIFE ‘ 


9th Floor Insurance Exchange, Chicago 


Contingent Reserve, $500,000 
ROBERT H. BEARD, 


Surplus, $500,000 





Vice-Pres. and Genl. Mégr. 














1871 


JOHN G. WALKER 
Chairman of the Board 





The Life Insurance Company of Virginia 
58 Years of Existence 


Richmond, 


1929 


BRADFORD H. WALKER 
President 
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IN ILLINOIS 


companies, the CHICAGO NATIONAL LIFE wrote 
more new business in its Home State in 1927 than any other company. Here is the 
record, with the companice ranked sccording to their sew business in Ilincle during 








Rank Name of Company 

1 CHICAGO NATIONAL LIFE ...... 1922 6 $18,072,785 
S Be E,W Die coscccannences 1868 60 16,958,234 
3 Federal Life’ RS ee oer ane e aera renee 1900 28 16,112,974 
3 | 9552s eanetaeesere 1893 35 14,893,371 
5 Continental Assurance ............... 1911 17 13,722,608 
Te ae Ra SS aa 1908 20 10,546,510 
me OS eee 1926 2 10,183,295 
TEER ERE ee 1884 44 7,109,361 
Be I EOD cawcsics sovecccavas 1905 23 6,917,766 
10 American Bankers ................... 1907 21 6,114,465 
ccs csaeesanennene 1907 21 4,832,812 
12 North American Life ................ 1907 21 3,517,400 
18 Abraham Lincoln Life ............... 1920 8 3,433,533 
ee ns nents dsnascanens 1907 21 3,410,727 
S.C RS CS See 1908 20 3,306,482 
“ee CO — errr ree 1927 1 2,580,732 
I Eo vincncicedaviennedens 1927 1 2,395,000 
cc ccnceekinesenenseeees 1924 4 2,298,017 
19 Twentieth Century Sa ee 1927 1 2,277,704 
i i  °}»4 | “ie 1910 18 2,206,947 
21 Springfield ener 1924 4 2,107,839 
22 Washington Fidelity ................. 1926 2 1,656,273 
23 BME EEE cccncccessencecesonauenns 1921 7 1,499,525 
2 Be S.C cecccvceanssseiecic 1927 1 1,017,654 
25 Northwestern Union ...............-. 1923 5 706,603 


In other words, the CHICAGO NATIONAL LIFE made a better production record 
in Illinois in its sixth year than was made by any other Illinois company, the 
majority of whom are from two to ten times older than it is. 

ference thus shown for the CHICAGO NATIONAL LIFE by people in a 
— to know it best is an advantage that should appeal to agents. A.» t.. terri- 
tory for General Agents in Illinois, Indiana, lowa, Kentucky, Missouri 


CHICAGO NATIONAL LIFE 
INSURANCE COMPANY 


202 South State Street Chicago, Illinois 
Write A. E. JOHNSON, Vice-Pres. and Gen’! Manager 




















W. L. MOODY, JR. W. L. MOODY, UI WwW. J. SHAW 
a Vice President Secretary 
HEARN MOODY T. L. CROSS 


sain President Vice President 


: American National 
_ Insurance Company 


j HOME OFFICE: 


GALVESTON, TEXAS 
$546,645,788.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features, 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 
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Managers Wanted 


In Colorado and Missouri 





We have attractive openings 
for Managers in several sec- 
tions of the above states. 


Replies strictly confidential. 


~The Liberty Life Insurance 
Company 
TOPEKA, - KANSAS 


CHARLES A. MOORE, President 
EDWARD C. WILLS, Superintendent of Agencies 
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Supervisors Wanted in Ohio 
Real Opportunities for the Right Men 


We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 
that state. 

The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
tion work. They will also be given a liberal first- 
year and renewal commission contract covering 
personal business sold. 

We want men with a sound knowledge of modern 
underwriting principles, They must be in good 
health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 

If interested, get in touch with: 


W. T. O'DONOHUE Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
MORE THAN 340 MILLIONS IN FORCE 
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STANDARD 





AND 


SUBSTANDARD 


North American Reassurance Company 


Lawrence M.Cathles, President 


250 PARK AVENUE 


New ‘York, 








